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In electing Ernest L. Kurth, of Keltys, Tex., as presi- Kurth Station, Polk County, Tex., where his father, the 
an, dent of the Southern Pine Association, the subscribers late J. H. Kurth, operated a small sawmill. His mother 
= selected one of the most popular and active members of | was Hattie Glenn Kurth. His father was one of the 
pable the country’s lumber industry to head their organization. pioneers in the southern pine industry, starting in busi- 
on. For many years Mr. Kurth has been prominently iden- ness in Texas about 1880 as a partner in the Sam Allen 
aatep Co., an early Texas lumber concern, but withdrawing 

later to go into lumber manufacturing for himself. He 

fa. operated successively mills in Montgomery County, Tex., 
Asia, Kurth Station and Corrigan, and moved to Keltys 

in 1888. The elder Mr. Kurth was one of the most 

an. prominent and highly respected members of the country’s 
7 lumber industry, and at present his sons and grandsons 
are operating the oldest sawmill town in Texas, which J. 




















H. Kurth founded, as the plant at Keltys has been in con- 
tinuous operation since 1888. 

Ernest L. Kurth graduated from Southwestern Uni- 
versity, Georgetown, Tex., in 1905, and in 1910 he was 
married to Miss Isla Kinsolving, of Corsicana, Tex. They 
have a son and daughter—Ernest L. Kurth, Jr. and Miss 
Carey Kurth. The new president of the Southern Pine 
Association entered the lumber business in October, 1907, 
as a bookkeeper in the offices of the Angelina County 
Lumber Co. at Keltys. He handled the sales of this com- 
pany from 1910, and later was made secretary-treasurer. 
Since 1916 he has been vice president and general man- 
ager of this company. In addition to his connection with 


the Angelina County Lumber Co., Mr. Kurth is presi- 
dent of the Angelina Hardwood Co., Ewing; vice presi- 
dent Conroe Lumber Corporation, Conroe, Tex., and is 
connected with several other prominent lumber manufac- 
aan | turing companies, and with several retail concerns. Mr. 
Cen- Kurth also was an officer for some twenty years in the 
an. | Kurth Louisiana companies—the Pawnee Land & Lum- 
ber Co., and the Vernon Parish Lumber Co., which cut 
“4 out finally in 1930. 
an. Besides his lumber industry connections Mr. Kurth is 
chairman of the board of the East Texas Theatres (Inc.), 
retail Beaumont, Tex.; has been director for the last six or 
ae eight vears in the East Texas Chamber of Commerce, 
— serving as its president in 1934; and served two years as 
president of the Lufkin (Tex.) Chamber of Commerce, 
Good | and for many years as director of this chamber. He has 
— o long been active in community development projects in 
-. :; rap : — ‘ Texas, and has given much of his time recently to move- 
tified with the affairs of the association and of the south- ve . . xan 
eel Se Rae hs . an: ments in behalf of the general welfare of his section. 
SOAL ern pine industry, and his genial personality, his efficiency Ne Weal Rhee ceneaiad ne - cll Ties aiaalts aa 
hard- as a lumber manufacturer, 2nd his sound judgment and. pre wo ‘si or a Grues Wan tas = Laney: ) on 
ware fair-mindedness in his own business and on problems of ™ — ve = # cy Sout — me 4 OO and the 
the industry, have won for him high respect and a host of industry, serving as a member of various association com- 
pot friends in, lumber as well as in other industrial and ‘Mttees, as a director and officer, and, since the inception 
business circles. Besides, he has participated actively in Of the NRA Lumber Code movement, he has rendered 
= various civic and public movements designed to promote outstanding service to the industry in Code formulation 
- FF the development and welfare of his community and State. and administration. For the last five years he has been 
) Bs Mr. Kurth has spent his life, since reaching his ma- chairman of the association’s advertising and trade exten- 
fice, jority, in the lumber business. He was born in 1885 at sion committee, and has served a [Turn to page 41] 
an, 
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AMERICAN LUMBERMAN 


COMPLETE LINES OF TRUCK TIRES 
FOR EVERY TRUCKING SERVICE 
AT LOWEST PRICES—GIVING LONG 
MILEAGE AND GREATEST ECONOMY 


FIRESTONE pioneered the ship-by-truck 
movement in 1918, and ever since has consistently 
led in anticipating every requirement in the 
design and construction of truck and bus tires 
for every transportation condition. To accomplish 
this, Firestone has consistently followed the 
fundamental principle of its founder and active 
head, Harvey S. Firestone, **Always to find the way 
to build tires better than anyone else.” 

While there are many reasons why Firestone 
Tires are safer and more economical, there are two 
reasons that stand out above all others. One is 
Gum-Dipping; and the other is two extra layers 
of Gum-Dipped cords under the tread. 
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By Gum-Dipping, every strand in every cord is 
soaked in liquid rubber, preventing friction — 
adding extra strength and long mileage. By having 
two extra layers of Gum-Dipped cords placed 
between the tread and cord body, it is practical 
to use a tread with higher, more rugged shoulders 
and a deeper non-skid with flatter contour. 


All this provides more rubber on the road, 
giving longer wear, greater traction and quicker 
stops. These two extra construction features are 
patented and used only in Firestone Tires. Take 
a forward step in maintaining schedules and 
reducing operating costs. Call on the Firestone 
Service Store or Firestone Service Dealer today. 
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Firestone Firestone Firestone 
GROUND GRIP TYPE 


Super traction tire for 
unimproved roads. 


OLDFIELD TYPE 


The tire that taught 
thrift to millions. 


SENTINEL TYPE 


Volume production 
tire for light trucks. 


AUTO SUPPLIES FOR TRUCKS AND BUSES 











Firestone 


HIGH SPEED TYPE 


Greatest tire ever built 
for all-round service. 
Unequalled for high speeds 


and heavy hauling. 


FIRESTONE TRUCK 
TYPE BATTERIES 


* & & & & Listen to the Voice of 
Firestonefeaturing Richard 
Crooks, Gladys Swarthout, or Nelson 
Eddy—every Monday night over 
N.B.C.— WEAF Network. ....+++ 
A Five Star Program 
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AMERICAN LUMBERMAN 


An Abandoned Orphan, With No 
Means of Support 


HE GOVERNMENT, through the 
7 Department of Justice, having 

backed off and asked dismissal by 
the Supreme Court of the appeal in the 
Belcher case—thus tacitly admitting that 
it does not hope to win a favorable de- 
cision-—it appears that NRA and, par- 
ticularly, the Lumber Code, are definitely 
on the way out. The Belcher case has 
been generally conceded to be the real 
test of NRA and the codes. The lumber 
industry, especially, has been looking to 
a Supreme Court decision in that case to 
determine the future of its Code. Now, 
it feels that it has been deserted by the 
Government and the Code left on its 
doorstep, an abandoned orphan, without 
means of support. 

Recognizing that without a clear-cut 
favorable decision by the Supreme Court, 
and strict, sincere enforcement by the 
Government, the Code can no longer 
function with any degree of satisfaction, 
the resident committee of the Lumber 
Code Authority in Washington has ad- 
vised all the administrative agencies to 
immediately request suspension of the 
Code for the lumber industry by the 
National Industrial Recovery Board. 

The Government has stated that, while 
it has asked for a dismissal of the Belcher 
case, filed under provisions of the Lum- 
ber Code, it will not relax its efforts to 
enforce other Codes. This leaves the lum- 
ber industry with a Code on its hands, 
and with no power of enforcement. This 
really is an intolerable situation, and the 
action of the resident committee in rec- 
ommending a demand for suspension of 
the Lumber Code is entirely justified. No 
doubt, its recommendation will be adopted 
by the administrative agencies. In fact, 
some of them already are on record as 
having demanded enforcement by the 
Government or suspension of the Code. 

The question naturally arises, what 
next? The situation is fraught with 
danger, and demands—to a higher degree 
than ever before—wise and competent 
leadership and a greater measure of co- 
operative, as well as individual, effort. 
The industry is well fortified with effec- 
tive associations. Through these, good 
features embodied in the Code may be 
continued for the welfare of the industry 
as a whole, while constructive individual 
effort, unhampered by often unwise re- 
strictions, may have an opportunity for 
full play—effort that need not disrupt the 
industry, but which, properly directed, 
may be of real advantage. 

It looks as though the Lumber Code is 
through. 

It is a time that offers a real oppor- 
tunity for the industry to display its 
ability and its willingness to govern itself, 
avoiding those things that may lead to 
chaos and vigorously pushing those that 


will increase the demand for lumber, en- 
courage the building of homes, enlarge 
the volume of business, and at the same 
time protect the interests of labor and of 
the public. 


Since above comment was written, 
Donald Richberg, head man in NRA, 
has advised a press conference in 
Washington that the Lumber Code is 
in force and will not be suspended, but 
that the Recovery Board has directed 
that this Code be revised and strength- 
ened. That statement will have the 
effect of only making “confusion worse 
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confounded.” How a Code can be jn 
force that is not being enforced is 
somewhat of a puzzler. That portion 
of the industry that is sincerely willj 
to comply with the Code will hardly 
know what action to take, if Govern. 
ment is not going to try to bring the 
non-compliers into line. Inasmuch as 
no substantial amendments can be ef. 
fected before the present Code will ex. 
pire by limitation, would it not be the 
part of wisdom to suspend it untij 
Congress has decided as to the future 
of NRA? If that Act is continued 
then the Code can be amended, if the 
Government stands ready to make it 
effective—and less harm will be done 
than by maintaining a pretense of q 
Code and keeping a substantial part 
of the industry in uncertainty. 


“In the Spring the Young 
Man’s Fancy--” 


NEW building season is warming 
up; and it is getting its start under 
peculiar auspices. 

We can recall no season that went into 
action shored up by more planned devices ; 
ranging all the way from pump priming 
to private bearding of the customer in 
his lair. There is even an unfortunate 
movement to get the old cracksman of 
high-pressure selling out of jail to see if 
he can pick a few locks. 

There is some horse trading of official 
policies as we cross the stream. But if 
official leaders are at odds with each other 
and with their own previous positions, 
their disagreements are as nothing when 
compared with the gradations of opinion 
among the business rank and file. A 
dealer is passionately favorable to a few 
policies and as passionately opposed to 
others; while in relation to still others 
he steps down his attitude toward the 
center of indifference. It is not often 
that he agrees upon many points with his 
neighboring competitors. 

If the state of business depended 
wholly upon understanding and agree- 
ment among business men, we might well 
be uneasy. Recovery would find itself 
stymied on the first green. 

We would not be misunderstood. No 


one in the AMERICAN LUMBERMAN 
office takes formal recovery efforts 
lightly or belittles their importance. 


Many of these efforts, including some 
that are being officially abandoned, have 
had important effects. We hold no brief 
for defeatism. If a business will not try, 
its last state will be worse than the first. 
We hold rather to the old theory of sow- 
ing beside all waters, without knowing 
in advance which shall grow; this or 
that. 

But it is equally important to take into 
account the less manageable but not less 
determining factors; and among these 
factors is the will of the buyer. So long 


as the buyer sits on his pocket book with 
a cocked and monitory shotgun in hand, 
the most perfect of commercial policies 
has little chance. 

For reasons not easily determined, the 
buyer’s attitude seems to be changing. 


_ For several years this journal has pointed 


out that there has been sufficient buying 
power in the hands of private individuals 
to make an immediate improvement in 
lumber sales. This was of no practical 
importance, however, so long as _ these 
persons willed to stay out of the market. 
An increasing number of them are now 
finding the courage to reverse this posi- 
tion. It has been pointed out that some 
80 percent of the repair jobs credited to 
the stimulation of Title One of the NHA 
have been paid for in cash without 
benefit of public loans. It seems prob- 
able that a similar result will appear 
under Title Two. We give every credit 
to the FHA for the persuasion and 
stimulus it has brought to bear; and that 
credit, in our opinion, will not be in the 
least diminished if it is found that sales- 
manship rather than loans has turned the 
trick. 

A retail dealer recently told us that his 
customers have become 
minded.” They are anxious for things to 
“go”; and they are pressing forward 
rather than holding back. Another deal- 
er told us that, although the big industry 


in his town was still in a state of uncer- J 


tainty, there had been more house build- 
ing done there in the last few months 


than during any similar period for the f 
“T don’t know where the F 
money is coming from,” he said, “for 

But 


last ten years. 


no public loans have been made. 
houses are being built and paid for.” 


Perhaps John Customer is getting tired 


of the depression and has discounted its 

dangers. While he waits, time is getting 

on. He begins taking counsel of hope 
(Continued on page 51) 
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A bill now before Congress provides that 
“it shall be unlawful for any person engaged 
in commerce to discriminate in price between 
different purchasers of any commodity, regard- 
less of the quality purchased: Provided, that 
a lower price may be charged to wholesalers 
in contemplation of resale to retailers; and 
that higher prices may be charged in sales 
made in good faith directly to consumers 
than are charged in sales of same commodity 
to retailers.” The bill defines a wholesaler as 
“a person whose principal business is the bona 
fide selling of goods to retailers” and provides 
that “a sale by a wholesaler to a retailer 
when a majority interest in both is owned 
by the same person shall not be considered a 
bona fide sale.” There are some other im- 
portant provisions that should command the 
interest and close study of lumbermen. One 
of these is that unless a delivered price at a 
specific destination is specifically requested by 
the buyer it shall be unlawful to sell or quote 
a price on any other basis than the price at 
the point of manufacture or the original point 
of shipment. 

* * *k * 


Paul E. Hanbury, president Portsmouth 
Lumber Corporation, Portsmouth, Va., is the 
author of an interesting little pamphlet en- 
titled “Why Exorbitant Retail Lumber Code 
Dues Are Obnoxious,” copy of which he has 
sent to the AMERICAN LUMBERMAN with the 
suggestion that the retail lumber and build- 
ing material industry would profit through 
less control from Washington and closer co- 
operation in connection with local association 
work. Among other things, he says: “With 
price control abandoned, there is little or no 
evidence of Code violations in our industry. 
Moreover, there are NRA compliance officers 
located throughout the country for the pro- 
motion of NRA policies within all industries 
in general, leaving our divisional association 
work appropriately our own, restricted to trade 
promotion more or less peculiar to our own 
industry and for which no large income is 
necessary or desirable.” Of course, as long 
as the Code is in effect there must be a cen- 
tral Code authority for general supervision, 
but the sooner more attention is paid by the 
individual dealer and by his local association 
to real merchandising and inducing more peo- 
ple to repair, modernize and build new homes, 
the sooner will the industry get back to a gen- 
erally more satisfactory condition. 


* * *K * 


“There were only four lumbermen in at- 
tendance, although more than 600 had been in- 
vited.” And it was a meeting of tremendous 
import to timber owners and lumber manu- 
facturers, for it was calculated to wield a 
real influence on the shaping of forest policies 
affecting the relationships between the Govern- 
ment and private industry. The statement 
above quoted was included in the report made 
by a representative of one of the large lum- 
ber associations. It is a rather startling in- 
dictment of the industry when out of more 
than 600 invited only four were sufficiently in- 
terested to attend a conference at which one 
of the principal speakers was the chief for- 
ester of the United States who, only a short 
time before, had made a public pronounce- 


ment containing elements that threatened the 
very life of the lumber industry as a private 
Such apparent lack of interest puts 


business. 


Thorn 
In the 
Side 


They 
Buy and 
Build 
When 
Prices 
Are Low 


Real 
Sales 
Plans Are 
Needed 


ammunition in the hands of those who be- 
lieve that a more complete Government control 
over the lumber industry is necessary for 
the protection of the public. Wake up, lum- 
bermen, fall into line, catch step and march 
with those who want to develop a sensible 
program of co-operation between Government 
and private industry—without too much en- 
croachment by the Government into private 
business. 
es ¢ 6 


A reader in Hinsdale, Ill., writes: ‘Please 
refer to page 55 in your last issue, ‘Govern- 
ment Competition a Thorn in the Side.’ We 
believe this is the basis of our draggy recov- 
ery. Why not invite through your columns 
every lumberman to write you a postal card 
saying whether or not he approves of this? 
This will be the chance for the lumber indus- 
try to unitedly speak. If this does not stop 
this Government encroachment, the lumber- 
men at least can not be charged with having 
failed to exercise their prerogative.” A good 
suggestion. If you don’t want to write to the 
AMERICAN LUMBERMAN, be sure to write to your 
congressmen and senators, anyway. If you 
lumbermen don’t want this Government com- 
petition to increase in volume and intensity, 
it is time to be up and doing. 


* * *K * 


Discussing existing economics and the close 
relationship between prices and business re- 
covery, a speaker at a recent convention said 
people buy and build when prices are low, 
but that this fact seemingly had been over- 
looked in the prevailing official theory that 
to raise prices and make things high would 
cause people to buy and invest. Doubtless 
there are many men of low income who would 
be glad to buy a modest home under the facil- 
ities offered by NHA, but because of the 
constantly increasing cost of living brought 
about by deliberately enforced scarcity, they 
find it impossible to satisfy this desire for a 
home and better citizenship. Plenty of every- 
thing, available at low prices, with a com- 
mensurate wage scale that would not work a 
hardship on labor, would bring prosperity 
quicker than all the arbitrary forcing up of 
prices through all the alphabetical organiza- 
tions that could be devised. 


* *K K * 


According to King Woodbridge, of Arbuckle 
Bros., “the single factor that counts most 
in today’s business enterprise is the sales- 
man, the man who is rubbing elbows with the 
buyer, the man who finds the orders, the man 
who too infrequently is found in the council 
of the executives who manage.” Declaring that 
the mental attitude of the salesman toward the 
organization must be right, Mr. Woodbridge 
continued: “He must find in executives those 
qualities of leadership that inspire confidence. 
The salesman must know the company he rep- 
resents, its personnel, its history, its objec- 
tives and its plans for reaching the goal.” Fur- 
ther, he said: “Sales and advertising plans 
should be adequate for the job of selling. Too 
frequently executives are prone to say when 
sales are lacking, ‘What we need is real sales- 
men,’ when, as a fact, what is needed are 
plans that enable men with personality and in- 
dustrious effort to loosen sales resistance.” 
Lots of food for thought in this for the lum- 
ber industry. 
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Opens New Wall- 
paper Store 


Within recent years increasing numbers of retail lumber 
and building material dealers have added wallpaper to their 
the and 
equipping of new homes as well as to the rehabilitation of older 


other lines of merchandise relating to finishing 


ones. Then along came the National Housing Act and Federal 
Better Housing program, further accentuating the trend already 
] 


noticed ; for of course modernizing and renovizing an old home 


means, in most cases, new wallpaper. Thus it is that many 
more dealers are showing decided interest in adding wallpaper 
to their lines. 

is the 
lanters Lumber Co., Jackson, Miss., which 
recently opened for public inspection its new wallpaper and 
paint department. This concern opened its original paint and 
wallpaper department in July, 1930, feeling at that time that 
adequate space had been provided for it. 


Illustrative of this modern merchandising trend 
experience of the Pl 


However, from the 
very beginning of the department its business steadily increased 
from year to year, even during the period when sales of lumber 
and other building materials were decreasing. 

It became apparent that paint and wallpaper were very 
important additions to the various lines already carried and 
for that reason the Planters company began to give consider- 
able thought as to advisability of enlarging and modernizing 
this department. In fact, in 1934 the company’s paint and 
wallpaper business had increased to such an extent that floor 
space was inadequate for carrying out the merchandising ideas 
necessary for the sale of these types of products. 

Accordingly, in the fall of that year it was decided to take 
on the distributorship, for the State, of the products of a well- 
known wallpaper manufacturer. A large stock, comprising the 


manufacturer's patterns for 1935, late in 
December remodeling of the paint and wallpaper departments 
was begun and a new building connecting the lumber office with 
the old paint department was built on what had previously 


been a driveway from the street into the yard. 


was ordered: and 


This department was finished and 


stocks finally arranged 
therein 


for a formal opening which adver- 


was extensivel 








The wallpaper department has atmosphere of a home 
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Store front "plays up" wallpaper—paints—glass 


tised to be held March 8 and 9. Full-page newspaper space 
was used in announcing this opening, and co-operative adver- 
tisements of manufacturers of various products for which the 
Planters Lumber Co. is exclusive distributor, were secured for 
the same issue. News stories also played up the opening of 
the new paint and wallpaper store. 

Two days were set apart for the formal opening, so that 
if the weather turned out bad on one of these days, there 
might still be opportunity for the public to attend. This proved 
fortunate, for the weather was very bad, doubtless reducing the 
total attendance considerably, but results of the opening and of 
the advertising connected therewith have been very satisfactory, 
both in the way of local patronage, and from dealers out in the 
State—as this concern sells at wholesale as well as retail. 

Each guest was requested to sign a register, and all, after 
being shown through the new store, were presented with sou- 
venirs, including paint brushes and paint guards, supplied by 
the Glidden Co., whose products are handled by the Planters 
Lumber Co.; To 
booklets. 


along with yardsticks and “How Paint” 

In planning the interior of the new paint and wallpaper 
department it was so arranged that all of the large paint stock 
is displayed at one end of the store—which is the new part and 
considerably wider than the part of the old store originally 
devoted to that purpose. The old part has been decorated and 


set aside for the wallpaper department. This department has 








The paint stock is displayed at one end of the store 
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heen given an attractiv : atmosphere, by a suite of living room 
furniture. Directly behind this is a double window, with latest 
heavy linen drapes, window glass, curtains and shades. Phis 
gives the wallpaper department the appearance of a corner in a 
home; and also enables the salesmen to throw the light on the 
wallpaper samples, regulating it to approximate the amount of 
light in the room for which the customer is selecting paper. 
For instance, if the room for which a certain pattern of paper 
is to be used is not very light, the salesman pulls down the 
shade, enabling the customer to see the pattern just as it will 
look when the paper is on the walls in his home. 

All wallpaper is displayed in full rolls taken direct from 
the stock, which is kept in a separate room directly behind the 
wallpaper department. $y thus showing the paper in full 


Installing the 


Pana, Itvt., March 25.—When an AMERICAN LUMBER- 
MAN representative stopped at the headquarters of the O. H. 
Paddock Lumber Co. here recently to obtain material for the 
story appearing on pages 22-23 of this issue he found the local 
H. Seiler, and the auditor, Miss Frieda Friebe, 
Mr. Seiler would 


manager, R. 
hard at work with bundles of wallpaper. 
carry a bundle over to a rack, push it into a “pocket” that 
seemed to be made especially for that purpose, and release 
the metal binding strip. Then, with Miss Friebe helping and 
bossing the job, a roll would be pulled from the bundle, laid 
on a little shelf at the front of the rack, and unrolled for 
display as shown in the accompanying illustration. 

The sight of all this stirred up strange memories within 
the visitor. ‘‘Isn’t this,” he ventured, indicating one of the 
racks, “something about like the wallpaper display racks we 
described in the AMERICAN LLUMBERMAN some weeks ago?” 

Picking up another bundle of wallpaper Mr. Seiler replied, 
“It’s just like "em. We copied the idea out of that story, in 
making ready our new wallpaper department.” 

Examination revealed, however, that certain changes and 
improvements were made in thus adapting the display idea of 
the J. A. McCreery Lumber Co., Benton, IIl., described on 
page 22 of the Dec. 22, 1934, issue. For the McCreery 
racks were for display only, whereas these combine display 
and storage. Another point of difference is that, while 
these racks employ narrow wooden strips at the loose 
ends of the rolls of wallpaper, as a means of binding, the 
strips are held at the top by being slipped into niches made 
with 6d finishing nails; the tension of the nail’s natural 
springiness keeps the strip, and the wallpaper, in place. 
Furthermore, the slight angle of the front side of the rack 
keeps vertical the wallpaper thus mounted. 

Besides the two here four other 
racks out in the paint room; by now these also are set 
up, offering a display of twenty-four different patterns. For 
this purpose ample space has been reserved in a room 
located between the front part of the office, which is the 
main sales room, and another office at the rear, which is 
R. T. Paddock’s private office, headquarters of the Paddock 
line of yards. Doubtless when the proposed new display 
room is completed a prominent position will be given these 
wallpaper display racks, especially in the rush seasons for 
wallpaper sales, for Mr. Paddock and his son-in-law, Mr. 
Seiler, know the value of such specialties to a modern retail 


shown there were 
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rolls the customer is given a better idea of how it will appear 
when hung. 

The manager of the company’s paint department, who 
kindly supplied the AMERICAN LUMBERMAN with the interest- 
ing details of the new department on which this story is based, 
adds that the company feels that, from the results already 
achieved, the additional investment required for this type of 
setup has been justified. 

It is interesting to observe that the location of the Planters 
Lumber Co., outside of the retail shopping area, which might 
be thought a disadvantage in merchandising wallpaper, has on 
the contrary been found to be a distinct advantage, because of 
the convenience of unlimited parking space available for all 
customers. 


allpaper Stock 


lumber business. Sale of one product, besides the profit 
in itself, leads to the sale of other materials to make homes 


more livable, and these in turn lead to results such as those 


Manager R. H. Seiler and Miss Frieda Friebe mounting display 

rolls of wallpaper on one of the six racks, combining display and 

storage facilities, built by the O. H. Paddock Lumber Co. in 
establishing its new wallpaper department. 


chronicled on pages 22-23. Besides the newly added stock 
of wallpaper the Paddock company sells—by its own 
announcement in large letters along the front of its yard 
—lumber, shingles, paint, cement, fence, millwork, sewer 
pipe and tile, lath, plaster, lime and hardware. 
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Building Houses With Title Il Loans 


Austin, Tex., March 25.—Construc- 
tion of new homes here under Title II of 
the National Housing Act is just getting 
under way, but the great number of in- 
quiries that already have been made by 
prospective borrowers indicate that it will 
result in the greatest building activity of 
that kind in the history of the city. It is 
Murray Graham, special 
! here of the FHA, that 
within the next eighteen months 500 new 
homes costing an average of $3,000 each 


estimated by 


representative 


will have been constructed in Austin 
under the Title II loan provisions. 

The Capitol National Bank is financing 
the construction of homes under the new 
Act } 


Act, but other two local national banks 
lo not look with favor upon the plan; 
ially at this time, when there is lack- 
authorized central mortgage 
agency to handle the paper. 


The total number of residences com- 
pleted under the financial plan of the 
Act is nine, all owned by Mrs. Noyes 
D. Smith, built at a cost of about $2,200 
each. They have all been rented at $25 

r nth each. The material was pur- 


from the Reinhardt Lumber Co., 


f this city. 

‘The houses are each of five rooms 
and porch,” Mr. Reinhardt said. “The 
limension lumber used was all No. 1; 
the floors are of oak; the shingles No. 1 
Pertfections: all trimmings, yellow pine; 

tside sidings, B&Btr yellow pine; in- 
terior walls and ceiling, No. 2 shiplap. 
All are first-class jobs.” 

Mr. Reinhardt and representatives of 
the other lumber companies here said 
that they are continuing financing the 





Four of the rental houses (described on this page) built for Mrs. Noyes D. Smith, Austin, Tex.; financed under Title II of the 
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building of homes on their own accounts. 
At this time there are approximately 100 
residences under construction here. The 
retail lumber business in Austin at this 
time shows a large increase over the like 
period of 1934, it was stated. All of the 
local lumber companies are participating 
in the Friendly Builders’ radio hour, 
which program comes out of Dallas. Mr. 
Reinhardt and other dealers said it is im- 
possible to tell what benefits are derived 
from these programs in the way of ad- 
vertising and creating sales. They ex- 
pressed the belief, however, that they are 
of some value. 

The Capitol National Bank of Austin 
up to the middle of March had completed 
the construction of fourteen new resi- 
dences under Title II of the Federal 
Housing Act, the amount totaling $18,- 
000, stated Walter Bremond, president 
of the institution. Negotiations are 
pending for additional loans under this 
title. This bank has also made 40 loans 
for repairs, aggregating $10,000, under 
Title I. 

“Nine of the residences which we have 
financed have been completed and plans 
are being drawn for the others,” Mr. 
Bremond said. “The bank is carrying the 
paper on these loans and we are glad to 
do so. Of course, in time we would reach 
the saturation point, as loans on real es- 
tate are limited to one-half of a bank’s 
total savings accounts or 25 percent of its 
capital structure, whichever is the larger. 
When a central mortgage corporation has 
been created for the purpose of aiding 
banks to finance loans under Title II, we 
will turn over to it whatever surplus pa- 


March 30, 193; 


per we may have. We have high regan 
for this 5 percent paper as it is guarantee 
by the Government. All of our loan 
under Title II are for 20 years, but | 
believe many of them will be paid out fy. 
fore that time. The borrower pays per 
month a total of approximately $12 per 
$1,000 borrowed, including taxes and in. 
terest. This amounts to 6 percent on the 
loan. 

“The loan may be made up to 80 per- 
cent of the appraised valuation of th 
property, including the lot. The bor. 
rower selects and buys his own material 
and makes his own contract. Of course 
there are some restrictions as to specifi- 
cations, one being that all foundations 
must be of concrete. The bank has noth. 
ing to do with selecting the dealer from 
whom the lumber and other materials are 
to be purchased. All of the homes the 
Capitol National Bank has financed under 
Title II are of the small frame bungalow 
type.” 

Roger Roberdeau, president of the 
American National Bank, said that his 
institution has made about thirty loans, 
aggregating a little more than $16,000, 
for the repair of homes under Article | 
of the Federal Housing Act. These loans 
averaged about $500 each. 

“Under the air-tight requirements and 
conditions which govern the making of 
these loans their monthly payments are 
practically assured,’ Mr. Roberdeau 
said. “The banks run no risk, as the 
loans are guaranteed by the Government, 
and mechanic liens are held on the home- 
steads. It is my observation that Na 
tional banks would make such loans under 





National Housing Act by the Capitol National Bank of Austin 
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the same protective conditions without 
any Federal Housing Act, if permitted 
to do so. Figuring all expenses, the per- 
son obtaining a loan under this Act will 
find that he has paid what will amount to 
9 percent interest on the loan when he 
shall have paid it out at the end of one 
or two years.” 

In regard to the making of loans for 
the construction of new homes, as pro- 
vided in Title II of the Act, Major 
Roberdeau declared that he doubted 
whether the comptroller of the currency 
would ever authorize the setting up of 
national corporations to take up paper of 
the banks for this purpose. He ex- 
pressed the belief that the comptroller 
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would not authorize the filling up of the 
banks with 20-year mortgages. He also 
pointed out that mortgage moratoriums 
are in effect in twelve to fourteen States, 
and that these would prevent loans being 
made for that purpose in those States. 

“If we had a central agency, to which 
the banks could turn over such paper, 
the banks would have to service the loans 
for twenty years for % of one percent, 
and that is not enough,” he said. “This 
servicing would include looking after the 
payment of taxes, interest and principal, 
and other necessary details.” 

W. H. Folts, president of the Austin 
National Bank, said: ‘“‘We have made 
about eleven repair loans under Title I, 
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the amounts aggregating only $3,200. 
We have made no loans under Title II. 
Even if there wese a central corporation 
or agency to help finance such loans, this 
bank does not care to fill its note cases 
full of 20-year paper. Lots of things can 
happen in twenty years. Good security 
today may not be good in the years to 
come. Also to be considered is the pos- 
sibility of the legislature declaring an- 
other moratorium.” 

No building and loan association in 
Austin has been authorized to finance new 
homes under Title II. It is explained 
that these associations receive a higher 
rate of interest on their loans than would 
be obtainable under the Housing Act. 


Getting Modernizing Jobs by Phone 


In every dealer’s office is a little black 
slave which has wonderful possibilities. 
Some use it only for delivering messages, 
which it does with lightning speed, but 
here and there is found a merchant who 
has promoted the little black slave from 
errand-boy to salesman—and, the little 
cuss has made good in the larger capac- 
ity. But let’s drop the figurative language 
and get on with the story. 

Tuttle Bros. (Inc.), building materials 
dealers, Westfield and Cranford, N. J., 
use the telephone to help their outside 
salesmen sell modernizing materials. Dur- 
ing the past year sales in those lines have 
exceeded $15,000, and Manager George 
Force contends that the telephone has had 
a big share in producing this volume. 

The telephone directory is phone- 
canvassed from A to Z for the various 
towns in the territory, and card records 
are kept of all interviews. Live leads 
are turned over to outside salesmen for 
follow-up. In this way the management 
weeds out those who already have mod- 
ernized, renters, and others who have 
good reasons for not wanting to remodel 
just now, such as unemployment, sick- 
ness in the family etc. These pre-can- 
vasses by telephone save the three outside 
salesmen much time in finding live leads, 
and have increased the ratio of sales to 
calls more than two-fold. Mr. Force 
further stated that the telephone helps to 
maintain morale among salesmen. It is 
no easy job to punch doorbells all day 
seeking prospects for modernization and 
many salesmen became discouraged be- 
cause sales are so few and calls so many, 
on a straight, “cold turkey” canvass 
proposition. 

Mr. Force has found that telephone 
canvassing must be done systematically 
to assure maximum results. Card records 
of each call are essential, so that sales- 
men when following up the leads know 
what had previously been said over the 
phone. Each salesman is given an intro- 
duction card reading: “This will intro- 
duce our Mr. (here the name is typewrit- 
ten), who will talk to you about modern- 
izing your home, which we discussed over 


the telephone on (here the date is in- 
serted). This card gives the salesman 
a point of contact, which considerably re- 
duces sales resistance. 

Mr. Force’s experience with telephone 
canvassing enables him to give pointers 
which should prove valuable to other 





For feminine 


telephone-canvassing the 
"voice with a smile" is best 


building material dealers desirous of using 
aggressive methods to sell modernization 
materials. Some of these “experience- 
pointers” are: 

(1) The morning is the best time to 
find the lady of the house at home; in 
the afternoon, she is often out shopping, 
playing bridge or at the talkies. 

(2) However, a rainy day is a good 
day to phone-canvass all day. House- 
wives are likely to be found at home 
then. 

(3) It is best to omit calling between 
twelve and one, noon, because the house- 
wife probably is preparing lunch then, 
and does not like to be bothered. 

- (4) Make after-supper calls to catch 





the man and wife both at home. 

(5) If a prospect is too busy to talk, 
ring off and call again. 

(6) Use no sales pressure over the 
phone. 

The purpose of a telephone canvass is 
not to close sales but to get leads. Tact- 
ful questions asked a housewife will en- 
able the caller to find out if the roof needs 
replacement, if builders’ hardware is 
needed, if the floors are in poor condi- 
tion etc. 

Mr. Force finds that the majority of 
home owners are interested in modern- 
ization, and will discuss it over the tele- 
phone, even though some of them are not 
immediate prospects. The nationwide 
campaign and the community drives 
sponsored by the FHA have done much 
to bring modernization to people’s atten- 
tion, and many ask questions about it. 
For this reason the phone canvasser needs 
to be well versed in FHA rules and reg- 
ulations, an easy matter because of the 
wealth of printed and oral information 
readily available. 

If possible, use a girl with a pleasant 
voice for phone-canvassing. The femin- 
ine “voice with a smile” registers better 
than a man’s for this work, Mr. Force 
asserts. 

The telephone has an advantage over 
direct mail in that the former gets an im- 
mediate response, revealing the prospect’s 
attitude, one way or the other; whereas 
direct-mail efforts often are difficult to 
check as to results. 

Telephone canvassing also has a big ad- 
vantage over the personal door-to-door 
canvass, inasmuch as few housewives 
will refuse to answer the phone, while 
many will not answer the doorbell—if 
they have seen the canvasser approaching. 

This firm’s plan of combining telephone 
canvassing with “outside selling” makes 
contacts with prospects much easier and 
consequently increases sales. The three 
outside salesman do but little “cold 
turkey” canvassing, because the one 
phone canvasser is able to keep them well 
supplied with leads on prospective mod- 
ernization jobs. 
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Banks. Making Many Loans 


Lumber Companies Also Pushing for Business 


DaLLas, Tex., March 25.—W. 
H. Clark, Jr., Regional FHA Di- 
rector, supervising Texas, Okla- 
homa and New Mexico, with head- 
quarters in Dallas reports loans 
under Title One (through Feb. 27) 
as follows: Texas—3,059 loans to- 


taling $1,182,058; Oklahoma—820 
loans totaling $295,452; New 
Mexico—35 loans totaling $146,- 
340. 

The Mercantile National Bank, 
Dallas, with 285 loans totaling 
$93,465 (through March 13) is 


not only leading the field, but it is 
conducting an active campaign, 
both in the newspapers and on the 
billboards, soliciting additional 
modernization loans. President R. 
L. Thornton says: 


While we have been quite ac- 
tive in making these loans yet 
we have not secured nearly 
enough of them to satisfy us; nor 
do we believe that the total made 
to date even approaches the vol- 
ume we shall have within the 
next few months. Our minimum 


quota of these loans, set by our- 
selves, is approximately $300,000. 


We want at least $500,000 of 
them if we can get that amount 
in applications that meet our 
standards Then we can set up 
a department to handle this vol- 


ume, and after allocating our 


Republic National Bank & Trust 
Co., this city, says that his insti- 
tution has made 64 loans (through 
March 13) totaling $24,835. While 
this bank is anxious to make 
these loans it has not gone to any 


great length in advertising for 
them. 

H. Y. Scurlock, assistant vice 
president, First National Bank, 
here, in charge of the department 
handling modernization loans, 
states that his bank will accept 


all the good loans of this character 
offered them. It has made thirty- 
four loans (through March 13) 
totaling $15,065. 

R. C. King, assistant cashier, 
Oak Cliff Bank & Trust Co., 
states that his organization has 
made thirty-nine loans totaling 
$10,332 (through March 13) and 
is actively pushing this type of 
business. This being a State Bank 
it has to await authorization from 
the State department of banking 
before it can accept loans under 
Title Two. However, the depart- 
ment assures them that such au- 
thority will be forthcoming, as it 
is covered by a bill before the 
Legislature, now in_ session at 
Austin. 

All of the bankers called upon 
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. 24-HOUR SERVICE 
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One Dallas (Tex.) bank uses sixty billboards like this to invite applications 
for modernization loans 


costs know exactly what these 
loans are earning for us. 
Incidentally, we believe that 


the keynote of successful adver- 
tising of these loans to the home 
owner is emphasis on the ap- 
sence of red tape, and the speedy 
service given. 

Sixty billboards carrying the 
promise of 24-hour service in the 
handling of loan applications are 
now being used by the bank to 
advertise this service. The depart- 
ment is in charge of C. W. Belew, 
assistant vice president, and he ab- 
solutely “makes good” the 24-hour 
service promised on the billboards. 
When additional help is needed to 
maintain the schedule it is called 
in. 

H. V. Smith, assistant cashier, 


are awaiting some action that will 
afford a certain discount outlet be- 
fore they make any loans under 
Title Two. All are optimistic that 
such an outlet will soon be se- 
cured. 

The Dallas Bank & Trust Co. 
has made twenty-six loans, The 
National Bank of Commerce five, 
The Liberty State Bank three. 
Three smaller banks, two of which 
are suburban, are passing pros- 
pects for such loans on to the 
larger Dallas banks with which 
they are affiliated. Every bank in 
Dallas is making some effort to 
further this movement. In addi- 
tion, Sears, Roebuck & Co., Maca- 
tee (Inc.), Standard Sanitary 
Manufacturing Co. and the Clem 


Lumber Co. have individual ar- 
rangements to handle moderniza- 
tion loans. 


The First Bancredit Corporation, 
St. Paul, Minn., has just opened 
an office in Dallas, under manage- 
ment of E. R. Fitzpatrick, for the 
purpose of serving authorized 
dealers of manufacturing com- 
panies with whom they have con- 
tracts. Since opening here, this 
corporation has made a contract 
to finance modernization loans for 
the Foxworth-Galbraith Lumber 
Co., Amarillo, Tex., which oper- 
ates a chain of some 85 yards in 
Texas. Bancredit is not as yet 
accepting loans under Title Two, 
but it looks forward to having 
such an arrangement in effect 
soon, 

The Clem Lumber Co., of Dal- 
las, is making an outstanding suc- 
cess of modernization loans, stand- 
ing second in the number of loans 
made in Dallas and fourth in the 
State of Texas, its subsidiary 
finance company having made 64 
loans totaling $33,273.91. 

Immediately upon the passage 
of the National Housing Act in 
June, 1934, the Clem people con- 
tacted Washington to find out how 
the plan was to be put into effect. 
They were advised that it was 
too soon to give them any infor- 
mation, as the department had not 
yet been organized. Later they 
received advice that the law did 
not permit the granting of an in- 
surance contract to a lumber com- 
pany as mortgagee but suggested 
that they organize a finance com- 
pany to handle these loans. 


Accordingly the Clem Finance 
Co., first of its kind in the United 
States, was chartered, on Sept. 11, 
1934. Without any formality or 
red tape a contract of insurance 
was granted. As soon as it could 
get organized to handle the neces- 
sary details, advertising was start- 
ed, and salesmen were employed 
to call on the numerous prospects 
thus developed, and work the ap- 
plications through to a conclusion. 

The new finance company was 
put in charge of P. R. Ferrell, as- 
sistant to the president of the Clem 
Lumber Co., and a great deal of 
the success of the venture was due 


to his persistence in completing 
these sales. 
Like all other lumber com- 


panies, said Mr. Ferrell, we were 
flooded with a host of undesirable 
applications which we were com- 
pelled to reject. The average 
salesman is inclined to follow the 
line of least resistance, and we 
had to urge ours to devote their 
time and efforts to making sales 
to the people who were able to 
pay. We feel that we have just 
as strong a claim on the con- 
sumer’s dollar as any other type 
of merchant. 

After three months of trial and 
error, it has simmered down to 
where we are making bigger and 
better loans to a class of peeple 
who are able to pay seven or 
eight hundred dollars for im- 
provements, just as they are to 
buy a car. 
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R. L. THORNTON, 
Dallas Banker; 
Likes FHA 


Loans 











There have long existed facili- 


ties whereby a man has Been 
able to furnish his home and 
pay on comfortable terms. He 
even could partially improve it, 


through installation of electric 
refrigeration, but this is the first 
time that he has ever been able 
to fully remodel his home on a 
time-payment basis. And the fine 
thing about it is that this financ- 
ing is available at a time when 
the demand made by several 
years of starvation maintenance 
has left its mark upon the physi- 
cal properties. 

As a result of the method of 
handling the loans, they have ay- 
eraged $545, against a local aver- 
age of slightly more than $300. 
and a national average of $422. 

Max Lingo, of the Lingo Lun- 
ber Co., says that the moderniza- 
tion loan plan has meant some 
business for his company. It has 
been quite a stimulus because it 
has given a great deal of publicity 
to repair work. Connected with 
the Friendly Builders’ Hour radio 
program and the Housing display 
now being planned, he expects it 
to create considerable additional 
business. However, Mr. Lingo, 
who is a director in one of the 
largest banks in the city, says that 
the banks are not going to wax 
enthusiastic on these loans until 
facilities are provided for discount- 
ing them. 

Jake Richenstein, owner of 
Cowser & Co, (Inc.), one of the 
largest retail yards in the South- 
west, says that his company has 
handled a few modernization jobs 
on Title One loans.. He started 
out after this type of business, but 
found that it was too much trou- 
ble for the money involved, so he 
did not continue. As his business 
is largely devoted to selling indus- 
trial and commercial concerns and 
other lumber yards, it doesn’t fit 
into his operation. He has, how- 
ever, a number of jobs that he 
could get under way under Title 
Two. He also says that one thing 
that the NHA has done is to wake 
up some of the insurance compa- 
nies and building and loan associ- 
ations and caused them to revamp 
their plans so as to equal the gov- 
ernment terms. 
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|| Hitching R t 
Merchandisi 
Los ANGELES, CALir., March 25.—C. H. tacked little tags men- 
Chase, who some months ago promoted the tioning important his- 
Exposition at Westwood Village, the model torical events coincid- 
home village at the seat of the University of ing with the years those 
California in Los Angeles, said to an AMERI- rings were forming. 
cAN LUMBERMAN news correspondent : The records run back 
“Behind this exposition we have hung up the _ several centuries. 
magic word, ‘romance’; but it involves more _ Throughout the en- 
than that—salesmanship ! tire building, of eleven 
“For instance, several local lumber and build- rooms, framed _ cards 
ing supply firms have installed floors; firms that tell interesting features 
want results in the form of jobs and contracts. connected with various 
We want the visitor to remember these floors building materials. 
beyond all other floors he (or she) has ever “Back of all this,” 
seen, That is salesmanship. commented Mr. Chase, 
“A word on the romance of each floor makes “lies the very funda- 
forgetting impossible. There is the Argentine mental and practical 
pine floor. When a visitor expresses interest - merchandising idea of 
I tell the romantic story of how the Argentine reviving the dormant Showing supporting pillar, covered with bark of redwood tree, at entrance 
rancher, the world’s most considerate host, desire to own a home. f : : iat: : 
wants a floor that his guests need not be afraid “There is money ga- of Westwood Village Exposition 
of damaging; the more it is worn, scratched, lore in people’s hosiery 
racili- and spur-marked the plainer it tells of hospi- and in their safety deposit boxes. Thousands is redwood, this is pecky cypress—are you in- 
ae tality. own vacant residential lots. We must awaken _ terested?’ the visitors would go away and forget. 
. and “When a_ woman exclaims about the bird’s- this inbred desire to own homes. But under our plan the salesman following up 
He eye maple flooring I bring in the romance of “That is why our exposition is not merely a ‘lead’ finds the desire for a home already 
ve it, New England where that type of wood had its a series of booths, as one might see at a fair. instilled.” 
sctrie big inning. Likewise, the French wood and _ It is an eleven room home, where seventy-five Lumber and building material firms with 
YS Dee ek ee eon ee Se Se 
pomge q c pins sugges r rnia and a large number =xposition include the Mullen Lumber Co., Sun 
hs rn another bit of romance. ; home furnishers have placed the best that they Lumber Co., E. J. Stanton & Son, W. E. 
sane. “A portion of the walls in the room where have for the public to view. Cooper Lumber Co., E. K. Wood Lumber Co., 
oho I have my office is of pecky cypress boards, “If we merely said, “This is knotty pine, this and Holmes-Eureka Lumber Co. 
veral placed vertically. This wood is tinctured with 
lance the romance of the Deep South. The knotty 
hysi- pine “" — chapter connected with it; and N , 
so on throughout all the materials used. ove an Ss or Nn e 
op _ “Getting over into related merchandise there 
sa [_it fomance connected with belt when the | Hovstox, Tex, March, 25.—“Ambassaor ringing and dignity It to the status of de 
$300 door chimes. (or should we say ambassadress?) of goodwill” nite appointment. 
— Roof and roofing, too, have a fascinating back- jj, the unofficial title of Miss Dode Wil Miss Wilson goes into the home and ascer- 
oi. ground of romance.” agit - oS me Dees Waa, a tains from the housewife any repairs that 
Lom, A - ; ; : taché of the general staff of the Temple Lumber ay y repairs wa 
\ room is finished in redwood paneling. In (po. which from its headquarters in this cit are needed or additions that may have been 
rniza- front of the building, almost on the sidewalk, operates a system of pete. thirt ard But tentatively planned. She makes no prices, 
some is a cross slice of a redwood tree, showing all nothing so Sema a title i ied by Mis but siupty states that the company's sest- 
t has the rings, each representing a ar. Thi . cg g. lai as e 1S neede y 1SS dent manager will call later, if the house- 
- ring p g a year. is was Wilson in carrying on her job with the company : F 
ise it furnished by the Holmes-Eureka Lumber Co hi : wite to interested. She Cees, hewevel, on- 
icity d lsc tee, fen os : 4 +» —which grew out of the opportunity, as the plain all about the FHA monthly payment 
with . € center outward are Temple management viewed it, of creating plan. 
wade modernization business through the provisions In towns of 1,500 to 2,500 she spends about 
splay of the National Housing Act and the vast pub- a week, and proportionately longer in the 
“ts it licity that has been and is being given, con- larger towns. 
ional 7 ae a —— = —— Asked as to what support or co-operation the 
ingo, Ff Fedefal elle hdeieieelion and a Mi wh company gives its representative in these local 
f the - to-enereting tensile g ~ visiting campaigns, Mr. McFarland replied: 
= The AmericAN LuMBERMAN scented a good ,, We of course make good use of the bulle- 
° merchandising story in the special promotion nS ONE CERSY SEVERE MAtter Beene Nt 
until : & y pe Pp > by the FHA, and also keep Miss Wilson sup- 
ount- work being done by the Temple company’s fem- pjiead with folders etc. gotten out by our- 
! inine representative, and accordingly inter- selves. In passing, I might say that we 
of viewed I. B. McFarland, general manager of have not always found the information put 
£ the yards, who with characteristic courtesy sup- forth by field representatives of the FHA as 
oath. plied some very interesting details. reliable as could be wished; inasmuch as, for 
has We have had Miss Wilson on the road for instance, they have often given citizens the 
ae about five months now, going from yard to impression that all they needed to do to get 
jobs yard, and have-found her work very benefi- the cash for a repair job is to step into any 
arted cial to our local branches, said he. She is bank and ask for it. This of course is far 
, but not a salesman, although her work naturally from the facts. The truth is that out of the 
oy is of a sales-promotion character. Perhaps twenty-seven towns where we operate there 
Oo he to say that she is a handshaker and good- are only three or four in which the local 
iness will representative of the general office is banks would make any loans. We, therefore, 
idus- as good a designation as any. She knows | have had to make our own arrangements for 
and about all there is to know about Title One of the disposition of our paper, through the Na- 
t fit the National Housing Act. Before she visits tional Homes Finance Corporation of Chicago. 
how- any town we get a list of prospects from We think that Miss Wilson’s work has 
t he our representative there, and three or four been quite universally appreciated, and she 
Title days before her arrival letters go out, ad- has received many interesting—and some 


hing 











dressed to the housewives, stating that Miss 


Wilson, a special representative of the 


amusing—requests for advice, ranging from 
selection of paints and wallpaper to the best 


vake Temple Lumber Co., is coming to that town rearrangement of furniture already in the 
npa- for the purpose of explaining the details of home. 

s0ci- the FHA plan of home modernization, repair As to results from the plan, Mr. McFar- 
amp and improvement, and hopes to have the land concluded, we might say that where we 
gov- pleasure of calling upon the housewife ad- have good, live managers who are on their 









This is the cozy Argentine room at Westwood 
Village Exposition 


dressed, in her home. These advance letters 


take the visit out of the class of doorbell- 


toes for business all the time, they are capi- 
talizing on this system to a good extent. 
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A few of the hundred remodeling jobs executed during the past two years by the O, }, 
Paddock Lumber Co., Pana, Ill., with its headquarters in the attractive yard shown in No. 10. 


Nos. |, 4, 5, 8, 9, II, 12 and 15 are described in the accompanying text. 


In both Nos, | 


and 2 it is apparent how these modernized homes "stand out" like jewels in surroundings 
made drab by comparison; note the combined snap and coziness effected by the white. 


columned porch on No. 2. 


In No. 3, a room will be added to the store building on the 


corner, to bring it all flush with the sidewalk, and then it will be shingled; work now in 


progress. 


No. 6 is typical of the appearance of the larger homes before modernization, 


Work was in progress at the time picture No. 7 was taken, a job that will include installa. 
tion of a large double window where the wall is boarded up, new hardwood floors and other 
interior reconditioning, and stained shingle sidewalls 


100 Renovizing Jobs 


“Down in Pana, Ill., the O. H. Pad- 
dock Lumber Co. has modernized 
more than a hundred houses in the 
past two years.” 

This was the pleasant news that 
came, a short time ago, to the AMER- 
ICAN LUMBERMAN Offices from FHA 
headquarters in Washington and re- 
sulted in dispatching to the scene a 
staff member who had visited Pana 
late in 1932 and found business pain- 
fully sick, with the lumbermen just 
about ready to “go in and view the 
remains.” Small wonder that it was 
a cynical, doubting writer who sloshed 
into town through an extremely wet 
March rain. 

But the next morning the skies 
cleared beautifully and so did the sit- 
uation; for who could continue to be 
a cynic and a doubter in the company 
of an energetic, live-wire lumber 
dealer, who, every minute or so, was 
pointing out another house his organ- 
ization had remodeled? R. T. Pad- 
dock, president of the company, was 
happy about the results and made no 
secret of that fact. “You know,” he 
said, “you can’t be down in the mouth 
and up on your toes, both at the same 
time.” He was not driving, but dur- 
ing the tour of the town he was kept 
quite busy, directing attention to the 
various homes which stood as testi- 
mony to the Paddock organization’s 
merchandising ability and energy and 
building skill, and in recounting brief 
histories of several of the jobs. 

There was the big house [see illus- 
tration No. 4] in the fine neighbor- 
hood; it was dilapidated and unrent- 
able, a detriment to the neighborhood 
and a liability to the owner until he 
took Mr. Paddock’s advice, spent 
around $600 or $700 on it to put it in 
good condition—and it has been 
bringing in a good rental ever since. 
Up in the next block was another big 
house, equally unrentable, owned by 
a grocery chain; another bit of sug- 
gestion from the lumber company, and 
another job of modernizing—and no 
sooner had the work started than the 
house was rented. 

Over on the “north side’—worst 
part of town—across the street from 








one of Pana’s largest coal mines, was 
a neat little brown home [No. 1] that 
once was just another miner’s shack, 
about like the other shacks in the 
neighborhood. But the owner found 
out that the cost of shingled sidewalls 
and hardwood floors and a few other 
improvements was not too much for 
the family income, and the job was 
done. 

The postmaster up and got married, 
and Mr. Paddock went to him with a 
suggestion: “She’s a sweet girl, and 
now why don’t you get a nice home 
for her? Now take that place on the 
corner of Blink and Blank streets— 
it looks old and shopworn, but it’s 
well built, and .. .” What else he said 
doesn’t matter, for the postmaster 
bought the house and lots for $1,200, 
spent $1,000 to fix up the property, 
and perhaps a little more for other im- 
provements in its equipment—and for 
less than $2,500 had a beautiful home 
[No. 9]. “She comes in to thank us 
for it almost every day,” Mr. Paddock 
said with a pleased smile, “and that 
is one of the nice things about this 
kind of work—wherever we've done 
one of these modernizing jobs, we’ve 
made a friend.” 

After showing the postmaster’s 
home Mr. Paddock directed his vis- 
itor to another house, the home of a 
widow who lives in the rear of the 
structure and rents the front rooms to 
school teachers. For less than $400 
she was enabled to add two bedrooms 
to her home by the expedient of two 
square dormers and to have hardwood 
floors, an enclosed porch, and shingled 
sidewalls, together with the necessary 
paint, and a few new windows. 

One little home [No. 8] was even 
then in process of modernization to 
cost around $700 or 800, including 
the addition of a new room and porch, 
shingled sidewalls, and the interior all 
“fixed up new” including hardwood 
floors, and as Mr. Paddock was tell- 
ing about it he glanced across the 
street and saw another job [No. 15] 
which at the moment he had forgotten 
but for which he is supplying ma- 
terials; the latter also is costing about 
$700 or $800, with a new sun porch 
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ln Two Years in Town of 5,500 When Lumber 
Dealer Gets His Organization Busy on Sales 


at the rear and a new roof over all. 

On another home [No. 5] the wid- 
owed owner had spent $1,000 to move 
the front porch to the side, build a 
sun parlor in front, shingle the side- 
walls, and make other improvements; 
she was more than delighted with the 
results, and on this tour of Pana the 
jumberman showed seven other mod- 
ernizing jobs that have been a direct 
result of this one. [Pictures of these 
seven will appear in a future issue of 
the AMERICAN LUMBERMAN—EDITOR. | 

Mr. Paddock’s next door neighbor 
had a brick house that looked, and 
was, old fashioned and inconvenient, 
and he didn’t know what to do about 
it. But the lumberman made a sug- 
gestion, it was adopted, and a beauti- 
ful shingled home [No. 11] was the 
result, at a cost (including the garage) 
of about $2,500. Horizontal 2x8s were 
bolted flat (with bolts extending en- 
tirely through the brick wall) at the 
bottom, the second story and the top, 
and the studding, also flat, toenailed 
into these 2x8s; sheathing was nailed 
over these, and then shingles in the 
usual way. 

Space limitations do not permit de- 
scription of all the jobs, for there is 
a surprising variety—grocery stores 
remodeled and enlarged, a filling sta- 
tion beautified, scores of homes made 
more livable. This lumber and ma- 
terials sales organization is undis- 
mayed by even the worst neighbor- 
hood, or the most dejected-appearing 
house. Maybe a location across the 
street from a coal mine is not a desir- 
able place to bring up a family of 
children—but if a man has to live 
there, and has to bring up his family 
there, and knows it, why not have the 
home as comfortable and as “homey” 
as possible? Besides, as one proof 
that beauty can continue to exist near 
coal mines, Pana, home of bituminous 
coal, is also one of America’s greatest 
centers of rose production; another 
proof is the beautiful garden at the 
rear of the home of one of Mr. Pad- 
dock’s customers; and another proof 
is the home itself, remodeled and 
modernized by this lumber company. 
One of its features, an enclosed front 


porch with wide shelf built in at win- 
dow-sill height all around, was so at- 
tractive that in a larger house on the 
other side of town [No. 12] this same 
type of porch was used, to the great 
delight of the owner. 

“Just common people” can have 
comfortable, attractive homes in this 
age of modernization, Mr. Paddock 
believes, and by these many demon- 
strations he proves his point. “But,” 
came the inevitable question, “how did 
you do it? What scheme—what sys- 
tem? How did you get the customers, 
and where did they get the money?” 
Then came a characteristic R. T. Pad- 
dock answer: “We had to do it. These 
jobs kept us from going under—from 
closing our doors and keeping them 
closed.” He continued: 

We were like the man seen digging 
in the side of a hill. “What’re you dig- 
ging for?” someone asked, and he an- 
swered, “Groundhog.” “How do you 
know there’s a groundhog in there?” 
This time he answered, “There’s got to 


be a groundhog in here—the family’s 
out of meat!” 


Real incentive, that, and the Pad- 
dock organization responded with 
hard work—evenings, sometimes, and 
maybe Sundays and holidays. A truck 
driver was not just a driver; he was 
also a salesman, or at least a scout for 
someone who could do the selling 
job. The same with stenographers 
and yard men. “We have several dif- 
ferent social groups represented in 
our organization,” Mr. Paddock said, 
“and each in his own lodges, and 
among his own friends, keeps his 
eyes and ears open. That’s how we 
get many customers, and often these 
customers bring us other customers. 
Most of the credit for this business 
really doesn’t belong with me, but 
with our local manager here, R. H. 
Seiler; he’s been here thirteen years 
and he’s a go-getter. And our auditor, 
Miss Frieda Friebe, has been here 
twelve years; she has made it her 
business to learn the business, and is 
as good a salesman as we have. Then 
there’s C. E. Porter, our yard fore- 
man, who was just in the office here 

(Continued on page 51) 


RR 


Nos. 8 and 15 are two Paddock jobs across the street from each other; note the wooden 
gutters (lined with asphalt roofing or copper) made necessary by the sulphurous air of 
this coal mining community. No. 13 is a 5-room cottage remodeled at a cost of $1,000, 
which included moving of partitions to rearrange rooms, new hardwood floors, eight or 
ten new windows, insulation, addition of attached garage at rear, shingled sidewalls, and 


Painting and beautification of porch. 


In No. 14 is evidence that the Paddock company 


does not confine its operations to homes and stores, for the garage in the center also was 

shingled to match the house, and other improvements were made about the place. In No. 9 

(left, at top of page) is shown the postmaster's house which, including the lot and the 

complete modernization, cost him less than $2,500. No. 10 is the Paddock yard, with 
smokestacks of a large coal mine in the background 
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How to Sell Better Housing| [ 


Applied salesmanship—technical knowledge and ability plus hard 
work—on the part of the construction industry itself is now recognized 
as the one key that can unlock the door to the long-restrained demand 
for repair and modernization of old homes and building of new homes, 
and give the financing made possible by the National Housing Act a 
chance to put men and money back to work supplying this accumulation 


of needs. 


Because applied salesmanship is so necessary to this program of bring- 
ing work, profits and home comforts back into the realm of human 
knowledge the Federal Housing Administration last week held sales 
conferences for the construction industry in the thirty-three most impor- 
tant cities of the East, the Middle West and the South, reviewing the 
manner in which the Act operates and giving practical instruction in the 
way to go about selling home modernization under 1935 conditions. This 
selling instruction, by the way, was not mere oratory about pretty theories, 


The Chicago conference was arranged by 
L. R. Putman, associate FHA director for 
northern Illinois, who presided at the Monday 
evening session and sounded the keynote—“Peo- 
ple buy what they want, not what they need.” 
The Tuesday meeting was opened by Oscar 
W. Rosenthal, prominent Chicago builder, who 
praised the FHA officials for their sincere ef- 
forts, and asked that the construction industry 
“either command them or follow them.” He 
then introduced Carroll H. Sudler, FHA di- 
rector for northern Illinois, who presided. 

B. J. Mullaney, Chicago Gas Light & Coke 
Co. executive, called the Wednesday evening 
meeting to order and made one suggestion to 
the industry—that various dealers and artisans, 
such as a lumberman, a carpenter, painter, 
plumber etc., should organize as a group to 
hire some good salesman to go house to house 
and sell anything in the modernization line he 
could, arranging the financing, and turning the 
work over to the interested parties supporting 
him. Mr. Mullaney introduced Charles E. 
Hamilton, of Springfield, FHA director for 
southern Illinois, as permanent chairman of 
the meeting. 


How Sales Have Been Made 


D. R. Collins, of the FHA, industries divi- 
sion, Washington, D. C., brought with him 
a Visomatic machine which on Monday gave 
the builders the national view of the market for 
home renovization; after adding his personal 
urgent appeal to the builders to get busy on 
selling Mr. Collins recounted, at this and the 
next two evenings’ sessions, several incidents 
of some who actually have done it: 

The reason why I bought my last car was 
that the salesman asked how much gas my 
old car used, then said, ‘Too much!” He 
asked me about easy riding, and when I said 
it rode easy enough he made me ride in the 
new one and see how much more comfortable 
it was. He talked about the expense it would 
begin to be on upkeep, and he sold me the 
car. Do the same with selling home modern- 
ization—ask the prospect how much fuel he 
is using, and tell him “Too much! Look what 
insulation would do for you.” Ask him about 
the comfort of his house, and about the up- 
keep of it, and you'll sell him on a moderniz- 
ing job. This is not a flag-waving job; this 
is a selling job. 

One architect went around to some homes 
that looked like they needed modernizing and 
he took some pictures; then, for those that 
he knew the owners were able to pay for 
work, he made sketches of what he could do 
with those houses, and he has got himself 22 
jobs since October. 

An electrical contractor wanted to do some 
selling and he knew the first big problem 
was to get his foot inside the door. So he 
took the cheapest thing in his stock, a little 
tumbler switch, and went calling on pros- 
pects, one of whom was a friend of mine. 
He asked the woman if she still had those 
old-fashioned push-button switches in the 
house, and when she said “Yes” he asked 
her, “Did you realize I could put one of these 





but the “real goods” from men who knew how to do it because they haq 
done it; in fact the result was that through the medium of FHA hundreds 
of small operators obtained an advantage they never would have other. 
wise—the help and guidance of go-getter sales executives. 

On the supposition that the Chicago conferences, held March 18-29 
in the Palmer House, were in general similar to those in the thirty-two 


other key cities, the AMERICAN LUMBERMAN presents this report of the 


” 


so-called “class A 


modern switches in for only $4?” She was 
interested and let him go through the house 
to see how many switches there were; he 
sold her $60 worth of new fixtures while he 
was in there. a 

Another man, a cement contractor, didn’t 
have to ring doorbells. He hired some young 
fellows just out of high school, and told them 
just what to do; they would come to a house 
that needed sidewalk repairs and would start 
measuring for a new sidewalk. “By the time 
they were done the owner or his wife would 
be out on the front porch to meet them, all 
curious to know what they were about, and 
these young fellows with their estimate cards 
would tell them what the new walk would 
cost; there would be other jobs around the 
house, too, and these prospects keep the con- 
tractor busy.” 

Be sure to wear these FHA buttons on your 
lapel, for the advertising it gives housing. 
There has been organized in New York an 
advertising agency that specializes in whis- 
pering campaigns. One Detroit store hired 
girls to ride up and down in office building 
elevators and others to stand on street cor- 
ners, all with the same story; a boy friend 
had inside information that this lot of dresses 
on sale the next day was an unusual bar- 
gain; one girl was hired to tell this story 
and another to listen and be thrilled, while 
all the other girls in the elevator overheard 
the conversation. The next day they had to 
call out police reserves to control the crowd 
at that store when the sale started. 


Get Busy—Ask "em to Buy 


Russell G. Creviston, of Chicago, sales pro- 
motion manager Crane Co., urged the indus- 
try to forget politics and trade jealousies and 
get solidly behind this program for what there 
is in it for everybody; to not hesitate to ask 
for business of this kind because “our product 
(better homes) is synonymous with good liv- 
ing”; to take as a goal “good housing for all 
those who can pay, and for as many of those 
who can’t pay as possible’; and to strive to 
rebuild America in accordance with modern 
needs, habits, and standards. Concerning ef- 
forts of Government officials and social-uplift 
workers to improve the housing and standard 
of living of those in the lowest income brackets, 
Mr. Creviston urged the practical builders to 
take an interest in this and warned them not 
to be content with merely criticizing these ef- 
forts “or this building business will go to 
those without our experience.” 

Housing must be put in reach of the masses, 
not by Government but by commercial means, 
as Ford, Chrysler, and General Motors have 
done for the automobile industry; this will 
require research and experimentation, which 
“have been the life blood of the auto indus- 
try.” In most buyers’ minds, better housing 
is in the “remote desire” group—they want it, 
but not as much as they have been made to 
want radios, autos and other commodities; 


only advertising and salesmanship can change 
this. 

You must contact the home owner, and you 
must show a willingness to deliver him a 
complete job of whatever improvement in 


Chicago meeting as representative of them all. Space limitations require 
that it must be brief; and it is suggested that lumber dealers willing to 
actually work for business “follow through” by obtaining copies of the 
new FHA sales manual “Selling Better Housing,” which was roundly 
praised by sales executives at the Chicago conference, and by attending 
one of the more than nine hundred FHA sales conferences to be held in 


cities (those 10,000 population or over) as soon as 
arrangements can be completed. 


housing he wants to buy; you may not do all 
the work, but you must be willing to make 
all the arrangements. 

Ordinarily I would not recommend house- 
to-house selling of our product, for the 
amount of money involved is comparatively 
large and the decision to buy usually takes 
such a long time in arriving; but now it is 
most productive, because of the FHA pub- 
licity campaign and the intensive work of 
others along this line. The preliminary work 
is already done—people are already thinking 
about home modernization. 

The lumber dealer should not wait for his 
association or his manufacturer to put ona 
campaign for him; he should put on his own 
show, his own campaign, using the sales aids 
at hand. 

One of the greatest aids to selling better 
housing is a portfolio of before-and-after 
pictures, the building industry’s equivalent 
of the salesman’s sample case. 

Remove the mystery of better housing by 
showing definite prices; many people do not 
realize what low prices and favorable credit 
terms they can obtain now. 

Modernization business is not something to 
get fat on, but it is something with which 
we can keep from starving to death. It isa 
good thing for our customers, for it preserves 
the value of all forms of wealth. 


Howard A. Otte, FHA manager of financial 
relations, called the names of numerous bankers 
and building and loan executives who had been 
in attendance at the daytime meeting, and 
some of them responded again to the roll-call in 
the evening. One of these, Bartholomew 
O’Toole, president of the Pullman Trust & 
Savings Bank, in commenting on his readiness 
to lend money under Title I said: “We have 
idle money that we are anxious to lend in 
such an advantageous manner. When one man 
repairs and modernizes his home it is an im- 
provement to the whole neighborhood as well, 
and to our other risks there. Furthermore, 
when one or two homes in a neighborhood are 
modernized, other home owners follow this 
lead and more men are put to work.” 


At Least One Call a Day 


_ A. A. Uhalt, of Cleveland, Ohio, merchandis- 
ing counsel General Electric Co. particularly 
counseled the dealers and contractors to know 
their products and then to go ring doorbells 
and tell people about their products and ask 
them to buy. Some of his advice: 

Call on at least one person a day, and ask 
him to buy. Ask him about his roof, or his 
windows, or insulation, or whatever product 
you have, and tell him about what you sell, 
and always have some printed literature with 
you describing one or more of your products. 

If you sell a prospect only on his barest 
needs, the only argument you have is price. 
A Vincennes, Ind., merchant by good sales- 
manship converted what would have been 
only a $2.40 sale into a $38 paint job the 
other day, simply by making the customer 
want something more than just the imme- 
diate need. She came in to buy a gallon of 
paint; he asked her what she wanted it for 





and she § 
“and all I 
so bring 
he showe 
Martha, 1 
green! 
a finger ¢ 
said. “Oh, 
a sun par 
be depres: 
and cheer 
and not 
glossy. 
sun parlo 
for trim 
place wit 
He did, a 
paint as 
a brush; 
environm 
don’t exP 
competiti 
Don’t t 
of the 4 
mighty fi 
can expe 
and a Co! 
the men 
just com 
with son 
ing bette 
better y« 
well as 
If you 
talk to 
those w 
means y 
you hav: 
up their 
ring, as 
while. 
somethi 


At lea 
organiz:z 
yourself 
handle. 
have ch 
few yea 
men, or 
in their 
you wil 
suppliec 
what y«¢ 
your cu 
will ha 
out and 
bell an: 
will she 
busines 

Wher 
trying 
£0 abo 
her to 
divided 
about | 
to sell 
undivid 
house, 

Mr. | 
dividua 
to sell 
advice 

Ther 
tion, a 
insulat 
it and 
on you 
The fir 
your p 
of you 
body | 
let it 
him is 

Set ric 
a pie 

Then, 

tell h 

insula 

throug 

and a 

chanic 

job ju 
on thi 











1935 


A 


y had 
dreds 
other- 


18-20 
y-two 
of the 
quire 
ing to 
Mf the 
undly 
nding 
eld in 
ON as 


do all 
make 


\ouse- 
r =the 
tively 
takes 
it is 
pub- 
rk of 
work 
nking 


or his 

ona 
3 Own 
S aids 


better 
-after 
valent 


ng by 
lo not 
credit 


ing to 
which 
tisa 
serves 


ancial 
ankers 
1 been 
, and 
call in 
lomew 
ust & 
diness 
> have 
nd in 
e man 
in im- 
; well, 
rmore, 
od are 
y this 


andis- 
‘ularly 

know 
orbells 
id ask 


d ask 
or his 
“oduct 
u sell, 
> with 
ducts. 
barest 
price. 
sales- 
been 
b the 
tomer 
imme- 
ion of 
it for 








March 30, 1935 


and she said it was to paint her sun parlor 
“and all I want is just a can of green paint 
so bring it out.” He was a real salesman; 
ne showed her a color chart, and— “But 
Martha, look at all these different shades of 
green! What shade do you want?” She put 
a finger on one sample and “This one,” she 
said. “Oh, no, Martha, not that one. Not for 
a sun parlor. That would be too dull; it would 
be depressing, and you want something bright 
and cheery for your children and your guests; 
and not this one here, either, that’s too 
glossy. Here’s the one you need for that 
sun parlor, and you'll want a different shade 
for trimming. Let me go out and look at the 
place with you, so we'll be sure it’s right.” 
He did, and he made a sale. He did not sell 
paint as just a liquid that you put on with 
a brush; he sold environment—bright, cheery 
environment. If paint is only a liquid to you, 
don’t expect to get anything but the lowest 
competitive price for it. 

Don’t be afraid to ring doorbells, for back 
of the doorbells of America are a lot of 
mighty fine folks; back of every doorbell you 
can expect to find a friend, an adventure, 
and a complete education. You will find that 
the men and women back of doorbells are 
just common folks like yourself, dissatisfied 
with some of the things they have and want- 
ing better; if you can help them to something 
better you will be doing a favor to them as 
well as yourself. 

If you want people to come to the door and 
talk to you, don’t give the doorbell one of 
those weak rings, just a quick push, that 
means you don’t know too much about what 
you have, and that you apologize for taking 
up their time. Give the bell a good healthy 
ring, as if you feel you have something worth 
while. You can’t do that unless you do have 
something worth while and know it. 


Retrain Your Organization 

At least one night a week get your whole 
organization together and give them and 
yourself new training on the products you 
handle. Materials in the building business 
have changed at least 70 percent in the last 
few years. Have your manufacturers’ sales- 
men, or jobbers’ salesmen, conduct a school 
in their lines that you carry, and in this way 
you will keep yourself and your organization 
supplied with uptodate information about 
what you are selling and what it will do for 
your customers. Because you know this, you 
will have confidence in yourself and can go 


out and get business. When you ring a door-, 


bell and a prospect comes to the door, you 
will show right away whether you know your 
business or not. 

When you are talking to a prospect and 
trying to sell him, consider how you would 
g0 about it to court a girl. You would take 
her to some secluded place to get her un- 
divided attention, and you would talk to her 
about her, not about you. And if you come 
to sell me housing, find some way to get my 
undivided attention, and then talk about my 
house, not about your business. 


Mr. Uhalt offered to discuss somebody’s in- 
dividual problem, and one man asked him how 
to sell some particular kind of insulation. His 
advice was: 

_There are many different types of insula- 
tion, and if your prospect knows he wants 
Insulation that means he feels the need Tor 
it and you don’t have to sell him on that but 
on your kind of insulation and your service. 
The first thing he will want to know will be 
your price, and then he will want to get rid 
of you as soon as he can so he can ask some- 
body else about his price; and if you just 
let it go at that the only way you can sell 
him is by quoting the lowest price. Let him 
get rid of you in a hurry, but you leave him 
4 piece of literature about your product. 
Then, the next day, call on him again and 
tell him all about your particular type of 
Insulation—you will have to know all it, 
through training and re-training, to do that— 
and about yourself and that wonderful me- 
chanic you have, who insists on doing every 
job just right. “I could give you a lower bid 
on this job, but I won’t sacrifice the quality 
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just to get this business. Look at these other 
buyers (naming names)—I get my customers 
and keep them by selling good materials and 
by having good mechanics to apply them.” 
Talk about the mechanic and his family, and 
about you and your kids, and about the cus- 
tomer’s family. Get personal. People don’t 
do things on reason or logic, but by emo- 
tional appeal. Make the customer want what 
you have. 


Another man asked, “How can I keep from 
getting discouraged when people slam doors in 
my face?” and again Mr. Uhalt strongly urged 
him to really know his products, which would 
beget self-confidence; and to study candidly his 
sales attitude. 

When you talk to these people is it in a 
selfish mood, looking only to the profits you 
expect from the sale? If so, then stop and 





HIGHLIGHTS OF FHA 
SALES CONFERENCE 


Re-train yourself and your organization— 
bring up to date your knowledge of 
building materials and methods. 


Study FHA until you know all about how 
home owners may qualify and how neces- 
sary papers should be made up. 


lf your town has had a community cam- 
paign, or if you have put on a canvass 
or survey of your own, follow up the 
pledges and prospects immediately— 
don't let them get "chilled off." 


Initiative must be with the construction in- 
dustry if sales are to result from FHA 
publicity. Go out and sell. Push at least 
one doorbell a day. 


People buy what they want, not just what 
they need. It is up to construction indus- 
try to make them want better housing. 


Don't overlook merchants, and owners of 
commercial buildings, as prospects for 
modernization work. 


Don't send a prospective customer to the 
bank alone to negotiate his loan—always 
go with him, if you think he qualifies; if 
you don't think so, try to discourage him 
from applying. 

ANALYZE your products and your prospec- 
tive customers. 


ORGANIZE yourself and 
selling. 


employees for 


SUPERVISE your selling campaign and all 
FHA loans that ‘affect your business. 


Above All: GET BUSY! ASK 'EM TO 
BUY! 





get hold of yourself, and come back again 
another day, in a different mood of being 
helpful to the people you visit, helping them 
to own a better home. If you’re sincere in 
that, people will know it, and although you 
may not make a sale at every house, or even 
at half or at seven out of ten, you will get 
some business. And if you can have doors 
slammed in your face and not be discouraged 
it simply means that you’re a man, not a 
mouse, if you know what you're about. 


Always Accompany Prospects to Bank 


“One of the finest and cleanest things that 
have come out of Washington” the National 
Housing Act was characterized by Homer J. 
Buckley, chairman of the Chicago Community 
Campaign Committee, who reviewed the prog- 
ress of the campaign and urged stronger ac- 
tivity by the builders, for their own business 





Practical Pointers From Practical Sales Experts 


Given Chicago's Builders at FHA Conference 


interests. He especially stressed the impor- 
tance of the dealer or contractor always ac- 
companying the prospect to the bank when 
the loan is sought, and of carefully “qualifying” 
the prospect in advance of such visit, so that 
if the man’s credit is not good enough for the 
loan the dealer can tell him instead of letting 
him undergo the embarrassment of being 
turned down by the bank. “I don’t know of 
anything more distressing than for a home 
owner to go into a bank thinking he is eligible 
for one of these loans and then to find out 
he’s not,” Mr. Buckley said, adding that this 
sort of thing tends to spread a belief that FHA 
is a “racket.” He also urged his listeners to 
make their customers understand that FHA is 
not just another “scheme,” and that it is not 
a plan by which they can “borrow from the 
Government.” 

At this point Mr. Sudler interposed a few 
comments of his own, telling what other com- 
munities have done, as an incentive to Chicago- 
ans to go out more intensively after business, 
and to have no worry about whether banks 
will extend modernization credit. He said: 

Eight or ten country banks have been writ- 
ing in to our office, announcing that they had 
money for modernization credit but that 
there was not much chance for it in their 
communities, and asking us to put them in 
touch with Chicago banks which would sell 
them about $50,000 or so, of the notes; but 
thus far no Chicago banks have been willing 
to let go of the notes they’ve taken under 
FHA. 


Praise for FHA Sales Manual 


N. A. Aimer, of Chicago, Flintkote sales 
manager for the western district, when asked 
to speak on “Increased Efficiency at Point of 
Sale” recommended as instruction in this line a 
careful reading of the FHA sales manual “Sell- 
ing Better Housing,” saying it contained most 
of what a sales manager could tell. [In a sub- 
sequent conversation with an AMERICAN LuM- 
BERMAN representative Mr. Aimer said: ‘We 
are sending a copy of this book to each of our 
salesmen, with instructions to read and re-read 
it until he knows what’s in it, and we’re sending 
him extra copies so he can give one to each 
dealer he calls on. He is to show it to the 
dealer, and if there is any interest, to sit down 
and go over it page by page, pointing out what 
the salesman himself found in it. Then, if the 
dealer will do it, the plan is to buy a box of 
cigars or something and call in all the dealer’s 
contractor friends, and tell them about the book, 
too.” This is a recommendation more potent 
than any mere book review could be.—En1ror.] 
Other statements made by Mr. Aimer included: 

Success under FHA financing is tied up in 
three things—work, knowledge of your prod- 
uct and how and why it is used, and sales- 
manship. Work is most important, and 
manufacturers are willing to help those 
dealers who are really trying. 

The first point in salesmanship is arousing 
interest in your product, which is home mod- 
ernization, and for you this is already taken 
care of by the FHA campaign—people already 
have been made “home-building-and-repair 
conscious” which means a large part of your 
job is done if you get busy on the rest right 
away. 

A Real Salesman in Town 

A canvass for prospects is not enough. You 
must follow it up immediately for sales, or 
the canvass will do you no good. One man, 
who was trying to sell adding machines, had 
a marvelously comprehensive index of all the 
firms in town that needed adding machines, 
but he wasn’t making very many sales. His 
successor paid no attention to this index but 
went out and dug up his own prospects and 
followed them up immediately, and he made 
a wonderful sales record. 

Last January in a certain city not far from 


(Continued on Page 49) 





"Talls World . About Modernizing 


Burrato, N. Y., March 25.—A few days in 
advance of the Buffalo Better Homes Exposi- 
tion, held in the 106th Regiment armory from 
March 11 to 16, the “Little White House on 
the Square,” as it is known, was opened to 
public inspection, for a period of six weeks. 

Crowds flocked to the remodeled dwelling on 
the opening day, the number of visitors being 
4,100. On the second day the number of visi- 
tors was 3,600, being at the rate of 720 an 
hour. On subsequent days the crowds in- 
creased still further, indicating great interest in 
this excellent example of home improvement, 
and in the general subject of remodeling. 

On the first day of inspection appropriate 
ceremonies occurred, led by Mayor George J. 
Zimmermann, who turned a gold key in the 
lock and opened the front door, enabling a 
crowd of about 500 persons to view the in- 
terior. The mayor said that for many years 
3uffalo has been known as a city of homes 
and that its citizens are proud of the fact. 

Other speakers at the opening were Arthur 
J. Block, chairman of the Buffalo Better Hous- 
ing committee; Duane Lyman, architect, and 
chairman of the group that directed the mod- 
ernization process; Henry A. Guthrie, director 


th 





As a feature of the Buffalo (N. Y.) Better Housing campaign, the dilapidated old house shown at left was removed from its original setting to a conspicuous 
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of exhibits of the Federal Housing Administra- 
tion; Raymond E. Winfield, Buffalo district 
FHA director; Margaret George, Albright Art 
Gallery, and Adrian W. Smith, president Buf- 
falo Real Estate Board. 

The exterior of the house and the roof are 
covered with stained shingles. The roof is red, 
the sides of the house gray and the front and 
rear white. Solid blinds of green adorn the 
windows. Evergreen shrubbery gives an at- 
tractive setting. 

The house has sevenrooms. On the ground 
floor are a living room, dinette, utility room and 
kitchen, beautifully furnished and with modern 
electrical conveniences. A gay color scheme 
has been used, “to make each room smile,” as it 
was explained. The living room has a scenic 
design on cream-colored wallpaper. The bay 
windows, cream wood-paneled fireplace and 
staircase are features of the room. The lower 
walls of the kitchen are of green tile with yel- 
low linoleum block. The wallpaper is of mar- 
ket garden pattern. 


On the second floor are a master bed room, 
guest room, nursery and bathroom. 

The shingles were provided by the Weather. 
best Stained Shingle Co. and the Creo-Dipt Co., 
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of North Tonawanda. Buffalo concerns fy. 
nishing material include: 

Main entrance—L. N. Whissel Lumber (¢ 

Stairway, utility room wall material, din. 
ing alcove floor and kitchen wainscot—wi). 
liam Henrich’s Sons Co. 

Mantel—E. M. Hager & Sons Co, 

Exterior woodwork—Christian Flier] (po, 
Montgomery-Mallue (Inc.), William Ney. 
becker Lumber Co., Hurd Bros., Bison Lum. 
ber Co., Blanchard Lumber & Mill Co. ang 
J. M. Jakiel Lumber Co. 

Dining alcove woodwork—John 
Sons Co. 

Ironing board—Creo-Dipt Co. 

First floor window sash—Whitmer-Jackson 
Co. 

Second floor window sash—T. Sullivan ¢ 
Co. 

Rough lumber — Huber-Lanctot Houge- 
wrecking Corp., Zimmermann (Inc.), Lexing. 
ton Lumber Co. and Black Rock Lumber (Co, 

Wood floors on second floor—Lamkin & 
Birtch Floor Co. and George A. Norton Floor 
Co. 

The Buffalo Better Housing Committee, of 
which Harry E. Burber, is executive secretary, 
is enthusiastic over the public response to this 
example of home remodeling and feels that the 
lumber trade will be much benefited as a result, 


Feist & 


site in Niagara Square, where it underwent the modernizing process, with pleasing results shown at right 





Architects Name Minimum Charges 

SPOKANE, WASH., March 25.—In the interest 
of co-ordinating the various activities incident 
to the Federal housing projects covering new 
houses, the Spokane Society of Architects has 
announced a minimum schedule of charges based 
on the total cost of construction. The schedule 
calls for 7 percent for complete architectural 
services, and a charge of 1 per cent of the 
estimated cost for the preliminary stages of 
planning together with supervision of construc- 
tion and the general administration of the busi- 
ness details. In connection with the alteration 
of existing buildings, or with houses involving 
special or unusual features requiring extra serv- 
ices, a higher charge will be agreed upon. 





To Stage Modernization Fair 


Denver, Coro., March 25.—Lumber mer- 
chants of this city, through their organization, 
the Denver Retail Lumber Dealers’ Associa- 
tion, are making ready to take an active part in 
the Modernization Fair to be held at Fifth 


avenue and Lincoln street, April 20 to May 5. 
On this site there will spring up a veritable 
“Magic House,” demonstrating some of the 
wonders of modern science, with other struc- 


tures to be erected under auspices of the local 
lumbermen, the Colorado Construction League 
and others. 


The entire Rainbow Exposition Hall, as well 
as adjoining ground witl be utilized for the 
fair. There will be exhibits of construction 
methods and merchandising materials. The 
Federal Housing Administration and the Junior 
Chamber of Commerce are sponsoring the fair. 





Texas Banks Await Formation of 
National Mortgage Associations 


Corpus Curisti, Tex., March 25.—According 
to L. D. Garrison, president L. D. Garrison 
Lumber Co., this city, and president of the 
Lumbermen’s Association of Texas, results with 
reference to repairs, remodeling and building 
under the provisions of the National Housing 
Act have been rather disappointing in this im- 
mediate territory. Not more than 25 or 30 
loans have been made by the banks, largely 
because of the fact that so many of the ap- 
plicants were unable to qualify as good credit 
risks. Bankers here feel that before much can 
be accomplished under the Housing Act it will 
be necessary for National mortgage associa- 





tions to be organized and prepared to handle 
the mortgages taken by the banks. 

It is believed that conditions will be adjusted 
soon so that much of the potential repair and 
remodeling businegs in this section can be taken 
care of. 





Unite in Big Housing Drive 

Boston, Mass., March 26.—More than 1500 
persons interested in construction and in the 
distribution of building materials assembled in 
the main ballroom of the Statler last evening 
at invitation of John F. Malley, Massachu- 
setts director of the Federal Housing Admin- 
istration in a drive to stimulate interest in home 
building and remodeling. James E. Gibbons, 
associate FHA director, was chairman. 

Speakers included Arthur A. Hood, of the 
housing division of the Johns-Manville Cor- 
poration; Eugene C. Reed, State FHA diret- 
tor for New Hampshire; Charles A. Birming- 
ham, New England regional director, and Wil- 
liam J. Fortune, a vice president of the Na 
tional Shawmut Bank of Boston. The latter 
declared that the banks of New England not 
only are accepting loans under the National 
Housing Act, but are actively soliciting such 
loans. 
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Compact and 
Efficient 


Yard Layout 


A feature of the Giles Lumber Co. plant 
(William Giles, proprietor) Inglewood, Calif., 
is the manner in which space has been utilized. 
It well illustrates what may be accomplished 
in an area of 100 by 115 feet. 

The accompanying sketch illustrates the lay- 
out of the yard and the office building, and the 
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EVERY THING FOR THE BUILDER 





Front of the Giles Lumber Co. yard (see sketch at bottom of page) 


25-foot wide driveway extending the entire 
length of the lot. 
The lumber shed is designed for end-piled 





Interior of the Giles Lumber Co. store, showing paint department extending across the rear 
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Illustrating the tall, narrow doors of shed 








material, but the base of the “A” formed by 
the frame supporting the material is utilized 
for horizontal piles of timbers ranging from 
4x4s up to 8x8s. The shed is totally enclosed, 
but there is a door three feet wide extending 
the full height in the center of each section to 
permit ingress. The bases of the “A’s” are 
covered by doors in two 1-foot-wide sections. 
Very little space, therefore, is devoted to doors, 
yet they are wide enough, says Mr. Giles, to 
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Showing layout of the Giles yard 





permit ready handling of materials in and out. 
The shed is 80 feet long and 25 feet wide, with 
six tall doors that roll back and forward. 

The cement house is at the front, and its 
floor is raised truck-bed high. Under this are 
compartments in which 1x2s and 2x2s are 
stacked horizontally. A platform in front of 
the cement shed accommodates the stock of 
shingles and lath. 

On one side of the office door opening into 
the yard is a stock of tile, and on the other is 
a stock of brick. The overflow of tile is 
carried on the roof of the office building and is 
accessible by a ladder. The remainder of the 
yard is given over to end-piled lumber which 
can withstand the weather. 

Turning to the office building, we find that 
at the rear, and opening into the yard, is a 
section for wallboard and panels of various 
kinds. There also is space inside for the sash, 
doors, and roofing, and these items are acces- 
sible either from the sales room or from a rear 
door. 

The office and sales room is compact, yet 
commodious. Ample space is provided in the 
center for floor displays, an especially good 
one being placed in a jog directly in front of 
the door where all perscns entering the place 
must view it. This display is illustrated by 
one of the accompanying photographs. It ex- 
tends from the floor to the ceiling; intermedi- 
ate sections of it are placed on shelves. 

The hardware department is along one side 
of the rear, while the paint department extends 
across the rear. And illustrative of how Mr. 
Giles has utilized otherwise waste space is the 

(Continued on Page 51) 





This display confronts customers entering office 
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Left—I. R. Bailey, for 29 years manager of the 
Valentine A. Fries yard at Huron, Ohio. Right— 
Exterior of the Company's office. 


At one of the conventions, Illinois or 
Wisconsin, the Realm was told about an 
Ohio yard which has had unusual success 
in displaying lumber and other building ma- 


terials. This is the Valentine A. Fries yard, 
at Huron, Ohio, long managed by I. R. 
Bailey. So on the way to the Ohio meet- 


ing we navigated the car, through snow and 
sleet and other manifestations of nature in 
late-winter mood, to this little city on 
Lake Erie to have a look for ourselves. 

In all fairness to Mr. Bailey and to this 
department, we should make a preliminary 
statement before describing the plant. It 
seems that some question has been raised 
about Mr. Bailey’s merchandising meth- 
ods. He admits it and adds that his com- 
petitors do not understand his methods and 
have drawn some mistaken conclusions 
about them. During the period when the 
modal mark-up was in force, Mr. Bailey 
tells us, he adhered strictly to established 
prices. In many if not most cases, like 
practically all Ohio dealers, he got prices 
well above the mode. But he has long be- 
lieved that profitable merchandising can 
not be done solely upon a price list. So it 
is his habit when a bill is presented to him 
to analyze it with care for the purpose of 
seeing that the material bill and the build- 
ing design really fit the purpose the cus- 
tomer has in mind. Usually he remakes the 
bill, with the knowledge and consent of 
the buyer; and often this issues in a saving 
to the customer either in money or in a 
better building. We were at pains to in- 
quire of a member of the Code Authority 
and were told that these statements have 
been proved true by several official in- 
vestigations. “Mr. Bailey is not popular 
with some Ohio dealers,” this official said, 
“for his methods get him some competi- 
tive sales that others would like to have. 
But our repeated investigations indicate 
that he has made these sales by merchan- 
dising methods and not by cutting prices.” 
The Realm has no intention of describing 
these particular methods. Our interest at 
the moment lies in Mr. Bailey’s ways of 
displaying goods. .We make these prelim- 
inary statemenfs* merely to assure our 
friends in northern Ohio that we have no 
intention, directly or by inference, of ap- 
proving “off” prices. We accept the state- 
ment of the Code Authority that in this 
instance no “off” prices are involved. 

Mr. Bailey believes that seeing goods 
under favorable conditions is always an 
aid in making sales. 
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Art of Displaying 
Building Material 


always look at this orderly display. It’s 
a high light in the sales room; designe 
like a picture. In a general way thig jg 
the method of lighting used throughout 
the store. Everything is visible and care. 





Left—Nail containers in the sales display room of 

the Fries yard at Huron. Right—Recessed shelves 

for paint, with concealed lighting back of top 
apron. 


“Think of the shops you see in prac- 
tically every town,’ Mr. Bailey said. “Nine 
out of ten have show windows with a solid 
partition back of the display space. The 
person passing along the sidewalk or driv- 
ing past in a car can see only the goods in 
the window and nothing at all in the store. 
It is my opinion that the store itself can be 
the best of all displays; and for that 
reason I have no barrier back of the win- 
dows and I put no displays in the window 
that will cut off the line of sight. But this 
is not enough. The store itself must be 
lighted in such a way that its contents can 
be seen at a glance. Direct lighting that 
dazzles the eye and obscures the goods is 
as bad as any other barrier. 

“Notice this paint display on shelving 
along the wall. This is intended as a 
display and not as stornge. It is so ar- 
ranged that only two or three cans of a 
given size and color are in place. Each 
morning the lady in charge of paint sales 
goes over the stock and brings cans enough 
out of storage to replace those sold the 
day before. The shelves are always full, 
always in good order and always clean 
and fresh. Then you will notice that these 
shelves have concealed floodlighting from 
above. Go along the sidewalk any evening, 
and, whether you intend to or not, you'll 


revealed. I 


fully 
used in lighting this store, day times and 


count the electricity 
evenings both, as a definite part of our 
salesmanship. I wouldn’t think of saving 
on light, at the expense of having a dark or 
concealed range of stock. The lights are 
turned off automatically about midnight. 
I like to think that this place is one of 
the bright and cheery places in the town.” 


AN ATTRACTIVE PUBLIC 
CONFERENCE ROOM 


To the left, as the visitor enters the front 
door, is a private office or conference room. 
The front is done in log-cabin siding, but 
with a difference. Most of these supposed 
log cabins have a series of carefully mitered 
joints at the corners; something that just 
about nullifies the intended effect. Mr. 
Bailey and his son got a big post of the 
right diameter, sawed short ends off it and 
added these ends in such a way that they 
carry out the old log-cabin effect. This isa 
lake-shore country, and a good many sum: 
mer cottages are built; hence the impor: 
tance of displaying this type of siding. 

The door of this conference room is 4 
Dutch door, made of oak plank and di 
vided horizontally through the center. Be 
fore it was sawed in two, the carpenter took 
a jack plane, set it to cut too deeply and 
planed the surface; giving it a hand hewed 
appearance. The door has an old-fashioned 
latch string and a wooden latch. This is 
old pioneer and Indian country, with settle 
ments extending back to the days of French 
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THE RETAILER 


IS BELIEVING'—MAKING THE WHOLE STORE 


VISIBLE—IMPORTANCE OF LIGHTING—A CONFERENCE 
ROOM THAT CREATES SALES AND GOOD WILL 


occupancy before the Revolution; hence the 
appropriateness of this pioneer touch. 

The interior of the room is paneled, in 
early colonial or cottage style, with chest- 
nut planks which were cut on the Fries 
farm. There is a Heatilator fireplace, ar- 
ranged as these devices always are to act 
as a hot-air furnace; something which 
makes an open fire an efficient heating unit 
as well as a center of cheer. 

Off this room is a lavatory used to dis- 
play a number of different tile boards. 
They are in different colors and patterns, 
some not finished. These specimens are 
set in successive panels, large enough to 
give a clear impression of the appearance 
of these things in place. The conference 
room is furnished in a proper way with 
cottage furniture, and it can be used for 
various purposes. It may be used as a 
private office, though there are other pri- 
vate offices. It may be used by a contrac- 
tor in dealing with his customers. And 
not the least important use, in Mr. Bailey’s 





opinion, is as a meeting place for church 
or club committees. It is an attractive 
place where ladies are glad to meet; and 
Mr. Bailey is glad to have them come. 
They, too, see the displays, get ideas use- 
ful in their own homes and often in the 
course of time generate buying ideas that 
result in sales. 


PLANNED TO AID 
SMALL SALES 


The company handles building hardware; 
and the side opposite the paint display is 
given over to this material. It is shown 
on door panels, with the reserve stock on 
Shelving back of the doors. At the rear 
of the hardware display is a case for glass. 
This, too, is largely for display and sales 


purposes and not for storage; so a com- 
paratively small stock includes all the sizes 
and thicknesses required. Across the rear 
of the store is a counter with a _ broad 
top where glass is cut; and underneath 
this counter are bins and deep drawers 
for handling cement, lime, plaster, plastic 
wood, glue and other items sold in com- 
paratively small quantities. Big orders, of 
course, are supplied from the warehouse; 
but experience indicates that many people 
want to purchase these things in small 
lots, and these wants can be _ supplied 
promptly and in an orderly way without 
sending a man out to a distant warehouse. 
The bins and drawers keep this stock dry 
and clean, and it is instantly available. 
In the center of the store are parallel 
sales counters. Inside this space is a series 


Left—Lawn furniture displayed at Fries yard. Right 

—Entrance to conference room of the company 

is a Dutch style door; the log cabin siding effect 
helps in selling summer cottage material. 


. 


- 


of nail bins, made by the J. D. Warren 
Manufacturing Co., Chicago; a well-designed 
set of containers holding 48 kinds and sizes 
of nails. Each container can be taken out 
like a drawer and set on the floor while 
a keg of nails is emptied into it. At the 
time of our visit Mr. Bailey’s son was 
building a bolt rack to be placed in a 
storage room to the rear. This was to be 
built of plywood with a sloped-back front 
and was to contain many compartments for 
the storage of scores of kinds and sizes of 
bolts. Mr. Bailey showed us a sample cup- 
board door, finished and in place, made of 
five-ply wood. This, he states, is the pre- 
vailing type of cupboard door; one easily 
cut out in the planing mill. It is cut so the 
top ply extends as a flange and is rounded 
off; a sturdy and good looking piece of 
trim. 


OUTDOOR 
DISPLAYS 


The principle of displaying goods is car- 
ried outside the office. Along the side of 
the office is a series of panels of stained 
shingles. The company, as we recall it, 
makes something of a specialty of selling 
shingle stain; providing these side-wall ef- 
fects with the general run of cedar shin- 
gles. In an obscure place there is one 
unusual display; an article which we need 
not name but which Mr. Bailey does not 
believe to be a good buy. He gets some 
inquiries about it; and to give point to 
his urging that better materials be pur- 
chased he has put on this general sample 
and has let nature take its course. Show- 
ing how the stuff behaves in use is enough; 
and it frees the company of the suspi- 
cion of simply not wanting to carry and 
sell the stock. 

This plant is right on the lake shore; 
and within a stone’s throw the Federal 
Government is expending large sums of 
money on harbor improvement and the like. 
The presence of the lake gives the yard a 
special sales outlet. People build boats; 
so the yard carries high grades of boat 
cedar and cypress, the very best obtainable. 
It sells this stock all up and down the 
coast. Mr. Bailey, who has been manager 
of this yard for twenty-nine years, be- 
lieves in carrying not only good stock but 
also a large stock. He has his bins full to 
the top and had a number of cars on the 
way. Lumber that is well cared for does 
not deteriorate. For several years prices 
have been at the bottom and probably will 
increase. Hence the company believes that 


(Continued on Page 48) 


Left—Outdoor display panels of stained shingles, 
siding, etc., at Fries yard in Huron, Ohio. Right— 
An outside display of panels of shingles. 
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Annual and Regular Displays 
Put Dealer in Touch with 
"Built-in" Prospects 


“We feel that we reach more potential women 
customers through our annual display at the 
Boulder County Fair than we could do in any 
other way,” says A. H. Lauenstein, manager 
of the Boise-Payette Lumber Co.’s yard at 
Longmont, Colo. Through this display, he pro- 
ceeded to explain, he gets the names of hundreds 
of prospective buyers into whose homes he may 
be able to place one or more of the line of 





A glimpse of portion of the display of built-in 
woodwork features maintained by the Boise-Payette 
Lumber Co., Longmont, Colo. 


built-in woodwork features, to the merchandis- 
of which, without neglect of other items, he 
gives a good deal of thought and attention. 

“The beauty of these built-in features,” ac- 
cording to this dealer, “is that they are stand- 
ardized so as to fit into the walls of any house. 
If your customer’s house is already finished, the 
ironing board, telephone cabinet or medicine 
cabinet, folding chair, and even one type of 
breakfast set, may be added without even cutting 
the studding, for they fit in between the studs 
and require no extra space. 

“Many farm homes, as well as city dwellings, 
have been built without provision of sufficient 


closet or cupboard space. Much space that 
could just as well have been utilized for these 
purposes has been disregarded. Into such situ- 
ations our varied line of built-in units comes as 
a life-saver. I have never met a woman who 
failed to appreciate our waste-space savers, 
or who did not wish for the places to put 
things in which they provide.” 

But Mr. Lauenstein does not stop with supply- 
ing cabinets etc. fitting into the waste spaces in 
kitchen or bathroom. He furnishes, for in- 
stance, a beautiful Colonial mantel, as well as 
sections which may be placed alongside to hold 
books. Or, these sections may be placed along 
the end of a room; or between rooms to serve 
instead of a partition. Also, there are available 
folding and non-folding desks—and numerous 
other very useful and attractive units of various 
types. 

The particular line of built-in features stocked 
by this company, and concerning which Mr. 
Lauenstein speaks in the highest terms, is that 
manufactured -by the Ei Pase Sash & Door Co., 
El Paso, Tex., known throughout the Southwest 
and even a wider area, by its trade-name of 
Premier Standardized Woodwork. 

Besides the annual display made by the Boise- 
Payette Lumber Co. at the county fair each 
year, a complete and very attractive display 
is maintained in the company’s store, of which 
a hint is conveyed by the accompanying illus- 
tration. 





Booklet Explains Modernization 


Credit 


The Federal Housing Administration has 
just issued another unit in its series of handy 
booklets giving condensed information relative 
to the workings of the National Housing Act. 
This booklet is entitled “Modernization Credit.” 
It contains a statement of basic policy, and 
explains who may borrow and what may be 
financed with insured loans. Copies may be 
had from the Federal Housing Administration, 
Washington, D. C., or from any FHA re- 
gional or State office. 





front end sticking out. 


with the tacks handily near by. 








RED “SAFETY” FLAGS FOR CUSTOMERS’ LOADS 


Red flags for warning other drivers of protruding ends of loads, 
made by cutting pieces of red crepe paper into one-foot squares, are 
used by the San Fernando (Calif.) Lumber Co. at a saving in cost. 
They also render the customer a real service when he drives in 
with his automobile and picks up long lumber, which he usually 
fastens along the running board and fender with either the back or 
The piece of red crepe paper is attached 
-by pushing a couple of thumb tacks through it and into the pro- 
truding end of the longest piece in the load. A pile of these flags, 
cut and ready for use, is kept on a spindle just inside the yard office, 
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'Mansionette"’ Model Home 
Boosts Housing Program 


Builders and outfitters of Menomonie, Wis., 
did their bit toward the Better Housing pro- 
gram in that community when under the leader- 
ship of the Badger State Lumber Co. they 
opened the “Mansionette”—a model house—to 
the public for inspection. This is is the fourth 
such venture for the group in as many years, 
and all of them have been profitable, both in 
the sale of the property and in the discovery of 
prospects. Hundreds of visitors passed through 
the house. There they were met by the mate- 
rial men, carpenters, electricians, furnishers, 








model 
Badger State Lumber Co., Menomonie, Wis. 


The ‘Mansionette” house sponsored by 


gas range and electric refrigerator dealers, 
plumbers, masons and furnace men—all dressed 
up in their best clothes and “talking their jobs” 
instead of doing them. Many prospects were 
catalogued for the spring months. 

The house is small but expertly designed. 
It is 20x24-feet, with two bedrooms and bath 
on the second floor; living room, dining room, 
kitchen and small hall on the ground floor, and 
a roomy basement with laundry. There is 
room for a garden and garage at the rear, and 
for a lawn in front. 





Texas Dealers Actively Promot- 
ing Home Building 


Houston, Tex., March 25.—In response to a 
query from an AMERICAN LUMBERMAN repre- 
sentative, R. G. Hyett, secretary of the Lum- 
bermen’s Association of Texas, said that con- 
siderable business has been reported by dealers 
as a result of the radio program known as “The 
Friendly Builders’ Hour.” For example, one 
dealer reported one sale of millwork and lum- 
ber amounting to $400 and another company in 
Houston reported a large sale of building ma- 
terial as a result of the radio program and dis- 
play of the Friendly Builders’ emblem. Mr. 
Hyett said: “I think the emblem has played 4 
very important part in this program.” Mr. 
Hyett has been advised by G. H. Zimmerman 
of the William Cameron Co., Waco., who has 
been closely identified with the radio program, 
that numbers of dealers have reported sales re- 
sulting directly from this program, and it 1s 
his conviction that the program is producing 
considerable business for the local retail lumber 
dealers. 

Two hundred thirty-one retail lumber dealers 
in Texas and Oklahoma have participated in 
this radio program and ‘through them the 
Friendly Builders’ emblem has become fixed 
in the minds of the public as the sign of serv- 
ice and quality. Twenty-six retail lumber 
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dealers in Houston are helping to sponsor the 
program and are entitled to display the Friendly 
Builders’ emblem. 

Mr. Hyett reports that rather unsatisfactory 
progress has been made in Texas in securing 
bank loans for new homes under Title II of 
the National Housing Act. He said: 


Every building and loan association in the 
larger cities is making attractive loans under 
both Section I and Section II of the Housing 
Act, and the remainder of our building is 
being done through a combination of indi- 
yidual and insurance loans. Where the loan 
was under $2,000, some of the banks have 
advanced the money to good risks, but not on 
long-term notes. There are several things 
connected with the Housing Act which must 
be remedied before we can encourage insti- 
tutions to lend money and advertise for 
pusiness. One criticism is in connection with 
the discount rate, which some mortgage in- 
stitutions believe is insufficient for the risk 
involved in servicing long-time loans. Texas 
has done fairly well in supplying the home 
puilder with loans, but I believe that if 
money was made readily available there 
would be 10,000 homes built within the State 
in the next two years. 





Baltimore Yards Abandon 
Saturday Closing 


Battimore, Mp., March 25.—As was fore- 
cast in this correspondence two weeks ago, the 
action of some of the retail yards here in dis- 
continuing the practice of closing on Saturdays 
has been followed by a fairly general return to 
the old system, under which the yards kept open 
at least part of the time on Saturdays to take 
care of the wants of customers. Some isolated 
distributors still held out last Saturday because 
they did not want to abandon the closing ar- 
rangement, but by next Saturday probably not 
one yard will adhere to it. 

The yards that supply neighborhood require- 
ments, in particular, were quite ready to keep 
open, because the closing agreement had put 
them at a real disadvantage. There are many 
house owners and others to whom it is a real 
convenience to be able to get a few pieces of 
lumber on Saturdays. This business is mostly 
cash, and nets attractive margins of profit. For 
one yard to remain closed while another keeps 
open would mean that this business would go 
to the open yard, a consideration that proved 
too strong to be resisted. A yard close to the 
headquarters of a yacht club felt especially 
under pressure to keep open on Saturdays, be- 
cause that is the day when many of the boat 
owners work around their craft and need ma- 
terial for repairs. 

In other directions, also, there has been a 
gratifying pick-up in the demand for lumber. 
Transportation companies engaged in moving 
freight around the harbor, such as lighterage 
and transfer concerns, which had let their float- 
ing equipment run down for several years, are 
experiencing an increased demand for their 
services. Work in the ship building yards has 
consequently experienced a stimulus, and the 
yards located at convenient distances from the 
wharves are getting the benefit. 





Saturday P. M. Closing 


_Lovetanp, Coxro., March 25.—C. H. Vot- 
tier, local manager Boise-Payette Lumber 
0., says: “Closing at 12:30 we do prac- 
tically as much Saturday volume as we 
formerly did during the entire day. Most Sat- 
urday sales that are missed we pick up another 
day. The system of closing Susie after- 
noons half the year and keeping open the other 
half never did work well. In the spring it 
takes the farmers three months to learn you 
are not open Saturday afternoons. In the fall, 
it takes them another three months to learn 
that you are open then. If permitted the 
farmer will have you serving him at all hours; 
but he readily adapts himself to any reasonable 


rule. Year-round closing works out perfectly 
in Loveland.” 


AMERICAN LUMBERMAN 


Makes It Convenient to Weigh 
Up Nails 


“The more convenient one makes it to weigh 
up nails for customers, the more nails he will 
try to sell.” This is the attitude taken by Ray 
L. Lund, manager of the Hansen Lumber Co., 
Fontana, Calif. Coupled with this, of course, is 
the additional axiom, “The easier one makes it 
for his customers to see nails, the more nails 
they’ll want.” 

These ‘two truisms are adequately demon- 
strated by the facilities furnished for dis- 
playing and handling nails in this establishment. 
From the standpoint of display, Mr. Lund has 
placed one of the patented revolving steel 
racks of bins in a conspicuous place in the sales 
room—where every person who enters must see 
it. It is against a rear wall of the sales room at 
a point about 15 feet from the front door. 

Jutting out from the wall, on one side of the 
fixture, is a shelf 36 inches long and 14 inches 
wide, which is supported by a bracket Jeg. On 
the shelf is a set of scales. Under it are com- 
partments for various sized sacks. In theory, 
the sales person may take the pan off the scales, 








This arrangement of nail bins and scales contributes 
to efficiency in serving customers of the Hansen 
Lumber Co., Fontana, Calif., Manager Lund says. 


set it on a vacant end of the shelf and pull nails 
out of the bins into it, then set it on the scales 
to be weighed. If there are too many, it needs 
but a “simple twist of the wrist” to toss the 
surplus back into the bin. If there are not 
enough, it is easy to reach over and take a 
handful out of the bin. 

The height of the shelf is such that the three 
uppermost tiers of bins are above the level of 
the shelf. And it is in these upper bins that 
the nails most frequently called for are stocked, 
so that the scheme of merely pulling nails out of 
the bins into the scale pan may be accomplished 
according to the theory. 

The numerous instances wherein customers 
have purchased twice, thrice, or four times as 
many nails as they intended, prove the efficiency 
of the plan. While the writer was interviewing 
the management about the arrangement, a cus- 
tomer came in to buy one pound of nails. Be- 
fore he quit buying he had bought a pound of 
each of four additional varieties of nails, “so 
I can have them handy when I want them,” he 
explained. 
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Retailers Improve Their Plants 


KERRVILLE, TEX.—The W. W. Miller & Son 
Lumber Co. has added a storage shed and ma- 
terial yard for brick, tile, posts and sand. The 
increased storage space for lumber enlarges its 
capacity to one million feet. Cost of these im- 
provements was about $4,000. 


HoLpeNvILLE, Oxita.—The E. S. Billington 
Lumber Co. has recently remodeled its local 
yard at an estimated cost of $6,000. 





Bristow, Oxta.—The Fullerton-Stuart Lum- 
ber Co., line-yard concern with headquarters 
at Okmulgee, is remodeling its yard at this 
point. 


WakEFIELD, Nes.—The Fullerton Lumber 
Co. at this point has recently remodeled and 
redecorated its sales room. 


FREMONT, Oun10.—The Price Lumber & 
Manufacturing Co. has built an addition, 22 by 
48 feet, to its main building, to be used for 
storing and displaying its new line of plows. 
The firm has recently been appointed distrib- 
_ for a well-known manufacturer in that 
ine. 


Covincton, Tenn. — The Mayes-Howard 
Lumber Co. is enlarging its shed and office 
building, adding a modern display room. Office 
facilities also have been improved. 


NasuHua, Iowa.—The Nashua Lumber Co. 
is building a new warehouse and office building, 
24 by 128 feet. 


MAHNOMEN, Minn. — The Dorenkemper 
Lumber Co. has under way construction of a 
lumber shed and office 62 by 140 feet. 


Howprece, Nes.—The Perry-Sheets Lumber 
Co.’s office building at this point has recently 
been remodeled to accommodate an enlarged 
stock of builders’ hardware, acquired from a 
local concern which closed out. 


_—_—— 


Varied Activities of Dealers 


Taxsor, Iowa.—The Fullerton Lumber Co., 
with co-operation of the Keystone Steel & 
Wire Co., entertained about 350 guests with a 
moving picture show, which included an educa- 
tional film for farmers, a demonstration of 
operations in the Keystone steel mills, and a 
comedy. 


SoutH Benp, Inp.—The Belleville Lumber 
& Supply Co., retailer of this city, recently 
entertained employes and guests to the number 
of about 150 at an informal party held in 
Moose Hall, Mishawaka. The employees are 
planning a business meeting to be held at the 
company headquarters April 9. 


Cetina, Oun10.—Between 25 and 40 carpen- 
ters and contractors of Celina and vicinity were 
guests of the Celina Lumber Co. on a recent 
Saturday evening to witness presentation of the 
Johns-Manville modernizing sound film, “Be- 
fore and After.” 


Huntincton, W. Va.—The employees of 
the Carolina Lumber Co. entertained company 
officials and representatives of other local 
plants at a party held in the Carolina com- 
pany’s mill. About 150 were present. 


BELLEFONTAINE, Oun10.—About 150 con- 
tractors and carpenters of this city and vicinity 
were guests of the Logan County Lumber & 
Supply Co. at a recent showing of the Johns- 
Manville sound film, depicting modernization, 
entitled “Before and After.” 





WapswortH, On10.—In connection with the 
Better Housing exhibit, the Wadsworth Lum- 
ber Co. gave a free show Saturday evening, 
March 23, in the High School auditorium. The 


show featured three educated dogs, including a 
remarkably clever “clown” canine. paint 
demonstration also was staged in the after- 


noon. 
__——- 


Seeks Data as to Effect of 
Proposed Freight Rate 


Rocuester, N. Y., March 25.—To develop 
the views of retail lumber dealers in North- 
eastern territory, Secretary Paul S. Collier, of 
the Northeastern Retail Lumbermen’s Associa- 
tion, has sent a bulletin to members with refer- 
ence to the proposal to establish a freight rate 
of 72 cents per hundred pounds on lumber from 
the West Coast, to apply from Chicago east. 
In his bulletin, Mr. Collier says: 

The proposed reduction is being protested 
by southern mills and southern railroads. It 
is their opinion that such a reduction would 
mean replacement of southern pine lumber 
by West Coast woods. It is the contention of 
the Trans-continental lines that they were 
losing business to waterborne shipments 
through the Panama Canal and back-haul. 

The members then are asked to express their 
views on the following points: 

1. If the proposed reduction is put into 
effect, do you believe that it would affect the 
movement of southern pine as compared 
to fir? 

2. Do you believe that the proposed reduc- 
tion in freight rate will result in trans- 
ferring business to all rail rather than the 
present waterborne, back-haul method? 

3. Will the proposed reduction as above 
mean substantial freight savings to you? 


Have You a Grandfather 
Clock?—Here's Novel Use 


An old-fashioned grandfather clock is being 
used as a sure-fire attention-getter at the office 
of the Lawrence Lumber Co., Walnut and 
Douglas streets, Wichita, Kan. The clock, 
which is kept regulated accurately with the 
standard time, is placed by itself in a corner 
of the main order room. A glass panel the 
length of the entire door has replaced the old 
wooden panel. The glass is used as a display 
board on which prices of exceptional items, 
bargains etc., are posted in colored paint. Few 
visitors can resist at least a glance at the in- 
teresting “antique,” and none who look can 
miss the message. 

—_—_—_—_—_—_—_—_—_ 


Suggests Protesting Against 
New Cement Sales Policy 


Kansas City, Mo., March 25.—A number 
of cement manufacturers serving this general 
trade ‘territory have issued recent statements of 
new marketing policies. These new declara- 
tions go far in taking away business heretofore 
marketed through dealers, including all classes 
of State and government business except where 
the cement would be used within city limits, and 
even establishes counties and parishes as entitled 
to buy at the dealers’ price. Many protests of 
this new selling plan have reached the office of 
the Southwestern Lumbermen’s Association, and 
Secretary-Manager E. E. Woods has issued a 
special bulletin to members, reading in part as 
follows: 

We urge that you carefully read these new 
proposals, which are practically uniform in 
character. Unfortunately, this new selling 
plan was announced without any preliminary 
conferences with retail lumber dealers, and 
apparently represents the views of the 
cement manufacturers without giving con- 
sideration to the logical distributors of their 
product. We are disposed to believe that 
changes can and will be made when the 
manufacturers realize how seriously it dis- 
rupts orderly distribution. 

Since dealer distribution has proven to be 
the most economical method of distributing 
building materials, any policy that tends to 
destroy this method of selling is unfortunate. 
These announcements mean the driving of a 
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wedge that takes away more business from 
dealers. This is so obviously true that we 
feel dealers are justified in vigorously pro- 


testing, to the manufacturers from whom 
they buy, the establishment of this sales 
policy. 

Possibly the announcements are put out 
as a “feeler.” It is hard to believe that 


these concerns are really desirous of taking 
away from the dealers these additional clas- 
sifications of business. Our interests are in 
fact mutual and reciprocal. 





Comments on Credit Policies 


Commenting upon an article relating to retailers’ 
credit policies which appeared on page 29 of 
the March 16 issue, Leonard Burritt, of Rochester, 
N. Y., writes: 


It may be “The Curse of Credit for the Re- 
tail Dealer,” from one angle, but it sounds more 
like, “Curse the Retail Dealer for Credit.” In- 
variably a retailer who caters to sick or ailing 
credits is inclined to be one himself. 

While business is a profession just as much 
as any of the orthodox occupations so styled, 
the difficulty has been that the “degrees” were 
too easily secured in business—considerably 
more so than for a lawyer or physician. Con- 





“MODERNIZE, REPAIR, 
REMODEL NOW" 


A new book just off the press 
shows "before and after" remodeled 
homes, interiors and exteriors. Just 
the thing with which to interest your 
prospects and clinch those remodel- 
ing jobs. Send 15 cents to the 
AMERICAN LUMBERMAN for sam- 


ple copy. 


* * 


PLANS FOR FARM 
BUILDINGS 


Watch for approved plans for 
various farm buildings, that will ap- 
pear in an early issue of the AMER- 
ICAN LUMBERMAN. 





ditions have reached the point where retailers 
require a knowledge of business as a business. 
That knowledge isn’t difficult to obtain, and 
once secured it alters the idea of merchandising 
being simply a job that calls for cursing by 
changing it to a pleasure with the idea of 
health. When you are healthy you can curse 
with a smile. : 

There are four basic factors, regardless of 
the nature of a business, which, if remembered, 
will do more to help the retailer as regards 
credits than anything else. Those factors are: 
Production, distribution, finance and accounts. 
The retailer produces a service which he must 
distribute at a profit. The operation must be 
financed and a record must be kept of the 
transaction. 

The retailer can not afford to consider long- 
term credits as does the manufacturer, jobber 
or wholesaler. Therefore, in a retail establish- 
ment, a long-term credit becomes a charge ac- 
count. The reasons for that change are: First, 
he hasn’t the capital; second, he sells to the 
consumer, who destroys the utility of his mer- 
chandise; third, the consumer is not located 
permanently. 

Details of credit extension vary in every lo- 
cality, and everyone in business has his own 
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particular methods, quirks and manners of han- 
dling. The ultimate result should be the same 
because you are in business to make a profi 
to which you are entitled. F 

An essential principle of sound credit js: 
Establish understanding of terms with you 
customer previous to delivery of the goods 
Forget the rating of “doubtful,” unless you cap, 
arrange to get cash through the bank. jf 
the bank will not accept his note, remember 
you are a retailer, not a banker. 

Keep educating your customers that payment 
at the time agreed upon is one habit that you 
expect them to acquire. Let it be understood 
that your prestige has been gained through 
honorable dealing and that you will not toler. 
ate a violation of contract. This encourages 
customers to keep “on the right side” of the 
retailer in order to retain his good-will, 


Invites Public—!,008 Accept 


LaCrosse, Kan., March 25.—The Lindas 
Lumber Co., (lineyard concern with headquar- 
ters at Wichita), which some months ago ac- 


-quired the J. J. Conard & Sons yard at this 


point, recently completed remodeling, which in- 
cluded a new office and display room. 

The public was invited to inspect the im- 
proved quarters, and 1,008 visitors registered 
during the two days of the opening. Refresh- 
ments were served and useful souvenirs were 
presented, the men receiving wrecking bars and 
the ladies dishes. 

Much interest was shown in the displays of 
builders’ hardware, paints, wallpaper, kitchen 
cabinets and other items. Everything is being 
done to make this an uptodate yard, with a 
ee line of lumber and all building mate- 
rial. 

The Lindas yard at Rush Center, near here, 
has been discontinued, and the stock moved to 
LaCrosse. Six cars of new lumber and other 
material have recently been added to the stock 
here. 


The loal yard is managed by D. A. 
Schwartzkopf, with Charles FE. Clutter, Jr, 
bookkeeper. 





Retail Yards Make Fine Showing 


in Accident Prevention 


Wausau, Wis., March 25—One hundred and 
two out of 113 lumber yards and fuel and ma- 
terial dealers established perfect records in a 
No Accident contest recently conducted by the 
Employers’ Mutual Liability Insurance 
Co. of Wausau. The contest included 
1,189 employers, representing more than 50 in- 
dustries in ten States. Workers in the lumber 
yards and fuel and material dealers classifica- 
tions competed during the six-months period 
from July 1 to Dec. 31 last in an effort to 
reduce accidents in their operations. 

The lumber yards and fuel and material deal- 
ers were grouped according to the man-hours 
worked during the contest period. Final stand- 
ings of the contestants were determined by the 
“adcident frequency” which is the number of 
accidents per million man-hours worked. 
Workers in the 113 lumber yards and fuel and 
material dealers establishments put in 1,116,624 
man-hours, with 29 accidents, giving this 
group a final frequency of 26 accidents pef 
million man-hours. 

All those with perfect records and the win- 
ners in each group were awarded plaques of 
certificates. Both employers and employees are 
enthusiastic over their safety records and are 
competing in another contest covering the first 
six months of the current year. 

-__-oo- 

“THERE'S SOMETHING about new lumber that 
makes the writer sit up and take notice.” That's 
not the remark of a lumberman, but of the 
editor of the Diller (Neb.) Record, comment- 
ing in his paper on the local yard of the Cort 
Belt Lumber Co. having recently received 4 
car each of white pine and fir. 
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Lumber Code In Critical Position 


Government Asks Dismissal of 
Belcher Appeal 


[Special telegram to AMERICAN LuMBERMAN] 


WasuincTon, D. C., March 26.—In 
announcing that the Government will ask 
for dismissal of its appeal before the 
United States Supreme Court in the case 
of U. S. vs. Belcher, the Department of 
Justice said that this decision is due to 
the following circumstances: 


The case arises under an indictment charg- 
ing violation of provisions of the Lumber and 
Timber Products Code. This Code was among 
the first approved, at a time when the lumber 
industry was in great distress and the NRA 
was in the early stage of its development. 
Consequently, while sound in general substance 
and in purpose, this Code contains administra- 
tive provisions peculiar to itself with respect 
to the extension of discretionary powers to 
non-governmental agencies—a fact which was 
emphasized many times in the recent Senate 
committee hearings and which sets this Code 
in a class by itself. Revision of this situation 
is, the Department is informed, now under 
consideration by the National Industrial Re- 
covery Board. In any event, this feature is 
expected to be eliminated under the new legis- 
lation as recommended by the Administration. 

A further unsatisfactory feature in this case 
is that, due to the nature of the action, no 
findings could be made by the lower court. 
The Department feels that the fundamental 
questions involved in the National Industrial 
Recovery Act should be presented to the Su- 
preme Court in a case in which full evidence 
of the facts has been given. Other cases in 
which these objections do not exist are being 
pressed in several of the circuits, in order that 
decisions of the appellate courts may be secured 
as soon as possible. 

Meanwhile and pending desirable amend- 
ments to the Lumber and Timber Products 
Code, there will be no relaxation in the en- 
forcement of other codes. United States at- 
torneys are being so instructed. 


Recommends Suspension of 


Lumber Code 


[Special telegram to AMERICAN LUMBERMAN] 

Wasuinoton, D. C., March 26.—Im- 
mediately after the Department of Justice 
had issued its announcement concerning 
the withdrawal of the Belcher case from 
the Supreme Court, the resident commit- 
tee of the Lumber Code Authority recom- 
mended to the various administrative 
agencies that they ask for the suspension 
of the Lumber Code. The resident com- 
mittee issued the following statement : 


The withdrawal of the Belcher case by the 
Department of Justice is a bitter disappoint- 
ment to the lumber and timber products in- 
dustries. The unavoidable inference is that 
the Department of Justice will no longer en- 
deavor to enforce the Lumber Code, thus cre- 
ating a difficult situation of discrimination be- 
tween the lumber and other industries. Being 
thus left with an incapacitated code, the resi- 
dent committee of the Lumber Code Authority 
today telegraphed to its administrative Divi- 
sions throughout the country a recommenda- 
tion that “for reasons of equity” the adminis- 
tration should be requested that the Code for 
the lumber industry be suspended, together 
with a request for their views thereon and 
comment on the Belcher case withdrawal. 
These will be transmitted to the National In- 





dustrial Recovery Board for disposition, Dur- 
ing the present uncertainty, the Lumber Code 
Authority intends to maintain its organizations 
in order that they may be in position to speak 
officially for the industry. 

We entered into the President’s recovery 
program nearly two years ago with sincerest 
intention both to rehabilitate our own industries 
and to contribute to the public interest through 
increasing wages, shortening hours of labor 
and putting our industry in a position to carry 
on in the recovery movement. Because at that 
time our industry was in the depths of a de- 
pression, not approached in any other industry 
except agriculture, the difficulties of achieving 
recovery were greater and the requirements for 
co-operative action were consequently more im- 
perative. Our Code had to be adapted to meet 
the peculiar requirements of our industry and 
was, therefore, quite different from most others 
approved under the Act. 

The industries under our Code immediately 
made a sincere and honest effort to fulfill their 
obligations in Code administration and we can 
reasonably point with pride to the marked con- 
tribution we have made to the recovery move- 
ment. All this was done through voluntary 
compliance which, notwithstanding the prac- 
tically complete failure of enforcement activi- 
ties, has continued to a substantial degree up 
to the present time. 


Richberg Says Code Will Not 
Be Suspended 


[Special telegram to AMERICAN LUMBERMAN] 


Wasnuincton, D. C., March 27.—At 
a press conference here today, Donald 
Richberg stated that he had not been 
officially informed that the Lumber Code 
Authority had recommended suspension 
of the Lumber Code. The lumber people, 
he said, have taken too far a swing in 
connection with the statement of the De- 
partment of Justice. 

Mr. Richberg said that the Lumber 
Code is in force and it is not invalid. He 
made it very plain that the decision of the 
Department ‘of Justice to ask for a dis- 
missal of the Belcher case was not the 
result of pressure from NRA, and he 
feels that the effect of this action may be 
misinterpreted. He called attention to 
the fact that the lumber industry’s code 
is different from any other code, in con- 
nection with the provision for price con- 
trol without Government supervision. 
Mr. Richberg stated that the Code will 
not be suspended, and said that the Na- 
tional Industrial Recovery Board has 
directed that the Lumber Code be revised 
and strengthened. 


Resigns from LCA Control 


Commitee 


Wasuincton, D. C., March 25.—At the 
meeting here last week of the National Con- 
trol Committee of the Lumber Code Authority, 
the chairman announced that Wilson Compton, 
manager of the National Lumber Manufac- 
turers’ Association, had asked that his resigna- 
tion as a member of the National Control 
Committee be accepted. Expressing regret at 
Dr. Compton’s resignation, the committee in- 
vited him to assist it, especially in connection 
with matters involving the control of produc- 
tion and forest conservation. 


Trying to Save the Code 
[Special telegram to AMERICAN LUMBERMAN] 

WasuHincTton, D. C., March 28.— 
NRA takes the position that the Lumber 
Code is still in effect, is disinclined to 
permit suspension, and proposes Code 
amendments remedying “technical de- 
fect” of permitting the industry final dis- 
cretion in some matters, such as produc- 
tion control. It is endeavoring with all 
the power it has to work out a correc- 
tion of the NRA organization and the 
elimination of administrative defects 
which have handicapped the Lumber 
Code Authority. It also proposes to de- 
velop through the Blue Eagle device, 
cancellation of Ggvernment contracts 
etc., a high degree of compliance. Con- 
ferences are being held to consider these 
suggestions, but the chief executive of 
the Lumber Code Authority still favors 
the position previously taken regarding 
suspension of the Code, which will come 
before the National Control Committee, 
April 2. Lumber Code Authority is tak- 
ing steps to curtail its organization and 
will submit to the Control committee 
plans for financing absolutely necessary 
expenses of handling vitally important 
relations with the Government during 
the next few months. Division and sub- 
division agencies have been wired to 
maintain their organizations on an effect- 
ive, aggressive basis during the immedi- 
ate future of uncertainty. 


Blue Eagle Under the Counter 


Asked as to the effect upon its business of 
the compulsory removal of the Blue Eagle, the 
Island Coal & Lumber Co., Medford, N. Y., 
said: 

To be truthful with you, when requested 
by the NRA to return the Blue Eagle and 
not display it any more, we had to hunt 
around our store to find the Blue Eagle. It 
seems that while fixing up our store for the 
spring, one of the men put the Eagle under 
the counter, and that is where it had re- 
mained until we received the notice to return 
it. We will have to admit that when we first 
received this Blue Eagle and there was no 
price cutting, we did a nice amount of busi- 
ness at a good profit, although when we re- 
ceived the Blue Eagle and the NRA prices 
went into effect, it happened to be the best 
time of the year for our business. 


Concerning business conditions and the out- 
look for building, particularly under the pro- 
visions of the National Housing Act, William 
Wingerath, of the Island Coal & Lumber Co., 
said: 

We have been running all our trucks and 
have had all our help steadily employed since 
the first of the year. In order to do this, we 
had to sell at a very small margin of profit; 
but we are looking forward to a very good 
year, with a fair profit, with no ill effect 
from the removal of the Blue Eagle. 

We have received some business in remod- 
eling old houses, but nothing to brag about. 
The reason for this is that for the last two 
or three years we have been operating a 
finance plan of our own. With regard to new 
home building, the banks here seem to be 
unable to make up their minds whether or 
not they should actively participate in this, 
and bank officials will not give out any 
definite information. 


Another building materials retailer in a New 
(Continued on page 53) 





The late 
Cc. T. CROWELL, 


a pioneer who left a 


PLENTY OF 


And There’s Three Generations of 
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LONGLEAF 





Experience Behind Its Manufacture 


Frequently the statement is heard that “there is no longer 
available in quantities the genuine old longleaf yellow pine 
that has been the popular construction material for so many 
years.” A drive through the western part of Louisiana will 
quickly dispel the idea that genuine longleaf pine is no longer 
available, particularly if one takes sufficient time to visit 
the operations of the Crowell & Spencer Lumber Co. (Ltd.) 
at Longleaf, La., and its associated organization, the Me- 
ridian Lumber Co. at Alco, La. These great operations are 
the outgrowth of a small business established over forty 
years ago with the expectation of an active operating life 
of five years. From a very small beginning have developed 


was placed in charge of the business and remained at its 
head until his death in 1923, during which time he built it 
up from a rather unimportant small operation to what js 
generally conceded to be one of the great lumber enterprises 
of the South. Additional timber areas were secured from 
time to time, until, as indicated, after operating for more 
than forty years, the company still has a supply of genuine 
longleaf yellow pine timber sufficient to keep it in operation 
for many years to come. 

R. D. Crowell, Sr., joined his older brother in Louisiana 
in 1913. In that year the Crowell family organized the 
Meridian Lumber Co. and built a modern lumber operation 





magnificent legacy, not 
alone in property, but 
in a family that has 
“carried on" in the 
Crowell tradition 





The late 
J. S. CROWELL, 
under whose direction a 
great business was de- 


veloped from a_ small 
beginning and who 
made Crowell and long- 
leaf synonymous terms 


these two great longleaf operations, which from the incep- 
tion of the business have been owned and managed by the 
Crowell family. 


THREE GENERATIONS UPBUILD 
FROM SMALL BEGINNINGS 


Caleb T. Crowell, founder of the family and of this out- 
standing lumber organization, entered the lumber business 
at Waldo, Ark., in the early eighties. From Waldo, when 
his timber supply there was exhausted, he moved to a new 
location in Arkansas, established an operation there and a 
town, which was named Stamps in honor of the senior 
Crowell’s eldest son, J. S. (Stamps) Crowell. A few years 
later this plant was sold to William Buchanan, of Tex- 
arkana, Tex., and the Crowells moved to Louisiana, building 
and operating a mill at Dubberly. Having exhausted his 
timber supply at this place in 1892, C. T. Crowell moved 
with his family to California, where he remained until his 
death. Before moving to California, however, C. T. 
Crowell financed the purchase of a small tract of longleaf 
pine timber at Longleaf, which still is headquarters of the 
great organization that has developed under the inspiration 
of the second and third generations of the Crowell family. 
This small operation was called the Crowell & Spencer 
Lumber Co. Stamps Crowell, only eighteen years of age, 





One of the great manufacturing plants of the Crowell & Spencer Lumber Co., producing genume long- 
leaf yellow pine. A glimpse of the log pond where the logs are assorted and graded before going into 
the mill. An ample supply is always available, so that orders for special cutting or stock sizes may be 


filled on short notice 


at the new town of Meridian, with R. D. Crowell as operat- 
ing manager. This plant was destroyed by fire in 1928, and 
the company took over the capital stock of the old Alex- 
andria Lumber Co. at Alco, which now is the headquarters 
of the Meridian Lumber Co. 

The plant at Longleaf is equipped with band and circular; 
the equipment at Alco being band, circular and gang; both 
of these plants operating in 100 percent longleaf yellow 
pine timber. 


USUALLY SHIP AN ORDER THE 
DAY IT IS RECEIVED 


Some idea of the immensity of these operations and their 
facilities for supplying the trade with everything in longleaf 
lumber may be had from the fact that at Longleaf there is a 
shed capacity of 5,000,000 feet, and at Alco, of 10,000,000 
feet, all finished lumber being under sheds. These com- 
panies specialize in service to the trade, make everything 
from the smallest molding to the largest timbers, and feature 
prompt shipment. The high-speed machines with which the 
plants are equipped make possible an established policy that, 
under normal circumstances, an order received in the morn- 
ing will be shipped the same afternoon. 

At these mills, cleanliness is a feature which not only 





R. D. CROWELL, SR., 
as head of the Crowell 
enterprises maintains the 
high standards that have 
made possible a record 
of successful operation 
for more than forty 
years 





R. D. CROWELL, JR., 
as general manager, is 
applying the principles 
in manufacture and dis- 
tribution that make 
Crowell longleaf yellow 
pine so popular with 
dealers and other buyers 
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YEARS AHEAD 


Mixed-Car Orders Usually Get Same-Day Shipment; and, 
Because Tree-Length Logs Are Stored at Mills, Special 


Cutting Can Be 


insures cleaner and better lumber, but enables the companies to secure a 
favorable insur ance rate. ; ; 

Instead of the usual custom of bucking logs into saw lengths in the 
woods, these companies bring their logs to the mills in tree lengths. They 
are graded and cut into lengths at the mills, thus making possible quick 
service on any special sawing bills. In connection with the lumber 
operations, the Crowell interests own and operate the Red River & 
Gulf railroad, which runs from Kurthwood to Le Compte, connecting 
with the Texas & Pacific railrcad 


THIRD GENERATION NOW HEADS 
ASSOCIATED COMPANIES 


After the death of J. S. Crowell, his brother R. D. Crowell took over 
his duties as general manager of all the Crowell interests in Louisiana. 
Then, in 1929, the third generation came actively into the organization, 
when R. D. Crowell, Jr., was made general manager of the operation at 
Longleaf. In 1933, Allen C. Crowell, youngest son of R. D. Crowell, also 
came into the organization and was made superintendent at Longleaf. The 
present official personnel of the two interlocking concerns are as follows: 
CROWELL & SPENCER LUMBER CO. 
President—R. D. Crowell. 
Vice president—Allen C. Crowell. 
Secretary-treasurer—R. D. Crowell, Jr. 
MERIDIAN LUMBER CO. 
President—R. D. Crowell. 
Vice president—Mrs. Idella A. Crowell. 
Treasurer—Allen C. Crowell. 
Secretary—R. D. Crowell, Jr. 


TWO WHO THINK OF SALESMANSHIP 
AS GOOD SERVICE 


At the head of the sales department at Longleaf is Frank J. Hortig, 
whose connection with the Crowell interests dates back to 1906, with a 
record of service broken only once when he was absent for a few years 
in another connection. Mr. Hortig has a wide acquaintance among 





Loaded Promptly 


retail lumber dealers, railroad purchasing agents, exporters and other 
buyers of longleaf pine, and nothing gives him greater pleasure now 
than to renew friendly contacts through the opportunity for service in 
filling promptly and satisfactorily every order, no matter how compli- 
cated it may be. 

In charge of sales at Alco is another old-timer, E. H. Williamson, 
most frequently referred to by his friends as “Pap” Williamson. Thor- 
oughly imbued with the Crowell spirit and with the conviction that 
nothing in the world in the way of forest products can compare with 
genuine longleaf yellow pine, Pap Williamson takes a sincere pleasure 
in rendering a service to the trade. 


WHERE IT'S NICE TO WORK, 
THE WORK IS NICERI 


There are many veterans throughout the entire organization, many of 
the present employees having been with the company almost since its 
inception, and there is a friendly, neighborly feeling between employees 
and employers that helps to make this really one great family. A striking 
evidence of this feeling was shown on a day recently when a representa- 
tive of the AMERICAN LUMBERMAN chanced to be visiting in Longleaf. 
That morning one of the old, faithful employees had mysteriously dis- 
appeared after leaving his home to begin work for the day at the mill. 
As soon as his absence was discovered, Mr. Crowell closed the mill and 
the entire crew scattered in all directions in an organized search for the 
missing employee, who, it was feared, had suffered an attack of amnesia 
or had met with some sort of foul play. The former eventually proved 
to be true. 

The number of lumber concerns in the South having a history of as 
much as forty-three years’ continuous operation back of them, and a timber 
supply for many years ahead, is limited and is growing smaller year by 
year. The fact. that here in western Louisiana is a concern with this 
splendid record of achievement, and headed by young men looking far 
into the future, should be a source of considerable satisfaction to buyers 
of longleaf pine, who have the assurance that for many years to come 
they need have no worry as to a reliable source of supply. 





field. 


Private financing, backed by Govern- 








Mass Housing May Hurt FHA 


Program 


Wasuincton, D. C., March 25.—'Frank 
Carnahan, secretary National Retail Lumber 
Dealers’ Association, has sent a communica- 
tion to all members of Congress, directing their 
especial attention to the dire results for the 
retail lumber and building material dealers that 
might develop in connection with the provision 
of $450,000,000 for Government housing in- 
cluded in the mammoth five-billion-dollar relief 
bill. At the same time he mentioned the fact 
that as a result of a survey made by his or- 
ganization, it has a record of 48,376 prospects 
for building, which will total $200,455,600, 
which building will proceed just as soon as 
arrangements can be made for financing through 
the Federal Housing Administration. Further, 
Mr. Carnahan said: 

We have been working closely with Ad- 
ministrator Moffett, and we feel satisfied that 
the private construction field will open imme- 
diately with unlimited possibilities for de- 
velopment. It is conservative to estimate 
that there is easily $500,000,000 worth of new 
construction ready to go as soon as we can 
arrange for the financing. With this tremen- 
dous amount of private home building offer- 
ing, it is a serious matter for the United 
States Government to go further into the 
matter of subsidizing cheap home building. 

We do not know to what further extent 
the Government purposes to go into the 
building field through its various agencies. 
However, we think it necessary to point out 
that any governmental activities of this kind 
will seriously handicap and possibly defeat 
the extensive program of private home build- 
ng now being developed by the Housing Ad- 
ministration, and the endeavors of that or- 
ganization and the building industry to in- 
duce private capital to enter the construction 


ment insurance, will prevent further drains 
upon the United States Treasury and will 
provide the employment relief that is being 
contemplated by the proposed Government 
subsidy. You have passed legislation to take 
care of the housing situation; it is one of 
the finest pieces of legislation ever enacted. 
It is now beginning to function. Congress 
should hesitate a long time before it destroys 
this one piece of legislation, which will pro- 
vide new construction in an orderly and nor- 
mal manner and provide work for the men 





Ask $800 Millions for Low-Rent 
Housing 


[Special telegram to AMERICAN LUMBERMAN] 
Wasuincton, D. C., March 26.— Senator 
Wagner, of New York, today introduced a bill 
to make permanent the Housing Division in the 
Interior Department. The bill carries an ap- 
propriation of $800,000,000 for slum clearance 
and low-rent public housing. 


Former Employee Buys Hard- 


wood Plant 


DotHan, Ata., March 25.—Announcement 
has been made by the C. M. Gooch Lumber 
Co. of the disposal of its plant here to J. W. 
Wells, of Montgomery, who will operate it as 
the J. W. Wells Lumber Co., specializing in 
hardwoods, cypress and dimension stocks, simi- 





‘ lar to the business carried on by the Gooch 


company. Mr. Wells was formerly connected 
with the C. M. Gooch Lumber Co. at Mont- 
gomery, and has established an enviable repu- 
tation as an authority on lumber, its uses, and 
the needs of the builders. 


Incentive System Benefits 
Employer, Employee 


HempHILL, Tex., March 25.—E. G. Prud’- 
homme, superintendent of the Temple Lumber 
Co. here, is well pleased with the results of the 
incentive system recently installed at that com- 
pany’s plant under the direction of the Forest 
Products Engineering Co., of Chicago, and 
which was made the subject of discussion at 
the recent meeting here of the Texas-Louisiana 
Mill Managers’ Association. The incentive 
system installed by the Temple Lumber Co. is 
similar to that adopted some time ago by the 
Tremont Lumber Co., of Rochelle, La., and 
other large lumber manufacturing concerns. 

At the meeting of the association on March 
16, the plant was operated during the morning 
so that the visiting mill managers could see an 
actual demonstration of the workings of the 
incentive system and get a better understanding 
of the desirable features of it from the stand- 
point of both employer and employee. 

Under the incentive system, all the opera- 
tions are on a piece-work basis, the best feature 
of the system being the elimination of waste 
effort, lost time and labor turnover. Under 
this system, employees are guaranteed a wage 
not less than the established Code wage, and 
are given an incentive to eliminate lost time 
and unprofitable effort through being paid a 
bonus which has been worked out on a thor- 
oughly sound and systematic basis. 

Visiting mill managers were greatly inter- 
ested in the plan as explained to them by a 
representative of the Forest Products Engineer- 
ing Co., and it is expected that others will 
follow the lead of the Temple Lumber Co., the 
Tremont Lumber Co., and other manufacturers 
who have installed the system. 


New Orteans, La., 
March 25.—Intense in- 
terest in two problems 
brought a large attend- 
ance to the twentieth 
annual convention of the 
Southern Pine Associ- 
ation and second Code 





L. O. CROSBY, 
Picayune, Miss.; 
Retiring President 








conference of the Southern Pine Division, held 
here March 13 and 14, a brief report of which 
was carried in the March 16 issue of AMERICAN 
LuMBERMAN. One of the problems was: “What 
is going to happen to the Lumber Code?” The 
other: “What will be the attitude of the United 
States in regard to the administration of the 
conservation provisions in Article X of the 
Lumber Code?” 


Government Might Log But Not Saw 


The answer to the first was “Nobody knows.” 
As stated by United States Forester F. A. 
Silcox, the answer to the second was: “In my 
opinion there is no social advantage in substi- 
tuting public management of industry if private 
initiative can and will accomplish the same 
social objectives at no greater cost to the 
public.” 

Mr. Silcox delivered an interesting address 
before the National Control Committee, in 
which he outlined, in much more conservative 
terms than in a previous address before the 
annual meeting of the Society of American 
Foresters, his ideas as to proper co-operation 
between the Government and the industry, and 
the extent to which the Government should go 
in acquiring private timber holdings and log- 
ging Government timber. In this connection, 
he said: 

Where a community on or close to the 
public forests is in need of employment, and 
where there is a local demand for forest 
products and private initiative is lacking or 
unwilling to undertake logging, the Govern- 
ment would be justified, in my opinion, in 
logging its own timber as a means of pro- 
viding immediate work and supplying local 
needs. Government logging of its own 
timber, even if carried on fairly extensively, 
will not offer serious competition to private 
enterprise. Most of the sawmills operating 
on national forest timber would be just as 
well off if they purchased the logs instead of 
the standing timber. Sawmills operating on 
their own timber would not be affected by 
Government logging, because it is not the 
intention of the Forest Service to force more 
logs or lumber on the market than can 
readily be absorbed. 


Favors Only Experimental Mills 


Concerning Government sawmilling or other 
manufacturing, Mr. Silcox thought that justi- 
fication for such Government operations can be 
found only in exceptional cases. He said: 

The Forest Service does not propose to 
embark on competition with the lumber in- 
dustry which in general is already too much 
over-equipped with plant capacity. The 
Forest Service prefers to assist private in- 
dustry in retiring surplus plants and in 
actually substituting plants in forested areas 
directly related to sustained-yield capacity. 

He thought, however, it would be to the ad- 
vantage of the lumber industry for the Govern- 
ment to install a few small mills on an experi- 
mental basis, in various regions, to test and 
demonstrate better methods of milling and utili- 
zation. He said: 


In some instances it is in the public inter- 
produce 


est for the Government to its own 
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lumber, where this can not be obtained read- 
ily or at reasonable cost from other sources. 
The construction of dams remote from rail- 
roads but close to public forests, construction 
of buildings connected with forest adminis- 
tration, and similar construction where the 
sawmill forms an essential part of the equip- 
ment of a large public engineering enterprise 
are cases in point. In order to salvage 
fire-killed or bug-killed timber that can not 
be handled advantageously by existing saw- 
mills, the Government may have to convert 
it into lumber or other forest products. 


As a Forest Service policy, besides building 
up the public forests, it must aid and encourage 
private forest management. “AIl unreasonable 
obstacles to successful private forestry should 
be removed.” 

In closing, he complimented the lumber in- 
dustry on its realization of a need for a change 
in the handling of its lands and its voluntarily 
undertaking to keep forest land permanently 
productive, with sustained yield as the eventual 
goal. 


Government Timber Is Potential Danger 


Reporting for the conservation committee, A. 
G. T. Moore, manager of the conservation de- 
partment of the association, referring to Gov- 
ernment purchases of timberlands, said: 

It should be manifest to us all that if the 
Government pursues the announced acquisi- 
tion program involving in the next ten years 
the expenditure of a half-billion dollars for 
forest lands, those taxpayers in the indus- 
try who are left to support Government face 
either higher taxes to take the place of rev- 
enue lost to local and State communities by 
reason of such huge Federal ownership; or 
else the cost of protecting and administering 
such huge public forest lands, will inevitably 
bring about pressure for liquidation of Gov- 
ernment forests, thus compelling production 
therefrom either directly or indirectly by 
Government or contract, in order to provide 
the cost of carrying such public holdings. 

We have an illustration right here in the 
South. The 150,000-odd-acre Osceola national 
forest in Florida, in the longleaf pine type, 
is being managed primarily for naval stores’ 
production, and at present some 50 crops of 
naval stores are being worked in this forest, 
the products of which compete with naval 
stores produced by private owners, and yet, 
as we all know, there is a serious over-pro- 
duction today of this commodity. Under lim- 
ited Federal ownership this would be ex- 
cused as a demonstration, but it is fallacy 
to expect that the contemplated huge Federal 
purchases of forest lands will be retired until 
actually needed. 





Conservation by Code or Federal Fiat 


Mr. Moore further said: 


The Code may or may not live. While it 
is generally believed that because of the 
President’s predilection towards conserva- 


tion, the substantial features of Article X 
will live regardless of what happens to other 
phases of the Code, nevertheless it is quite 
obvious that there is a sharp line of de- 
mareation between industrial self-govern- 
ment and Federal supervision. It is con- 
ceivable, therefore, that Article X as such 
may die with the Code, either by limitation 


of statute or otherwise, and in its place 
arise the administration of rules of forest 
practice by Federal authority, and in this 


event again, the industry, if it so desires, 
could simply acknowledge itself subservient 
thereto and take what is handed to it. On 
the other hand, the policies underlying and 
activities undertaken by the department of 
conservation having merited approval, a spe- 
cific provision for its continuance as an as- 
sociation activity was adopted unanimously. 


Code Useless Without Enforcement 


Its attitude towards the Lumber Code was 
unanimously expressed by the association in the 
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following resolution presented by M. L. Fleishe 
chairman of the committee: ‘ 

No NRA Code is fair which is not enforced 
Uniformity of compliance is fundamental to 
any Code. 

To insure such compliance, voluntary jp. 
dustry co-operation must have the suppor 
of prompt, impartial and vigorous enforce. 
ment by Government. Without such enforce. 
ment, a code of fair competition, regardless 
of the soundness or fairness of its written 
provisions, becomes a fertile field for unfair 
competition. This is the condition now o 
the Lumber Code in most of the Souther 
Pine region. It is severely, unfairly and de. 
structively penalizing competitors complying 
with the Code. 

It is expected that the extent of legal ep. 
forcibility of NRA codes will be determines 
within the next few weeks by the United 
States Supreme Court. The Southern Ping 
Association has already spent more than one 
million dollars in code administration ang 
in an effort to carry out the purposes of the 
National Recovery Act. The result has been 
disappointing because of absence of effective 
enforcement. It therefore asks that if, after 
the Supreme Court has rendered its decision, 
the United States Government is unable or 
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unwilling to secure the prompt, uniform and 
impartial enforcement of the Lumber Code, 
the Code be suspended within the Southern 
Pine Division; and that no further code of 
fair competition be approved or applied until 
the Government is prepared and able and 
willing to enforce compliance with it by all 
competitors. In the meantime, and pending 
its expiration on June 16, we acknowledge 
and will continue to assume and discharge 
to our best ability the obligation which we 





CHARLES GREEN 


M. L. FLEISHEL 
Shamrock, Fla.; 
Resolutions 


Laurel, Miss.; 
Control Committee 


have assumed with respect to the adminis- 
tration of the Code. 


Officers were elected as reported in the March f 


16 issue of AMERICAN LUMBERMAN, the new 


president being Ernest L. Kurth, vice presidett 9 
and general manager of the Angelina County 


Lumber Co., Keltys, Tex. 


Association and National Directors Named 


To represent the association on the board 0 
directors of the National Lumber Manufactur- 
ers’ Association, the convention named C. 6 & 
Lumber ©, © 
Clarks, La.; M. L. Fleishel, Putnam Lumbe § 
L. Kurth, Angelim 
County Lumber Co., Keltys, Tex.; J. W. Fore 


Sheppard, Louisiana Central 


Co., Shamrock, Fla.; E. 


man, Foreman-Blades Lumber Co., Elizal 
City, N. C.; E. A. Frost, Frost Lumber In 


dustries (Inc.), Shreveport, La.; and Charles 


poro; J. 
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folk. 
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Green, Eastman, Gardiner & Co., Laurel, Miss. 
The following were elected as members of 


the board of directors: 

Alabama—E. F. Allison, Bellamy; E. M. 
MeGowin, Chapman; L. W. Morgan, Selma; 
w. T. Neal, Brewton; M. P. Tinsley, Red Bay. 

Arkansas—L. J. Arnold, Crossett; J. R. 
pemis, Prescott; W. F. Ingham, Kansas City; 
y, K. Thomas, Warren; L. E, Pomeroy, Wil- 


mar. 

Florida—B. B. Brown, Jacksonville; M. L. 
Fleishel, Shamrock; J. S. Foley, Foley; E. A. 
Hauss, Century; B. E. Kenney, Caryville. 

Georgia—F. C. Mills, Acworth; J. H. Rush, 
Lumber City; H. Dixon Smith, Columbus. 

Louisiana—D. T. Cushing, Bogalusa; Q. T. 
Hardtner, Urania; Brown McCullough, Shreve- 
port; W. T. Murray, Rochelle; F. W. Reimers, 
Hammond; J. P. Voss, Bernice. 

Mississippi—L. O. Crosby, Picayune; A. D. 
Burdette, Meridian; C. C. Day, Aberdeen; 
Charles Green, Laurel; S. E. Moreton, Brook- 
haven; J. J. Paschal, Walnut Grove. 

Missouri—B. A. Frost, Shreveport, La.; C. C. 
Sheppard, Clarks, La.; R. B. White, Kansas 
City. 

North Carolina—M. T. Clement, Greens- 
boro; J. W. Foreman, Elizabeth City; H. M. 
Pinkston, Fayetteville; R. G. Turnbull, Nor- 
folk. 

Oklahoma—Herman Dierks, Kansas City; 
Cc. W. Wilson, Antlers. 

South Carolina—L. M. Brown, West Union; 
J. M. Camp, Russellville; W. B. McNeal, 
Hardeeville; Fred Lightsey, Miley. 


Texas—W. F. Edens, Corrigan; J. H. Kirby, 
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G. H. ZIMMERMAN, 
Waco, Tex.; 
Spoke for Retailers 


W. T. MURRAY, 
Rochelle, La.; 


Grading Committee 


Houston; E. L. Kurth, Keltys; 
Dallas; R. W. Wier, Houston. 
Virginia—J. L. Camp, Jr., Franklin; Gar- 
land Gray, Waverly; V. C. Stewart, Peters- 
burg; T. J. Wright, Jr., Norfolk. 
At Large—A. J. Peavy, Shreveport, 
F. L. Adams, Morton, Miss. 


"Roof" on Wages Means "Floor" on Prices 


_In an informal address, opening the conven- 
tion, President L. O. Crosby referred briefly 
to problems with which the association and the 
industry had to wrestle, and in conclusion said: 
—e no recommendation to make except 
; e stand together, and united be ready 
° take our part and prove ourselves worthy, 
So if the Code is handed back to us we will 
carry on. , 

In a short discussion of 
Charles Green, 


Eli Weiner, 








La., 


Code activities, 
chairman of the association’s 
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Topics at Southern Pine Annual 


en of Strong Resolution -- Will Enlarge Promotion Program 


control committee, among other things, said: 

The Lumber Code could have been made a 
success if NRA had done its part in the 
bargain with the industry. Our experience 
is that industry self-regulation under the 
NRA is detrimental Government interference, 
dictation and control of private industry and 
business. The southern pine industry ought 
to decide here for real self-regulation with 
a minimum of Government supervision. We 
are in a hot spot. I don’t know what Con- 
gress will do, but if it is going to write the 
Act alone, it will be a mess. If we want 
NRA, we had better not sit still and take no 
action. 

Speaking briefly on conditions surrounding 
the Code, R. C. Fullbright, association general 
counsel, said the Code had been a failure be- 
cause the Government did not keep its agree- 
ment to support it. He also said: “You can’t 
put a roof on wages unless you put a floor on 
prices to support it.” 

Dr. Gus W. Dyer, Nashville, said he had 
fought NRA before it was enacted because it is 
based on economic quackery. He said: 

People buy and build when prices are low. 
They naturally look for bargains. In times 
of depression, labor, materials and land are 
cheap. The Administration has gone on the 
theory that to raise prices and make things 
high would cause the people to buy and in- 
vest. If natural laws had been allowed to 
prevail, recovery would have come of its own 
volition. 

Promotional Activities Are Considered 


Vice President S. E. Moreton presided at 
the Thursday morning session, which opened 
with an interesting talk by Arthur T. Upson, 
of the National Lumber Manufacturers’ Asso- 
ciation, who described the work of the differ- 
ent departments of the National and outlined 
the tremendous potential market for lumber in- 
dicated by a survey of private and public con- 
struction projects now in sight. 

E. L. Kurth, chairman advertising and trade 
promotion committee, described the plan books 
of small homes, modernizing and dealer helps, 
service by field men to dealers, specifiers and 
consumers of lumber, and recommended expan- 
sion of Southern Pine trade promotion activi- 
ties in issuance of new booklets, revision of 
previously published technical booklets, prepa- 
ration of exhibit material, more extensive field 
work, group meetings of sales representatives 
of lumber manufacturers, and other activities. 


To Revise Schedule of Shipping Weights 


W. T. Murray, chairman grading committee, 
reported that the subject of shipping weights 
had been discussed and, as the existing schedule 
of weights is based on studies made in 1916, 
the committee thought a new study should be 
made to determine any necessary changes, and 
had asked the directors to authorize such new 
study. Mr. Murray said the committee had 
received complaints that certain mills were 
“sweetening grades.” This practice he termed 
as not only unfair competition, but as dishonest. 
He thought the industry would not get far with 
trade promotion if some manufacturers were 
going to sell one thing and ship another. 


Retailers Co-operate on Radio Program 


Greetings from the Lumbermen’s Association 
of Texas were brought by G. H. Zimmerman, 
of Waco, who invited all the manufacturers 
to attend the Texas association’s annual at 
Houston in April. He thought the manufac- 
turers owed it to themselves and to the retailers 
to get better acquainted. They should work 
closer together. He said lumbermen had spent 
75 percent of their time combating those things 
that were calculated to destroy their business, 


and had devoted very lit- 
tle time to constructive 
work. He said the radio 
advertising program of 
the retailers of Texas 
and Oklahoma had in- 
creased the volume of 
business 6 percent. The 
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Southern Pine Association, he said, is sponsor- 
ing two of these Friendly Builders’ Hour radio 
programs this month. 


Foreign Lumber Trade and Tariffs 


Wilson Compton, secretary-manager National 
Lumber Manufacturers’ Association, told of the 
brief the association had presented to the Con- 
gressional committee for reciprocal trade agree- 
ments as they affect lumber. All of the re- 
gional associations, he said, had asked the Na- 
tional to act as their agent in the tariff hear- 
ings. An export department is being organized 
in the National at the request of lumber ex- 
porters, who have agreed to finance it. 

Don Critchfield, of Lincoln, Neb., presented 
an illuminating talk on the proper and improper 
use of paint and the resultant effect on the 
lumber industry. 

Following the unanimous election of officers 
and directors as presented by the nominating 
committee, the convention adjourned. 





Italy Places Large Order 


in Canada 


MonTreaL, March 25.—The Italian Govern- 
ment has given the Donnacona Paper Co. an 
order for 10,000,000 feet of lumber. This is a 
rush order, and it is understood that some of 
the lumber has already gone forward. Con- 
trary to what many people might believe, the 
lumber is not to be used for prospective war 
supplies, but is to be absorbed in Italian home 
industry generally. It. is estimated that this 
order is large enough to keep the Donnacona 
organization going full speed for four months. 
Part of this lumber may be shipped through 
Montreal, and it is also certain that some ves- 
sels calling at Montreal will load Italian-bound 
lumber down the river after leaving this port. 





Plans for Promoting Hardwood 


Are Discussed 


SHREVEPORT, La., March 25.—Fred Schatz, 
of Helena, Ark., who is connected with the 
Chicago Mill & Lumber Co., presided at a 
meeting held here to discuss plans for actively 
promoting wider uses of hardwood lumber. 
Mr. Schatz is chairman of a committee ap- 
pointed at the annual meeting of the Hard- 
wood Manufacturers’ Institute in New Orleans, 
the primary purpose of which is to organize 
southern hardwood producers for promotion 
purposes. John. L. Avery, general sales man- 
ager Frost Lumber Industries, a member of 
the committee, and H. Ben Johnson, president 
Mansfield Hardwood Lumber Co., and presi- 
dent of the Hardwood Manufacturers’ Institute, 
participated in the discussion. Chairman 
Schatz said the committee has been busy and 
its plans have advanced to the point where 
manufacturers now will be approached to ob- 
tain their active co-operation in this move- 
ment. 





88 


New Jersey Convention Earnest Affair 


Deplore Competition From Manufacturers and Recommend Drastic Defense 
Action—Dealers Urged to Sell Reliable Products and Stand for Right Construction 


Assury Park, N. J., March 25.—Confronted 
with a serious distribution problem and irked by 
the failure of both State and National codes to 
yield anything to dealers except headaches, the 
51st annual convention of the New Jersey Lum- 
bermen’s Association, held March 21-22 at the 
Berkely-Carteret Hotel, here, was a grimly earn- 
est affair. The keynote was sounded to 250 
lumbermen in an inspiring address by President 
George Conover and the clarion call to de- 
fend their rights was struck by Fred H. Ludwig, 
Reading (Pa.) retailer, whose inspiring address 
was based on the Biblical story of Gideon and 
his band. 

President Conover did not mince words. 
Pointing out that there has developed a gradual 
disintegration and breaking down of the old, 
sound methods of retail distribution, he de- 
clared that, “We have been deluged with fic- 
tion, fallacy and theory to the point of satura- 
tion, and it is high time we start a process of 
dehydration and get back to a normal condition 
based on fundamentals, facts and experience.” 

Continuing, he said: 


The advent of the warehouses and large 
storage institutions of the Atlantic seaboard 
has brought to the door of the “corner 
grocery lumber yard,” almost instant supplies 
of building materials of every type, thus 
peppering every locality with numerous small 
units without adequate stocks, facilities, or 
finance, and entirely without sound trade 
ethics, which have been the bulwark of our 
industry for the last half century. 

The unscrupulous wholesale distributor and 
manufacturer, under economic pressure of a 
necessity for volume, has not been mindful 
of our interests in the selection of his outlets. 
This has resulted in placing the properly de- 
fined and properly equipped dealer in com- 
petition with any one who might have enough 
cash or credit to rent a vacant building, pay 
a printer for some letterheads, and engage 
in destructive distribution of those products 
which we handle, at any price above actual 
merchandise cost. The time has come when 
we dealers must ask manufacturers and 
wholesalers who solicit our business whether 
they have a definite sales policy, and if so, 
just what it is. 

The dealer who is set up with sheds, yards, 
siding, personnel and finance, can not long 
continue to exhaust his hard-earned capital 
and surplus in a fight with these “vacant 
store” lumber yards. 


Should Sell Reliable Products 


Turning to another subject, President Con- 
over cautioned dealers to sell reliable products 
and to stand for what is right in architecture 
and construction. He predicted a revival of 
new home building now that mortgage money 
through the National Housing Act offers a 
solution of a problem that has been a most 
serious drawback, 


“But now that this hoped-for assistance is 
available,” said he, “it is to the interest of 
every dealer to be thoroughly familiar with the 


Act in order to intelligently advise the cus- 
tomer.” 


Mr. Conover also called the attention of the 
delegates to facts recently brought out in the 
AMERICAN LuMBERMAN (front page, March 2 
issue). Said he: “It injects an optimistic note 
into the situation, by picturing the backlog of 
building which is ahead of us, due to the cessa- 
tion of residential building since 1929. A sur- 
very made in Chicago (including Cook County) 
discloses that in 1926 there were 43,328 cou- 
ples married and 41,416 houses built. In 1934 
there were 41,750 marriages and 189 houses 
built. These conditions certainly have a paral- 
lel in New Jersey, and when the jam is broken 
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there is going to be a flood of new business 
that promises to tax the facilities of the lum- 
ber and building industry to the limit.” 
Lester R. Stewart, Scarsdale, N. Y., gave 
an interesting account of the very success- 
ful sales promotional activities of Westchester 
ad lumbermen in co-operation with the 
Hawley W. Wilbur, West Allis, Wis. (sub- 
urb of Milwaukee), also gave evidence of the 
value of the NHA to the retailer. He told 
how his concern had landed 119 out of 165 jobs 
last fall in Milwaukee, at a selling cost of only 
$3.93 per job. These jobs totalled $50,000 and 
the Wilbur yard sold all the material except 
for heating and plumbing. The jobs ranged 
from $100 to $1800, averaging $500. All were 
financed by local banks. In addition, he esti- 
mated that his yard had sold several thousand 
dollars’ worth of material for cash, many of 
the customers having been attracted by the 
publicity given the FHA plan of financing. 
Thus far not a single payment has become de- 


linquent. 
Concluding, Mr. 
Wilbur said: “The 


FHA is helping us, 
but if a dealer wants 
business he will have 
to fight for it. Go to 
the consumer and show 


A. H. DYKES, 
York; 
Speaker 


New 
Convention 


him that it is just as 
easy to build as it is 
to buy a car or take 
a trip to Cuba. En- G 
courage the small pros- 
pect. Small sales and 
small profits are surely 
better than none at all.” 

John C. Gall, associate counsel for the Na- 
tional Association of Manufacturers, declared 
that the NRA has made the employer the for- 
gotten man and asked, Why should any one 
become an employer? His blistering attack on 
certain features of NRA was greeted with 
thunderous applause, indicating that the New 
Jersey retailers are strongly against the Blue 
Eagle in its present form. He urged that busi- 
ness and industry unite in demanding that if 
the Recovery Act is to be extended it recog- 
nize the principle of voluntary co-operation and 
that no coercion be used to compel codifica- 
tion. 

Congressman Donald H. McLean, of Eliza- 
beth, N. J., was the next speaker. When he 
stated that he voted against the NIRA in the 
first place, he was cheered for several minutes, 
further indicating a decided revulsion against 
the Code—which was so well received at the 
convention a year ago. 





. E. DeNIKE, 
Newark, N. J.; 
Secretary 
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Selecting the New Officers 


Joseph H. Jackson was elected President 
succeeding George Conover. Mr. Jackson 
is head of the J. H. Jackson Lumber Co, of 
Rockaway, N. J. Other officers elected were: 

Vice president—A. P. Holcombe, Sargent 
Bros., Somerville. 

Treasurer (re-elected)—S. 
Bailey & Alling, Newark. 

Secretary (re-elected)—G. Edward DeNike 
Newark. 

Trustees (three years)—Stewart Purcel], 
J. H. Haggerty Co., Phillipsburg; F. Turner 
Howell, Woodbridge; Joseph H. Jackson, 
Rockaway; G. B. Roesler, Hackensack; Victor 
Satter, Red Bank; Edward M. Searing, Dover: 
Lewis Stryker, New Brunswick. 


The annual banquet was held in the hote 
Thursday night, with entertainment provided 
by the Keystone quartet of the Pennsylvania 
Railroad, followed by dancing. 


FRIDAY SESSIONS 


Three prominent champions of a square deal 
for retail lumbermen declared truths in ad- 
dresses which may bring about immediate re- 
form in distribution methods, especially in New 
Jersey and adjacent States. The trio who 
courageously attacked the conditions which 
have been slowly smothering the legitimate re- 
tailer were Fred H. Ludwig, of Reading, Pa, 
Andrew H. Dykes, of New York, and Paul Col- 
lier, secretary-manager of the Northeastern 
Retail Lumbermen’s Association. 


Tells of Unfair Competition 


Mr. Ludwig cited instances where whole- 
salers were selling direct to his customers, 
mentioned a specific case where lumber was | 
being brought in by truck from North Caro- | 
lina for use on a school job which he had pre- | 
viously been supplying. He told, also how 
lumber was being hauled on trucks from 
Memphis to jobs as far west as Denver. The 
retailer with a yard and stock is being killed 
by this sort of competition because he can not 
sell enough volume to take care of his over- 
head. He deplored the fact that the NRA has | 
done nothing to protect the retailers, who are 
now disrupted. He urged them to fight the | 
distribution yards; to get organized, and a 
once analyze the situation. Perhaps, he said, 
we are wrong in thinking that we should main- 
tain yards and give service to our customers; 
maybe the drug store retailer has the right 
idea; if so, let us find it out quick and do like- 
wise. Organize and demand co-operation from 
the manufacturer and wholesaler; and if they 
do not stop selling to vacant store agents, and 
direct to the legitimate dealer’s customer, then 
we will all become wholesalers. 

The next speaker on the distribution situa- 
tion was Mr. Dykes, who has two retail yards 
in the heart of New York. The greatest prob- 
lem confronting the lumber dealer today, he | 
declared, is the distribution policy of lumber 
manufacturers and _ specialty manufacturers 
whose products we sell—the granting to indi- 
viduals or groups of firms carrying local stocks, 
privileges and price concessions that are not 
offered or granted to the lumber dealer. They 
attempt to justify this practice on the ground 
that such firms are wholesalers or jobbers act 


Fred Bailey, 


mail 





ing as a source of supply for the lumber dealer. f 


Manufacturers’ Fight for Volume 


What is the actual purpose of these prac & 


tices?, Mr. Dykes continued. To those wh 
read as they run, it is an attempt by manl- 
facturers to obtain an additional outlet for 
their products and to gain a temporary ad- 
vantage over competitors; and to get this 
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ded volume by cutting their 
eager . making it too obvious. We all 
ears of experience, that all these 

in distribution lead to no in- 
subtertieo* timate consumer. demand. In 
coe) there were 275 lumber dealers in metro- 
non tes New York. Today there are 482 lum- 
Se dealers, so called—an increase of almost 
g0 percent despite the fact that we have gone 
through the worst period of business depres- 
sion and cut-throat competition this area has 

, own. 

Oe aber dealer should be the sole me- 
dium through which the manufacturers 
products are sold—with few exceptions, such 
as the various government departments, or 
“earloads” to industrials—and then only if 
made and delivered in one lot, at one place, 
at time of arrival—and no sale of less than 
a carload is ever a “wholesale” deal. 

It is now time to declare war on all con- 
cerns whose practices, whether wilful or un- 
intentional, are slowly destroying the busi- 
ness of the legitimate, recognized old-line 
retail lumber dealer who has been satisfac- 
torily serving his community, perhaps for 
generations. 

Drastic Action Is Forecasted 

The only way to fight this condition is by 
mass action. Let us organize a mass buying 
institution. Register every lumber dealer 
who is a carload buyer of lumber, roofing, 
insulating board, fibre board, plywood or any 
other commodity which is being sold cheaper 
to other concerns than to the lumber dealer. 
Let us start with the area covered by the 
New Jersey Lumbermen’s Association, the 
Middle Atlantic Lumbermen’s Association, the 
Northeastern Retail Lumbermen’s Association, 
the Long Island dealers and the New York 
Lumber Trade Association. Anpoint a com- 
mittee of ten or twelve lumber dealers to 
act as a,gbuying council and then start mass 
negotiations with the manufacturers. Throw 
our tremendous buying power into one bag. 

There is no better time than right now to 
start this movement. Either you take action 
or your business, as you have always con- 
ducted it, will die a slow death. I advocate 
immediate “declaration of war” on all manu- 
facturers whose policies are destructive to 
the lumber dealer, and, to carry on this war, 
I advocate the immediate appointment of a 
council to lay out a plan of action, unless a 
definite’ about-face is adopted by these 
manufacturers before the National Retail 


te ‘ 
prices withou 


know, from y 





¥ 


AMERICAN LUMBERMAN 


Lumber Dealers’ Association meets in Wash- 
ington on April 16. 


Other Speakers on Distribution 


Next speaker on the distribution problem 
was Paul S. Collier, secretary-manager North- 
eastern Retail Lumbermen’s Association, who 
endorsed whole-heartedly the ultimata of Mr. 
Ludwig and Mr. Dykes, and declared that the 
retailer must be placed on a basis to compete 
with the chain stores and other mass-buying 


concerns. He also urged that effective selling 
methods be put into force without further 
delay. 


Arthur B. Holmes, vice president of the New 
Jersey chapter of the American Institute of 
Architects, addressed the convention on “The 
Pre-fabricated House Fallacy.” He recom- 
mended setting up some kind of co-operative 
agency to influence public demand for houses 
built of wood. 

Spencer D. Baldwin, president of the Na- 
tional Retail Lumber Dealers’ Association, de- 
fended the NRA, and stated that it was work- 
ing satisfactorily in other parts of the country, 
especially in the middle West, from which he 
had recently returned. 

Frank Carnahan, secretary of the National 
Retail Lumber Dealers’ Association, Washing- 
ton, D. C., told of some of the things which the 
National has accomplished. 

Arthur Walsh, of Newark, explained the re- 
sults, in this State, of the Federal Housing 
Act. He was very optimistic concerning the 
future of New Jersey building operations. 

N. J. Molinari, president of the Associated 
Lumber Material Salesmen’s Association, 
pledged one hundred percent co-operation with 
the retail lumber dealer, and Secretary-Man- 
ager W. W. Schupner of the National-Ameri- 
can Wholesale Lumber Dealers’ Association 
gave an enlightening talk on the wholesaler’s 
responsibility. 

A brief talk was made by George Stevens, 
president Northeastern Retail Lumbermen’s 
Association. The usual resolutions were 
omitted, but Secretary DeNike, on behalf of 
the Association, expressed thanks and gratitude 
for the untiring efforts of retiring President 
Conover. 


lowa Dealers Discuss Big Problems 


Orrumwa, Iowa, March 25.—The annual 
meeting of the Southeastern Iowa lumbermen 
was held at the Ottumwa Hotel, March 21-22, 
with about one hundred dealers and manufac- 
turers in attendance. 


The sessions opened Thursday evening with 
a dinner, followed by round table discussions 
which evoked some very pertinent remarks 
from the dealers present. Russell Weir pre- 
sided at this session. 


R. V. Porter led the discussion on “Gross 
Margins,” and presented some eye-opening facts 
and figures. 


O. C. Lance, secretary Northwestern Lum- 
bermen’s Association, led a discussion of “Leg- 
islation,” covering bills now in the hoppers of 
both State and National law-making bodies 
that are of special interest to the lumber and 
building industries. 


H. F. Bramman led on the subject of “Mer- 
chandising” ; T. S. Douglass talked on “Credits 
and Collections”; and H. S. Wormhoudt dis- 
cussed “Importance of County Organizations.” 
These round table discussions have become a 
very important part of the meetings and each 
year a greater number of dealers partici- 
pate in the presentation of ideas from the floor 
after the opening talks. 


Friday morning was given to an address by 
Mr. Lance, in which he stressed getting back 
to fundamentals, urging the dealers to analyze 
themselves and their business with the goal of 
putting the lumber yard again in the profit 
cotumn. There was discussion from the floor 
regarding problems that all dealers are facing. 





This session was presided over by Harold 
Leonard. 

Friday afternoon L. D. Beckett, of the Fed- 
eral Housing Administration, gave a talk on 
the Housing Act showing results that have 
been gained over the State of Iowa, and ex- 
plaining the plan of operation that should be 
used by those communities that have not been 
active up to now. He also stressed the fact 
that Title II of the Housing Act is now ef- 
fective. This Title applies to the building of 
new homes, where the “volume business” for 
the material dealer lies. 

A. L. Alcorn, of the Iowa Builders Supply 
Co., Cedar Rapids, gave a talk on “Co-ordina- 
tion for a Stabilized Industry” in which he 
emphasized the need of understanding and co- 
operation between dealers; of the need for and 
benefits from associations and smaller groups. 

. B. Tusant gave a talk on “Taxing the 
Building Dollar,” in which he put out some 
information that was at least surprising to the 
average dealer who pays taxes but no doubt 
never looked at the tax situation from the 
slant presented by Mr. Tusant. Russell Weir 
presided again at this session. 

The meeting was closed Friday evening by 
a banquet, show and dance. 

The salesmen’s organization, known as the 
Moonlight Club, helped make the convention a 
success. J. L. Skelly is president, and T. S. 
Douglas secretary, of this organization. 

—_—_— 
ALL EMPLOYEES of a big office building in 


New York are fingerprinted as a precaution 
against pilfering. 
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Ce ee 
LUMBER DEALERS 


in many parts of the country 
are tying in on the Better 
Housing Campaign by sell- 
ing wallpaper selected from 
the 
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Waterfast 
WALL 
PAPERS 


Write at once for samples, 
quotations, and full 
particulars. 


LENNON 


WALLPAPER COMPANY 
Joliet, Illinois 

















Our virgin Missis- 
sippi Longleaf tim- 
ber is superior—our 
manufacturing facili- 
ties adequate and 
you can depend on 


our standards of 
quality and service. 


We invite your in- 
quiries and orders, 
particularly for all 
house bill items and 
special cutting. 
Careful loading and 
prompt shipment. 























R. BECHTELHEIMER, SPENCER LAINHART 
Dade City; West Palm Beach 
New President Past President 


OrLanbo, Fia., March 25.—At its fifteenth 
annual homecoming to Orlando, March 15-16, 
the Florida Lumber & Millwork Association 
found that there had been made great and last- 
ing progress in the main object of organiza- 
tion—100 percent distribution through retail 
lumber, building material and supply dealers. 

This was a notable convention in interest, 
quality of attendance, indication of purpose, evi- 
dence of accomplishment and determination to 
carry on. 

So strong were, and are, its members for the 
principles of NRA Code practice that they or- 
ganized their own setup (the Florida Building 
Material Institute) to carry on if the Code 
authority ceases, and added to this a strong 
resolution urging continuance of NRA after 
June 16. 

In further strengthening of their position a 
“revised distribution policy” has just been is- 
sued by the Institute, covering all commodities 
handled by dealers, and defining the rule in 
each department. Officers report better than 
80 percent of the producers and handlers co- 
operating. 

To indicate that dealers are in earnest, one 
case is cited. A big manufacturer, long in fine 
affiliation with dealers, refused to drop a dealer 
to whom the “regulars” objected. There was 
a break, which continues despite every effort 
of scores of friends to close it. 

Even casual knowledge of the inside proves 
beyond question that the members of this asso- 
ciation have gone far to establish what they 
demand in distribution practice, and in doing so 
have retained and extended the respect of all 
departments of the business. The association 
has ample money for operating expenses, al- 
most five thousand dollars in a savings account 
and the largest membership in its history. 


More About Distribution 


An open-forum conference on distribution, 
begun on Friday, led by Robert S. Bechtel- 
heimer (the new president) continued over to 
Saturday. Jack Townsend, of Lake Wales, 
owner of five yards in the Lakeland district, 
could see every advantage to producer and job- 
ber in the policy of all distribution through the 
dealer. Chas. Gallagher, Jacksonville, and A. S. 
(“Shortleaf’) Johnson, Orlando jobbers, agreed 
with this dealer use policy. 

A Miami dealer reported a Cincinnati or- 
ganization flirting with contractors direct. Rush 
Todd, Ocala, past president, had a like com- 
plaint from other sources, which he resented, 
and Spencer Lainhart, presiding, reported the 
East Coast pestered in the same way. 


Changes in Roofing Paragraph 


Mr. Todd reported that the requirement for 
designation as roofing applicator had been 
changed to 20,000 pounds in stock (except 
metals) instead of 40,000, the latter figure be- 
ing excessive. He also noted that the Building 
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Florida Dealers Revise Dis. 
tribution Policy 


Material Institute schedules now exclude FERA, 
CWA and other government, relief units from 
the excepted government-direct-sales class. 
These are not government institutions, says the 
new rule. 

A Georgia “bad actor” (direct selling) was 
panned, and will be watched. Roy Morrison, 
Georgia association secretary, promised to look 
into the case, and on the suggestion of Major 
Earl Wood a plan was worked out for Morri- 
son and Florida Secretary Frank Williams to 
watch out for overlapping bad practice in both 
States. 

Following a message from the National asso- 
ciation, on tariffs, the convention voted to op- 
pose reductions on Canada shipments or any 
others. 

Resolutions were adopted urging continuance 
of NRA after expiration date, June 16, and pro- 
testing against the government installing mills 
to cut lumber for farm rehabilitation establish- 


ments. 
THE OPENING SESSION 


The Rev. Morris B. Book, pastor of the Chris- 
tian Church, prayed that all might be in broad- 
est sense master builders, and Chamber of Com- 
merce President T. K. Johnson extended a glad 
hand to the men of a business that is one of the 
biggest in the country, and through which there 
is a real hope for return to prosperity. 

First President W. E. Tylander, of Fort 
Pierce, ran back over 15 years of lumber his- 
tory in responding to the general welcome. 


The President Reports 


After his “Stand-up and report” order had 
been obeyed, President Spencer Lainhart gave 
his message in a few words, all cheerful and 
encouraging. He had not been well since the 
recent Jacksonville session. “We have,” he 
said, “the best outlook in our business for many 
years, more evidence of real prosperity than it 
has been our good fortune to observe in a 
long, and sometimes lonesome, decade.” Out 
of this will come added competition, he warned, 
but “Don’t let that bother you; when a new 
man opens up, don’t fight him; welcome him, 
and get him into the association, where he can 
help us in our job of co-operation.” 

New members were reported as follows: 

Active—George J. Phillips, Phillips-Moor- 
man Lumber Co., Panama City. 

Associate—W. J. Youngblood, 
Paint Co., Dayton, Ohio. 

Back from public service in Washington, 
Treasurer Ben Wand reported $4,756.82 in bank 
and association finances in splendid shape. 

Secretary Frank Williams had no set report. 
He introduced among others present, Victor 
Wheeler, secretary of the Carolina associa- 
tion, and Roy Morrison, like officer for the 
Georgia dealers. 


The Insurance Report 


Few times in the fifteen years had Chairman 
Malcolm McCrory, of the insurance committee, 
been absent, so there was general regret that 
he was obliged to report through Frank Lewis, 
of his office staff at Jacksonville. Accomplish- 
ments of the year included a ten cents credit 
for “exceptional care and order,’ which will 
save members $4,200 a year. A. half-dollar 
per $100 of insurance for electrical rip and 
sizer saws, is out, saving $1,500 per year, and 
the 50 cents railroad 50-foot exposure charge 
was brought down to 35 feet and 15 cents, add- 
ing $1,200 per annum to savings. 

These savings apply to coverage in stock 
companies. If the changes are extended to 
mutual and reciprocal policies, there will be 
$2,500 more for the credit account. Fifty per- 
cent of the membership answered the insurance 
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questionnaire sent out by Secretary Frank Wij. 

liams. If this represents (in their replies) the 

other half and ratio between stock and other 

lines of cover, the total savings to members 

will be $18,800 a year in premiums, said \; 

Lewis. 
Guy Stoms Comes Back 


Back after several years absence, Past Presi. 
dent Guy Stoms, of Miami, was given a royal 
welcome. He is now secretary of a lumber 
dealers association in Dade and Broward coup. 
ties. 

Georgia Secretary Roy Morrison said that the 
fame of the work, success and victories of the 
Florida association had gone abroad. “If w 
copy your plans and programs we could do m 
more,” he stated. 


"Creative Selling" Is Speaker's Theme 


Roscoe C. Briggs, president Briggs Lumber 
Co., Oneonta, N. Y., a former president of the 
Northeastern Retail Lumbermen’s Association, 
shook the assembly into highest interest in an 
address on “Creative Selling—Key to Profits” 
He elaborated on the following main points: 
“Know yourself, sell yourself, know your trade, 
know your stock, sell your stock, advertising, 
collections, complaints.” 

Build up good points in personality and 
strengthen weak ones, advised Mr. Briggs; find 
out all to be known of the business and what 
the trade needs and uses; keep posted on con- 
sumer problems; reduce insurance rates by 
keeping clean yards; put odds and ends out in 
front, until the annoyance of falling over them 
forces sales “in order to get ’em out of the 
way;” visit manufacturing plants to see how 
the stuff you sell is made; use the adyertising 
space on your trucks; maintain good mailing 
list; distribute the advertising material supplied 


by manufacturers (too often forgotten) ; watch | 
accounts and avoid bad collections; jump right | 


out to follow up complaints; boost quality, and 
avoid cheap sales. 


Past Presidents and Salesmen 


In a “Merchandising Forum” the following 
past presidents were heard: W. E. Tylander— 
“There is good business in association support.” 

Haynes Mahoney—“Get your order and get 
out.” 

Guy Stoms—“Close co-operation eliminates 
suspicion.” 

Joe McCormick—“Watch the demand.” 

Rush Todd—“Let’s quit this cheap business.” 
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Bill Sneed—‘‘Salesmanship not dead, just 
dormant.” 
Election of Officers and Directors 
The association elected the following officers 


and directors : 

president—Robert S. Bechtelheimer, Dade 
City promoted from vice president. 

Vice president—Alston Shoaf, Miami. 

Treasurer—Ben Wand, Jacksonville. 

National Director—Spencer Lainhart, West 
palm Beach. This office always goes to the 
retiring president. 

Associate Directors—J. E. Crosby, Sham- 
rock, for the manufacturers; E. L. Chiasson, 
Jacksonville, for the jobbers. 

District Directors—R. E. Lee, Pensacola; 
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E. H. Pichard, Tallahassee; E. S. Spencer, 
Jacksonville; Cecil Willis, Daytona Beach; 
J. H. Lane, Fort Pierce; A. B. Crouch, West 
Palm Beach; E. B. O’Neil, Miami; V. G. 
Widerquist, Fort Meyers; . G. Shepard, 
Sarasota; H. H. Brenner, Lakeland (post- 
office Davenport); Asher Culp, Tampa; A. W. 
Harris, St. Petersburg; Ray Spaulding, Cen- 
tral (postoffice Orlando); E. J. Maugans, 
Leesburg; D. R. Marshall, Panama City. 

Following election of officers, Retiring Presi- 
dent Spencer Lainhart thanked everybody for 
splendid support in his two years of service. 
“Let me leave this with you,” he urged, how- 
ever: “If dealers worked as hard to maintain 
our principles and ethics as the manufacturers 
and wholesalers do, we would have a much 
better association.” This sentiment was ap- 
plauded. 


To Revive Old Southern Rotary 
Cut Association 


New OrLeans, La., March 25.—The nine- 
teenth annual meeting of the Southern Rotary 
Cut Lumber Association was held here March 
13. E. B. Martin, chairman, presided. The 
meeting was preceded by a meeting of a com- 
mittee of the association—D. W. Winn, J. H. 
Switzer and D. B. Hayes—with David T. Ma- 
son, executive officer, and Carl W. Bahr, sec- 
retary-treasurer, of the Lumber Code Author- 
ity; B. W. Lakin, of the National Control 
Committee; Col. Crawford, of the National 
Recovery Administration, and T. M. Logan 
Bruns, deputy administration member of the 
Southern Rotary Cut Lumber Association. 
The committee reported that a clear under- 
standing of all problems had been reached 
with the Lumber Code Authority for the first 
time since the inception of the Code, and that 
a successful solution of the now existing dif- 
ferences was assured. The problem of jurisdic- 
tion was carefully considered, and it was in- 
formally agreed that the rotary cut lumber 
manufacturers would petition the Lumber 
Code Authority for jurisdiction over all box 
and/or package grades of veneer sold in the 
open market. (If a manufacturer produces 
veneer for his own use and consumption in his 
plant, the veneer so produced would not be 
under this jurisdiction). It was informally 
agreed that the geographical jurisdiction would 
be extended to include all States east of the 
Rocky mountains. 


Veneer Subdivisions Suggested 


The Committee suggested that a Veneer 
Division be formed by an amendment to the 
Lumber Code, with three Subdivisions—Ro- 
tary Cut lumber, Face Veneer and Commer- 
cial Veneer. It was proposed that these divi- 
sions collectively maintain a representative on 
the Lumber Code Authority. It was noted by 
the meeting that the presentation of their peti- 
tion to the Lumber Code Authority be deferred 
until a definite solution is had regarding NRA. 
The committee was continued. 

D. B. Hayes offered a plan to the meeting, 
whereby the activities of the old association 
would be revived, and those present agreed 
unanimously’ to commence work immediately 
for its success. Twenty mills have agreed to 
guarantee the underwriting of the expenses at 
a miNimum of $15 a month a mill, which will 

reduced as other mills are added to the 
membership. Sales reports are to be tabulated 
weekly and mailed to subscribing mills and 
potential subscribers. Production reports will 
be continued, and a letter covering general in- 
ustry information will be issued each week. 

The following were elected members of the 
executive committee: T. W. Butler, Jasper 
Veneer Manufacturing Co., Jasper, Tex.; D. 
B. Hayes, Neal Lumber & Manufacturing Co., 
Blountstown, Fla.; E. B. Martin, Martin 
Veneer Co., Ponchatoula, La,; B. E. Green, 





Green Veneer Co.; Leaf, Miss.; O. C. Grimes, 
Grimes Veneer Co., Brent, Ala.; D. W. Winn, 
Pascagoula Hardwood Co., Laurel, Miss.; 
J. H. Switzer, J. H. Switzer, Bogalusa, La. 

The committee elected D. B. Hayes, chair- 
man; D. W. Winn, vice chairman; E. H. Ellis, 
secretary. 

E. B. Martin, retiring chairman, was given 
a vote of thanks for the tireless work and ef- 
fort he has given the association during the 
last two and one-half years. 

A vote of thanks for his aid and timely ad- 
vice was given to T. M. Logan Bruns, of the 
National Recovery Administration. 





Southern Piners Honor Texan 


(Continued from front page) 


long time on the grade-marking, transportation 
and finance committees. He has been a di- 
rector in the association since 1928, and has 
been a vice president for the last three years. 
Mr. Kurth was a member of the southern pine 
industry’s steering committee that was en- 
trusted with the formulation and negotiation of 
the Lumber Code, and since its adoption he has 
been a member of the Lumber Code Authority 
representing southern pine; a member of the 
southern pine industry’s control committee, and 
also of its cost-protection committee while that 
feature of the Code was in force. 

Mr. Kurth’s activity in the affairs of the 
association and the industry for years past has 
given him opportunity to become thoroughly 
familiar with their problems. This will be of 
great value to him as president of the southern 
pine industry’s trade organization, which also 
is the administrative agency of the Lumber 
Code in the Southern Pine Division. The 
selection of a man of Mr. Kurth’s sound and 
deliberative judgment, long experience, un- 
questioned fairness and agreeable personality 


to head the association, is considered by the ° 


members of the industry as particularly for- 
tunate at this time, when the industry is con- 
fronted with so many trade and Code problems. 

Mr. Kurth long has been closely identified 
with the Lumbermen’s Association of Texas 
and enjoys in full measure the confidence and 
esteem of the retail lumber and building ma- 
terial dealers of Texas and the Southwest. Un- 
der his administration, the Southern Pine Asso- 
ciation will cefment still closer its friendly re- 
lationship with the retail distributors. 

The Angelina County Lumber Co., to the 
affairs of which Mr. Kurth devotes most of his 
attention, markets, in addition to its own prod- 
ucts, the output of Kurth Lumber Manufactur- 
ing Co., Clarksville, Conroe Lumber Corpora- 
tion, Conroe, Angelina Hardwood Co., Ewing, 
Trout Creek Lumber Co., Kirbyville, Tex., 
and the company’s slogan “Sudden Service” is 
familiar to lumber buyers everywhere, 
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‘NEWMAN 





QUALITY 
Begins in the Woods 


Choice, Virgin, Old-Growth Timber plus mod- 
ern methods and equipment—that’s why NEW- 
MAN Long Leaf always satisfies—the original 
quality is delivered to you in the finished prod- 
uct. You'll find it unsurpassed for Timbers, 
Yard and Shed Stock, “eased edge” Dimension, 
Flooring, Finish, Plastering and Fence Lath, 
Shingles, etc. All air dried stock is dipped to 
prevent stain. Let us figure on your Long Lew 
requirements. 


“NEWMAN” stock is S.P.A. Grade-Marked, 
Trade-Marked—Species Marked. 


J. J. NEWMAN LUMBER CO. 


BROOKHAVEN, MISS. 


Eastern Sales Office : SCRANTON, PA. 
Also Selling Famous “BUDE QUALITY” Shortleaf Stock. 








BURDETTE LUMBER COMPANY 
CUT-TO-ORDER TIMBERS & HEAVY JOIST 
STEAM K D FINISH--BRIGHT DRY 
SHIPLAP FLOORING AND BOARDS 
HIGH GRADE DIMENSION 
MiLLs AT Epwarps,Miss.& CANTON, Miss. 


SALES OFFICE 











MERIDIAN, MISS. 
When in the Market 
for Balsa Wood 


BALSA WOOD 


DEMAND NELSCO BRAND 


We carry in stock over 200,000 feet lumber and 
shorts. Mail us your inquiry NOW. 


NELSEN LUMBER CO., 819 Gravier St. New Orleans, La. 
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What the Associations Are 
Planning and Doing 


2—National Control Committee of the Lum- 


April 


ber Code Authority, Washington, D. C. Called 
meeting. 

April 5—Eastern Lumber Salesmen’s Association, 
Kugler’s, Philadelphia, Pa. Annual. 


April 5—Southeast Missouri Retail Lumber Dealers’ 
Association, Marquette Hotel, Cape Girardeau, 
Mo. Annual. 

April 9—Southeastern Hardwood Manufacturers’ 
Club, Carling Hotel, Jacksonville, Fla. Monthly. 

April 9-11—Lumbermen’s Association of Texas, 
Rice Hotel, Houston, Tex. Annual. 


April 11—Philadelphia Wholesale Lumber Dealers’ 
Association, Kugler’s, Philadelphia, Pa. Quar- 
terly. 

April 16-18—National Retail Lumber Dealers’ As- 
sociation, Shoreham Hotel, Washington, D. C. 
Annual. 


April 18—Southern Hardwood Traffic Association, 
Hotel Peabody, Memphis, Tenn. Annual. 
April 25-28 (dates tentative)—National Lumber 
Manufacturers’ Association, Drake Hotel, Chi- 

cago, Ill. Annual, 

6-7—Kansas Lumbermen’s Association, 
sonic Temple, Salina, Kan. Annual, 
8-9—Alabama Lumber and Building Material 
Dealers’ Association, Birmingham, Ala. Annual. 
14-16—Associated Cooperage Industries of 


America (Inc.), Jefferson Hotel, St. Louis, Mo. 
Annual, 


May Ma- 
May 


May 


May 14-15—Arkansas Association of Lumber Deal- 
ers, Hotel Marion, Little Rock. Ark. Annual. 
May 15-16—National-American Wholesale Lumber 
Association, Ambassador Hotel, Atlantic City, 
June 25-27—Northwestern Lumbermen’s Associa- 
tion, Breezy Point Lodge, Pequot, Minn. Sum- 
mer convention, 
ee 





Plans for National Retailers’ Annual 


Wasuincton, D. C., March 26.—Arrange- 
ments are being rapidly whipped into shape for 
the annual convention of the National Retail 
Lumber Dealers’ Association to be held at the 
Shoreham Hotel, this city, April 16-18. All 
lumber dealers are invited to attend. 

Proininent speakers to be heard include J. 
A. Moffett, head of the Federal Housing Ad- 
ministration; Senator Moore of New Jersey, 
and possibly Donald Richberg, acting chairman 
of NRA. Among the important subjects to be 
discussed are housing and distribution of lum- 
ber and cement. 

During the convention the Retail Lumber 
Code Authority also will meet in annual ses- 
sion, at which time election will be held. 





To Discuss Traffic Problems 


Mempuis, TENN., March 25.—The twenty- 
second annual meeting of the Southern Hard- 
wood Traffic Association will convene at the 
Hotel Peabody at 10 a. m. April 18, according 
to announcement made by C. A. New, secre- 
tary-manager. Many traffic matters will be 
discussed. One of these is the proposed in- 
crease in shipside rates for lumber for export 
or coastwise movement of 24 cents per hundred 
pounds, which is no more than an increase in 
rates for export. The meeting will be open 
to non-members. President Eugene Woods has 
appointed W. B. Chapman as chairman of the 
committee to select new officers. 





Kansas Retailers to Hold First Annual 
Meeting May 6-7 

SALINA, Kan., March 25.—Announcement is 
made by H. L. Hibbs and J. R. Montgomery, 
respectively president and secretary of the Kan- 
sas Lumbermen’s Association, that the first an- 
nual convention of that association will be held 
in the Masonic Temple, Salina, May 6-7. _ 

This association was organized one year ago, 
and it is planned to celebrate the first anni- 
versary with a big gathering of the lumbermen 
of the State and an exceptionally strong pro- 
gram. A feature of the convention will be the 
exhibits, space for which is being rapidly re- 
served by manufacturers. 
All dealers of the Sunflower State are urged 


to attend this meeting, with assurance that they 
will be amply repaid in the ideas and inspira- 
tion that will be brought to them by speakers 
of national repute. 





Coming Meeting of National Lum- 
ber Manufacturers’ Association 
Is of Great Importance 


[Special telegram to AMERICAN LuMBERMAN] 


Wasuincton, D. C., March 28.—The thirty- 
third annual meeting of the National Lumber 
Manufacturers’ Association will be held at the 
Drake Hotel, Chicago, April 25, 26 and 27, ac- 
cording to tentative plans, subject to possible 
change, announced today. It is expected that 
at that time all of the important regional and 
species groups of lumber manufacturers not 
now affliated with the National will have 
evidenced their intentions to re-affiliate, thus 
reconstituting this association as a federation 
of the lumber manufacturing industry. 

Because of developments in the crucial 
Belcher appeal case, the meeting assumes 
added importance. 

[Nore: A telegraph story from Washington 
covering the Belcher case appears; on page 33. 
—Eprror. | 
_ The coming event has a wider appeal to the 
industry than most of the annual gatherings 
since 1929. The magnet which has particularly 
drawn the regionals together again is the neces- 
sity for trade promotion activity. The funda- 
mental group phase of lumber promotion will 
be the responsibility of the National associa- 
tion, leaving the regionals charged with the 
duty of promoting their particular species. 

Federal legislation affecting the industry is 
another topic of intense interest to come be- 
fore the meeting. A plan for the perpetuation 
of the Export division within the National, tem- 
porarily set up and financed by the export or- 
ganizations, will be submitted to the Board 
of Directors. 

A special meeting of the National Control 
Committee of the Lumber Code Authority has 
been called, here, for April 2 to consider effect 
of withdrawal of the Belcher case from the 
Supreme Court; and to clarify views of divi- 
sions, sub-divisions and members regarding 
suspension of Code and to determine what 
action should be taken thereon. 





Dates Are Fixed for Cooperage In- 
dustries' Annual Convention 


St. Louis, Mo., March 26.—Announcement 
is made from headquarters of the Associated 
Cooperage Industries of America (Inc.), 411 
Olive Street, this city, that the 20th annual 
meeting of that organization will be held in the 


_ Jefferson Hotel, here, May 14-16. 





Incentive System Discussed by 
Mill Managers 


HemMpuHiILt, Tex., March 25.—The March 
meeting of the Texas-Louisiana Mill Managers’ 
Association, held here on March 16, was de- 
clared by those in attendance to have been the 
most interesting one held by thg organization 
in many months. There was a good attendance 
of mill managers from both Louisiana and 
Texas, and the principal subject for discussion 
was the incentive system being inaugurated by 
the Temple Lumber Co. After an inspection 
of the plant and a study of the incentive system 
in actual operation, there was an interesting 
discussion among those in attendance, held in 
the office of the Temple Lumber Co. 

After the meeting, an excellent luncheon was 
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served by the Parent-Teachers’ Associati in 
the stage of the school auditorium. During’ ge bse! “4 the 
luncheon, the guests were entertained by sey, = caant of 
readings given by Miss Cecile Purdy, of Pig. ~ sion Ww 
land, an accomplished dramatic reader, : pen of tl 

Following the luncheon, the guests heard an recto as soo! 
interesting talk by G. E. Melliff, of Housen | ™ yen 
on “Closer Co-operation Between the Many. sg recent ( 


facturer and the Retailer.” 

Host at this interesting meeting was FE. G 
Prud’homme, president of the association anj 
yellow pine sales manager for the Southem 
Pine Lumber Co., Texarkana, through which 


sales tax UPC 
Retailers ar 
buy, instea 

tomer, and ‘ 


: y the tax, 
the output of the Temple Lumber Co. is may. ed next 1 
keted. Mr. Prud’homme proved himself a mog The meet 
amiable host, and was thanked by the associa. he Departt 
tion for an unusually pleasant meeting. if the deal: 
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Dealers Adopt Uniform Order 











roposed thi 
Blank ee months 
Denver, Coto., March 25.—The Mountain | of the pre: 
States Lumber Dealers’ Association has adopted | pecome eff 
a uniform order blank, as recommended at the 
January convention of the organization. The ° 
executive committee considered the matter of Retailers 
sufficient importance to justify the expense o PHILADE! 
sending a pad of 50 sets of these uniform order directors 0 
blanks to each member of the association, which Association 
has just been done. Wednesday 
One side of the blank is to be used for the ford, with 
order, while the other side is well described in | yarious se 
this note at the bottom of the order sheet: The meeti 
Believing in the policies of distribution A. M. No 
stated in brief on the reverse side of this phe ciation 
sheet, and desiring to co-operate with whole- — « 
salers and producers who also subscribe and Busines: 
adhere to such policies, it is made a condition April mee’ 
of this order that the acceptance of same by er's Asso 
the party to whom it is addressed, and/or next Thut 
the ultimate shipper, shall be considered as ing. 
their approval of such policies. The an 
Salesmen’ 
Rhode Island Dealers Hold Ail a 
. i 
Dinner Meeting pre 
Provipence, R. I., March 25.—James M. to the boi 
Brierley, of Wakefield, was elected president of liam Ros 
the Rhode Island Lumber Dealers’ Association Cal Dect 
at a dinner meeting recently held in the Narra- The follc 
gansett Hotel. » Kay, Wi 
Harry Woodbury was elected vice president; | 
Charles Schwab, treasurer; William F. Hazel- ! 
ton, secretary; Edward O. Chase and James T. New 
O’Connell, directors. 
Mr. Brierley was chosen chairman of the 
Lumber Code committee for the State; John S. SAINT 
Angell vice chairman; Mahlon E. Wallace sec- against 
retary and treasurer. = oe 
Harold A. Bellows, of Springfield, Mass., vice | Passed t 
president of the Northeastern Retail Lumber- j mens / 
men’s! Association, was the guest speaker. On | meeting 
the basis of authentic reports, Mr. Bellows told record | 
his audience that there is a decided upward with ma 
trend in business throughout the United States. lumber 
ann thorities 
- the re: 
Toronto Dealers Consider Problems | prime 
Toronto, Ont., March 25.—The Toronto Leader 
branch of the Ontario Retail Lumber Dealers’ bers of 
Association held a dinner meeting at the Royal | Charles 
York Hotel this evening. J. C. Irvin, chair- preside 
man of the branch, presided; assisted by A. R bellton. 


Stinson, president of the Ontario association. 

The first discussion related to the Domin- 
ion Government’s housing suggestions. A spe- 
cial committee of the House of Commons 1s 


WI 


now studying the housing requirements of Can- Imp: 
ada. The eastern and southwestern branches | tween 
had prepared comprehensive briefs to be sub- & Ha 
mitted to the committee. the N: 

Discussion centered around the belief of the salers 
dealers that cheaper money rates and building meetir 
loans partially guaranteed by the Government held | 
would go a long way toward directing funds in Ch 
more liberally toward building. both « 

A committee consisting of A. A. Wright, 6. and f¢ 
T. Reid and V. E. Boake will study the briefs (who 
already prepared by the branches, and draw who 
up a communication to be forwarded to the M. D 
committee. all of 


A communication from the Red Cedar Shin } H.D 
gle Bureau was read, stating that the bureau Bo 
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was fully in accord with a_ request recently 
made by the Ontario Retailers for the ap- 
‘atment of a field man to carry on market 
extension work in eastern Canada. The Di- 
f the Bureau would appoint a field 
man as soon as they could make, a suitable 
on. 
a change in the method of collecting 
gales tax upon shingles and lath was discussed. 
Retailers are now to pay the tax when they 
buy, instead of collecting it from their cus- 
tomer, and are required to take inventory and 
pay the tax, on the purchase price, in a lump 
sum, next month, covering stocks on hand. 
The meeting passed a resolution advising 
the Department of National Revenue that most 
of the dealers in Toronto have heavy stocks 
of shingles and lath and that it would be a 
hardship to pay the tax in one sum. It was 
proposed that the Department should set a date 
six months hence, or preferably at the end 
of the present year, when the change would 


become effective. 
—_—_—_—_— 


Retailers, Millworkers and Salesmen 


PHILADELPHIA, Pa., March 25.—The board of 
directors of the Middle Atlantic Lumbermen’s 
Association held a luncheon’ meeting on 
Wednesday, March 27, at the Bellevue Strat- 
ford, with all the directors present from the 
various sections of the five States covered. 
The meeting was presided over by President 
A. M. Northrup. Plans were mapped out for 
association activities for the rest of 1935. 

Business conditions will be discussed at the 
April meeting of the Sash & Door Manufactur- 
ers Association of Philadelphia, to be held 
next Thursday week in the Architects’ Build- 
ing. 

The annual meeting of the Eastern Lumber 
Salesmen’s Association will be held on Friday, 
April 5, at Kugler’s Restaurant, at which time 
the annual election of officers and directors will 
take place. Three of the following candidates 
to the board of directors will be chosen: Wil- 
liam Ross, Warren Smith, Harry Magargle, 
Cal Decker, Arthur Houck and M. Johnston. 
The following directors’ terms expire: David 
Kay, William Ross and Glenn Wood. 

—_-___-_ eo eee 


New Brunswick Retailers Resolve 
Against Regimentation 


Saint Joun, N. B., March 25.—A resolution 
against regimentation of their business, except 
in cases of proved abuses, was among those 
passed by the New Brunswick Retail Lumber- 
men’s Association following its recent annual 
meeting here. The association also went on 
record as favoring the setting up of a board 
with mandatory powers to remove abuses in the 
lumber industry, on submission by proper au- 
thorities of evidence of malpractice. Copies of 
the resolution were ordered forwarded to 
Prime Minister R. B. Bennett, Opposition 
Leader W. L. Mackenzie King, Maritime mem- 
bers of the House of Commons and Senate. 
Charles S. Christie, of Saint John, was elected 
— to succeed J. M. Harquail, of Camp- 
ellton. 





Wholesalers and Manufacturers 
Seek Accord in North 


Improved understanding and relations be- 
tween the members of the Northern Hemlock 
& Hardwood Manufacturers’ Association and 
the National Association of Hardwood Whole- 
salers was believed effected at an informal 
meeting of committees of the two organizations 
held March 12 at the Boston Oyster House 
n Chicago. J. A. Gorman and Kurt Stoehr, 
both of Chicago, represented the manufacturers 
and for the wholesalers there were J. C. Walsh 
(who was substituting for A. H. Ruth and 
who was chosen chairman of the meeting), 
M. D. Reeder and Secretary G. A. Vangsness, 
all of Chicago, and John I. Shafer and Russell 

Downey, both of South Bend, Ind. 
Both groups expressed a desire to maintain 
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northern prices on at least as good levels as 
now prevail, and sought ways and means of 
keeping an overwhelming majority in favor 
of this program. Messrs. Gorman and Stoehr 
agreed to recommend to their association that 
when new lists are made, there be mailed to 
Secretary Vangsness at once sufficient copies 
to supply all members of the wholesale asso- 
ciation. Attempts will also be made to bring 
commission men into the co-operative trade 
relations program. 





Changes in Staff Personnel 


San Francisco, Cauir., March 23.—The 
National Lumber Manufacturers’ Association 


branch here, which has moved its offices to 85 
Second Street, has engaged as office manager 
B. F. Scott, who formerly was with the Cali- 
fornia White & Sugar Pine Association. 

S. M. Cotten, field structural engineer, also 
has joined the association and will make his 
headquarters in Sacramento for the time be- 
ing, it is announced by A. C. Horner, consult- 
ing engineer in charge. T. C. Combs will re- 
main in the Los Angeles office as field engineer. 


LUMBER CLUBS 


Consider State Code, Quotas 


Tacoma, Wasu., March 23.—Danger for the 
lumber industry in the new State Code law 
passed this week, was foreseen by lumbermen 
attending yesterday’s meeting of the Tacoma 
Lumbermen’s Club. If the national Code ex- 
pires at the end of June and is not renewed, 
the State Code may prove an imperfect sub- 
stitute, they believe. 

Col. W. B. Greeley, manager of the West 
Coast Lumbermen’s Association, who was 
struck down and critically injured by a motor 
truck at Olympia several weeks ago, attended 
yesterday’s meeting. It was his first appear- 
ance here since he was injured. He told the 
club members he had regained 40 of the 45 
pounds of weight he had lost while in the hos- 
pital, and expressed appreciation for the friend- 
ship lumbermen had shown him while he was 
incapacitated. 

He reported on some of the association’s ac- 
tivities, which he is now taking up again. He 
said that the national Lumber Code Authority 
is rather optimistic about production needs for 
the second quarter of the year, which have 
‘been slightly increased over the first quarter. 
He said that only two cases of apparent de- 
fiance of Code production quotas have arisen 
among West Coast mill men. 


Ask Support for Wood Box 


Mempuis, TeNN., March 25.—Co-operation 
was asked from the Lumbermen’s Club of Mem- 
phis in furthering wood consumption in pack- 
ages and boxes, in an address by M. H. Stuart, 
president of the Southern Box Association, who 
is also vice president of the Anderson-Tully 
Co. He outlined the campaign now being at- 
tempted by the box association, and asked all 
members to insist on articles that are packed in 
wood. He particularly urged the co-operation 
of those members who operate a commissary. 
George Land, secretary of the association, told 
of the work that the box association was doing. 

R. Allen Taylor, chairman of the special 
committee of the club which is arranging a 
wood exhibit at the Better Housing Exposition 
opening today in the auditorium, gave a de- 
scription of the exhibit and urged all members 
to attend. A number volunteered to work at 
the exhibit during the week. 

Allen Robertson, Hunt Bros., London and 
Liverpool, was a guest of the club and made a 
short address. J. H. Griffith, Murray Wood 
Products Co., and I. H. Wanzer, president of 
Charles O. Cox Corporation, were elected to 
membership. Frank A, Conkling, president, 
presided, 




















Lasting 
Value — 


| You can safely recom- 
mend WIER Long Leaf 
to builders who want 
long years of trouble- 
free service — and to 
lending agencies who 
| want to safeguard their 


investments. 


LONG LEAF 
FOR 
LONG LIFE 


WIERLONG LEAF 
LUMBER CO. 
HOUSTON, TEXAS 


Mills: Wiergate, Texas 
































































































Prompt Service On 
Quality Products 


We have two modern plants equipped 
to care for all your needs in carefully 
manufactured Virgin Mississippi Dense 
Shortleaf Pine. 


Attractive, bright, straight stock — 
No. | and Better expertly kiln dried— 
air dried stock is Lignasan dipped to 
prevent stain. 


We have on hand at all times, ample 
stocks of yard and shed items—eased 
edge dimension, flooring, ceiling, siding, 
finish, mouldings, casing, base, etc. We 
specialize in railroad material—timbers 
up to 54’. 


Mills at Brandon and Fannin, Miss.— 
three modern steam dry kilns—carefui 
loading and quick shipments—straight 
or mixed cars. 


1. C. and G. M. & N. Railroads 
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South Dakota Convention Has 
Record Breaking Attendance 


ABERDEEN, S. D., March 18.—With 352 retail 
lumbermen and 125 salesmen registered during 
the two days of the 18th annual convention of 
the South Dakota Retail Lumbermen’s Associa- 
tion, officials announced the greatest attendance 
in the history of the association. 


Business sessions opened on Wednesday after- 
noon, March 13, in the Alonzo Ward Hotel. 
Greetings from the city were extended by G. C. 
Kelly, commissioner of finance. 

President W. F. Miller addressed the conven- 
tion, stressing the necessity of greater co-opera- 
tion among business men to the end that the ob- 
jectives sought through the various codes might 
be attained without need of Federal supervision. 

Treasurer Harry Kehm presented his report, 
showing a material gain in the resources of the 
association during the past year; also the high- 
est membership of any year since the organiza- 
tion of the association. 

President Miller announced 
committee appointments : 

Resolutions—J. W. Horner, Sioux Falls 
(chairman); A. E. Munck, Pierre; C. J. Root, 
Madison. ‘ 


the following 


Auditing—J. S. Bachmeyer, Faulkton 
(chairman); Ole Hoel, Canton; P. J. Roth, 
Webster. 

Nominations—G. A. Liebenstein, Milbank 


(chairman); L. H. 
Webber, Miller. 


Blagen, Madison; F. J. 


W. R. Ronald, Mitchell, agriculture chairman 
of the State Planning Board, told the convention 
of the activities of the board and of the program 
it is building for the future of South Dakota. 


Tells of Federal Housing Program 


C. C. Wagner, representing the Federal Hous- 
ing Administration, explained the objectives of 
the housing program, outlining procedure un- 
der Titles One and Two. He asked the co-oper- 
ation of all in seeing that every possible ad- 
vantage is taken of the provisions of this Act. 

G. B. Bauder, Minneapolis, speaking on “Fuel 
Problems” recommended greater co-operation 
between retailers and wholesalers of coal, par- 
ticularly as regards stricter observance of the 
obligations involved in contracts for future de- 
livery. 

On Wednesday evening the retailers were the 
guests of the Tri-State Association of Building 
Material Salesmen at a dance. 

At noon Thursday the Tri-State salesmen en- 
tertained the retailers at a buffet lunch, while 
the ladies were guests at a bridge luncheon at 
the John Simmons home. 

The final session was held Thursday afternoon 
at the Orpheum. 

Walter Conway, attorney-general for South 
Dakota, teld of legislation enacted at recent ses- 
sion of the Legislature. The new, combined net 
income and two percent sales tax was explained, 
as was also the new gross income tax, a measure 
originally introduced as a chain store tax but 
which before enactment lost the chain store 
angle and became a gross income tax of a frac- 
tion of one percent, the amount of the tax being 
deductible from the amount of net income tax 
paid by the tax payer. 


Talks on Rural Credit Aids 


C. L. Chase, director of the Rural Credits 
3oard, told of the greatly increased number of 
sales made by the board during the past two 
years and announced a reduction of Rural Credit 
bonds outstanding from the high point of $53,- 
000,000 to $39,000,000. He restated the policy 
of his department as being opposed to the use 
of relief-manufactured government lumber and 
added that all materials needed in the repairs 
and upkeep of the 4,500 sets of farm buildings 


owned by Rural Credits would be purchased 
from local retailers. 

Ormie C. Lance, secretary Northwestern 
Lumbermen’s Association, in a stirring address 
appealed to the retailers to add improved meth- 
ods of salesmanship to the old-time system of 
honesty, co-operation among dealers and hard 
work, so that the industry might be re-estab- 
lished on the profitable plane it once occupied. 


Summary of Resolutions Adopted 


Resolutions were adopted protesting against 
the distribution policy recently published by 
many cement manufacturers and recommending 
in detail one more fair to the retailers; pledging 
support to the Housing Administration; protest- 
ing against the appointment of certain mail order 
house officials to important positions in the 
NRA; pledging support to the Federal recovery 
and relief program but pefitioning the Govern- 
ment to patronize local industries; protesting 
against mass production of homes by or under 
direction of the Federal Government; and in- 





W. F. MILLER, H. C. KEHM, 
Watertown; Harrisburg; 
Past President Secretary 
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structing the association directors to redistrig 
the State, with view to holding more frequen, 
district meetings. 


New Slate of Officers 


Officers for 1935 were elected as follows: | 


President—K. J. Benz, Sioux Falls, 

Vice President—A. E. Munck, Pierre, 

Secretary-Treasurer—H. C. Kehm, Harris. 
burg. 

Director—W. F. Miller, Watertown. 


At the meeting of the directors it was decide 
to hold the next annual convention in Huroy 
on March 11-12, 1936. 

The final activity was the annual show pro. 
vided by the Tri-State salesmen, on Thursday 
evening. Unanimously declared the best of 
long line of high type entertainments presente 
by the salesmen, this provided a fitting climax 
for a highly successful convention. 





Virginia Producer Moves Office 
to National Capital 


Wasuincton, D. C., March 25.—The To. 
ledo Guaranty Corporation, well known manu. 
facturer of West Virginia hardwoods, hem. 
lock, white pine and spruce, has announced the 
removal of its lumber division from Toledo, 
Ohio, to 1026 Woodward Building, Washing. 
ton. Because the corporation’s West Virginia 
mills are located within less than a hundred 
miles of Washington and are twice that dis- 
tance from Toledo, this move has been under 
contemplation for some time. A. B. Speight, 
manager of the lumber division, who handles 
the sales, operating from the Washington of- 
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fice will be able more regularly to contact the 
company’s principal markets, which are east of 
Pittsburgh and north of the West Virginia 
line, and to give personal attention to any com- 
plaints or adjustments that may arise. 

The Toledo Guaranty Corporation has 
maintained a Washington office since March, 
1934, a branch of its real estate and finance 
divisions being located there. Since beginning 
the manufacture of hardwood lumber about 
eighteen months ago, this concern has estab- 
lished in the trade an excellent reputation for 
the quality of its product and its prompt serv- 
ice. It has enjoyed a remarkable growth, and 
Mr. Speight reports that its business for the 
first three months of 1935 has exceeded by 
$75,000 that for the same period in 1934. The 
Toledo Guaranty Corporation operates a band 
mill at Parsons, W. Va., and circular mills at 
Onego and Harman, W. Va. 


Louisiana Retailers Hold Annual 


New Oreans, La., March 25.—The annual 
meeting of the Louisiana Retail Lumber & 
Building Material Dealers’ Association was 
held at the St. Charles Hotel on March 13. 
The meeting, well attended, was featured by 
talks by P. A. Blanchard, of the Blanchard 
Lumber & Supply Co., New Orleans; F. Lisle 
Peters, Louisiana Western Lumber Co., Lake 
Charles, and H. Wharton Clay, of the Wash- 
ington office of the Federal Housing Adminis- 
tration. J. F. Rowell, secretary of the Alabama 
Retail Lumber Dealers’ Association, Birming- 
ham, and C. H. Cowan, Mobile dealer and a 
former president of the Alabama association, 
also spoke. 

President J. Frank Carroll opened the meet- 
ing with a talk as to the rights, duties and 
prerogatives of retail lumber dealers. The re- 
ports of Secretary R. A. McLauchlan and 
Treasurer George E. Knoop were read and 
accepted. The following officers were elected: 

President—J. Frank Carroll, Carroll Lum- 
ber Co., Alexandria. 

lst Vice President—F. Lisle Peters, Louisi- 
ana Western Lumber Co., Lake Charles. 

2d Vice President—Ben L. Johnston, Madi- 


son Lumber Co., New Orleans. 


Treasurer—George E. Knoop, Otto Knoop 
Lumber & Realty Co., New Orleans. 

Secretary—R. A. McLauchlan, New Orleans. 

Directors—J. Frank Carroll, F. Lisle Peters, 
Ben L. Johnston, George E. Knoop, R. ©™M. 
Wood, Davis-Wood Lumber Co., New Orleans; 
R. E. Krause, Krause & Managan (Inc.), Lake 
Charles; F. A. Terzia, Jr., Parlor City Lum- 
ber Co., Monroe; C. C. Patterson, Vivian 
Lumber Co., Vivian; R. R. Lambert, Minden; 
Tom S. Pittman, Shreveport Long Leaf Lum- 
ber Co., Shreveport; R. J. Abbott, Darling 
Lumber Co., Baton Rouge; Henry W. Palfrey, 
Alexandria; W. F. Trieschmann, East Arkan- 
sas Builders’ Supply Co., Lake Providence; 
G. S. McCrocklin, Mansfield Lumber Co., Mans- 
field; E. C. Slagle, Slagle-Johnson Lumber 
Co., Monroe; P. J. Voorhies, Lafayette Lum- 
ber Co., Lafayette. 


At a meeting of the board of directors the 
same day J. Frank Carroll was elected Code 
Authority for the State; F. Lisle Peters, alter- 
nate. The sub-divisional Code authorities are 
R. J. Abbott, Baton Rouge; F. Lisle Peters, 
Lake Charles; A. H. Wolff, Shreveport; P. A. 
Blanchard, New Orleans, and F. A. Terzia, 
Jr., Monroe. 
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This World of Mine 


This world of mine, this world of pine, 
This world of oak and all the rest, 

May seem to some, to those who come, 
Like other lands, if east or west. 

P For men have trades, and maids are maids, 
And people eat and sleep and rise 

Among the mills or on these hills, 
And surely all have equal skies. 


But not to me: the land I see 
Is like no other land at all, 
Though south or north the bud bursts forth, 
Or south or north the robins call. 
What know the feet that walk a street 
About the feeling of a trail? 
A castle grand is not my land, 
A castle grand is but a jail. 


Come up awhile and catch the smile 
Of woodland lakes beneath the sun, 
And then go back—but leave my shack 

And I shall be the happier one. 
Your world for you no doubt will do, 
You may not miss the oak and pine, 
But when you’re gone I shall live on 
In my own world, this world of mine. 


We See b' the Papers 


Doris Blake says, “Love laughs at depres- 
sions.” Throwing a lot of locksmiths out of 
work. 
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Astronomers are studying the stars of the 


Pleiades. Thank heaven, there is somebody 
thinking about something besides those at 
Hollywood. 


Chinch bugs dislike tomatoes. We know a 
lady who dislikes them, too, but have no in- 
tention of being misunderstood by telling her 
what the bugs think. 


A hay buyer is missing in Ohio. A number 
of our salesmen friends report a similar con- 
dition all over the country. 


There are 270,000 aliens on relief in Chicago 
alone. There ought to be a bill—no, not passed 
by Congress but sent to Europe. 


ss. 


The lower house of the Maine legislature, 
in order to finance old age pensions, has passed 
a bill to establish a State lottery. Some of 
ved lower houses seem to be getting lower and 
ower. 


Wait until the so called “child labor amend- 


» ment” is passed by sufficient legislatures, and 


then try to tell your boy to mow the lawn. 
In the old days a man used to hustle around 
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and get a job and call it “accepting a position.” 
Now he refuses to accept a position and calls 
It “receiving relief.” 

_ The merit of relief all depends upon whether 
it is relief from want or relief from work. 


A New York lawyer calls the NRA “a be- 
wildering tangle.” We feel sure that Hugh 
Johnson could have done a better job of call- 
ing than that. 


T . . 
Women can vote in Porto Rico now. We 


Sangh that it would make a difference here, 
00, 


The Japs have asked for half of Sakhalin 
Island. If it were a cow, we feel pretty sure 
which half the Japs would ask for. 


The public utilities seem to have been charged 
with everything but what they are charged 
with, electricity. 

Now Francis Gorman, who contributes so 
much to the peace of the United States, threat- 
ens a silk strike. This one may work. The 
American people will go without cotton, but 
darned if they will go without silk. 
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Remember that inflation is not a remedy, it is 
a symptom. 

Congressman Dunn, of Pennsylvania, has in- 
troduced a bill in Congress to appropriate a 
hundred billion dollars “to end poverty in the 
United States.” It would end it all right, be- 
cause it would end everything else. 


Eight shots, all of which missed, were fired 
at the State’s attorney in Chicago. It’s nice to 
know that it is the other side that is beginning 
to miss. 


The first brewery, 6,000 years old, has been 
found in Mesopotamia. Needless to say, an 
archaeologist discovered it, not a policeman. 


Our mistake was not getting into some busi- 
ness where they sent a fellow to a training 
camp. 


Between Trains 


New Orveans, La.—The New Orleans As- 
sociation of Commerce wanted to hold a 100 
percent attendance meeting today, and so, as 
every little bit helps, it long-distanced for us, 
we grabbed the Creole (by which we mean a 
train), and here we are. Well, it was a great 
meeting, and the attendance must have been 
more than 100 percent, which is something we 
understand liquor can be, although we never 
have been able to figure it out, knowing abso- 
lutely nothing about liquor (and a long-suf- 
fering secretary hastens to add, about anything 
else). Of course, Fred Ellsworth, the banker, 
was there, to lend his moral support, which was 
about all the support we would get from Fred, 
knowing us as long as he has. 


DAvENPORT, IowA.—One always thinks of a 
davenport as a rather comfortable place, and 
this one is. We don’t absolutely know 
whether the davenport was named after Daven- 
port or Davenport after the davenport, but any- 
way here we are, thanks to the Kiwanis club, 
who came tonight to the banquet board to con- 
sider the new age as seen by our frivolous 
mind, and went away probably more confused 
than ever. 


CLEVELAND, Onto.—At a long table tonight 
sat a row of men who have been with the Na- 
tional Malleable Steel Castings Co. fifty years, 
and one of them was the chairman of the board. 
These men were from almost every department 
of the works, and every manner of employ- 
ment. It was an inspiring sight in these 
times, when some believe that the best way to 
help the employee is to make him believe that 
the employer is his natural enemy. If you 
taught that to a team of horses, anyone would 
tell you—well, there is no telling what he 
might tell you. 





The Brush 


Some little tasks seem harder than the great, 
Because we never start them—or so late 
The larger task is very often done 

Long, long before the little is begun. 


We ought to clear the brush of life away, 

The tasks accumulated day by day, 

Those most important unimportant things 
That trip our feet, who might be wearing wings. 


The Finishing Touch 


While serving luncheon, Mary, the colored 
Cubs fan, announced that she 
was going to see the Sox play that afternoon, 


maid, who is a 


it being her afternoon off. 


“But Mary,” we protested, “the Sox are all 


washed up.” 
“T know it,” she said. 
ironed.” 
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BESTO is used in the construction of 

new roofs, or in repairing old ones. 

It is BRUSHED on COLD and is 
an extremely adhesive compound, sealing 
tightly the layers of roofing material and 
effectively closing all leaks. 


It is a cold mix combination of tough, 
durable gums which cures naturally on the 
roof, retaining its elasticity. It withstands 
heat or cold, will not crack, is fire-resist- 
ing and makes easily-applied, economical 
and long-enduring jobs. 


Here is a profitable item that it will pay 
you to investigate. Many Dealers have 
written us, telling of their success with 
Abesto. We'll be glad to tell you of their 
experience—also to send you descriptive 
literature and a free. sample of Abesto. 


Write TODAY for full 
particulars—no obligation. 


cAbesto Mfg.Co.. 


MICHIGAN CITY, 





INDIANA. 















When the purchaser of lum- 
ber asks for a good glue, do 
him a real service by recom- 
mending CASCO Water- 
proof GLUE—the sanie glue used by America’s lead- 
ing furniture and woodworking factories. It is the 
strongest adhesive known... glues everything per- 
manently. Dry powder, no waste, clean, economical. 
Your leading Building Supply or Hardware Jobber stocks 
CASCO in handy packages. Write us for complete information. 


THE CASEIN MFG. CO. OF AMERICA, Inc. 
350 Madison Ave., Dept. 330 -K, New York, N.Y. 










Idaho— 


Ponderosa— 
California White 
and Sugar Pine 


Cedar and 
West Coast Products 


WHITE PINE 


Also 
Fir Wallboar 


William Schuette Company 
New York 


Office—220 Sth Ave. PITTSBURGH, PA. 
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“Now I wanta see ’em 


JAMES W. SEWALL 


Timber Cruises and Valuations 
JAMES W.SEWALL PHILLIPS & BENNER 
Old Town, Ruttan Block, 
Maine Port Arthur, Ontario 
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Complain That PWA Buys 
Below Codes 


San Francisco, Cauir., March 23.—The 
lumber industry in this city recently faced a 
crisis in the $3,000,000 PWA building pro- 
gram. Labor leaders and manufacturers charged 
that money voted for San Francisco relief is 
going out of town, in contracts awarded to a 
millwork firm in San Jose, which they alleged 
is cutting Code prices. Plans for work on two 
jobs totaling $741,000 were delayed pending in- 
vestigation of these charges. State PWA En- 
gineer A. D. Wilder declared that the building 
program must be speeded up, and warned 
against the withdrawal of the free Federal al- 
lotment of 30 percent of labor and materials 
costs unless the work was pushed. He also 
declared that the Government can not pay more 
for materials in order to keep the work in this 
city. Washington will be asked to help clarify 
the situation. 


Hearings Start on Tariff 
"Trade" with Canada 


WasuincTon, D. C., March 25.—Reciprocity 
with Canada was a step nearer realization when 
the committee for reciprocity information of 
the State Department held hearings on the 
subject March 18-21, lumber being the first 
commodity considered. It is generally believed 
in Washington that the Administration plans 
to make to Canada very tempting offers of 
access to American markets, with a view to 
opening a breach in the British Empire tariff 
preference wall, and bringing Canada more 
into the American continental trade system. 
For the lumber industry the committee heard 
Wilson Compton, secretary National Lumber 
Manufacturers’ Association; George Gerlinger 
and C. H. Kreienbaum, for the West Coast 
Lumbermen’s Association; R. C. Winton, of 
the Winton Lumber Co.; A. A. D. Rahn, rep- 
resenting the Shevlin-Carpenter interests; M. 
P. McCullough, of B. C. Spruce Mills, and 
E. G. Bergk, representing the Collins Lumber 
Co. of Maine and the Northeastern Lumber 
Manufacturers’ Association. 








Act to Relieve Burden of 
Old Timber Contracts 


Wasuincton, D. C., March 25.—Two al- 
most identical bills have been introduced, by 
Representative Buck in the House, and by 
Senator Pope in the Senate, to permit the Sec- 
retary of Agriculture to terminate contracts 
for the purchase of timber on national forests 
made prior to June 30, 1934, upon showing by 
the contractors that hardship or unemployment 
will result if the contracts remained in force. 
The House bill has been formally acted upon 
and now is awaiting hearing before the public 
lands committee in the Senate. These bills 
provide that damages, for the failure to cut all 
of the timber involved, will be waived by the 
Government, but that contractors are required 
to indemnify the Government for all loss sus- 
tained by reason of any decrease in the value 
of the remaining timber resulting from previous 
logging operations. By the terms of these 
bills, applications for relief must be made 
within one year from the date of the enactment 
of this legislation. 

This legislation is designed to cover those 
contracts for the purchase of timber which 
were made at the relatively higher prices of 
past years, and which now constitute an exces- 
sive burden upon the purchasers, who are un- 
able to liquidate their holdings without suffer- 
ing considerable losses. In many cases the 
purchasers are financially unable to complete 
their contracts, and the Secretary of Agricul- 
ture has no choice, upon a breach, except to sue 
for damages. 

This proposed legislation is of interest to 
many lumber communities, both because of the 
distress to be prevented and because of the de- 
moralizing effect the liquidation of timber hold- 
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ings and lumber stocks, either voluntarily or 
through bankruptcy, would have upon the in- 
dustry. 

Similar bills were introduced at the last 
session of Congress, and, though favorably re- 
ported by committees of both Houses, were lost 
in the press of other business and not finally 
acted upon. 


Addition Made to Carolina 


Dimension Mill 


STEDMAN, N. C., March 25.—Greene Bros. 
Lumber Co., of which C. W. Greene is presi- 
dent, announces the completion of an addition 
to its hardwood dimension mill, in which have 
been installed necessary equipment for dressing 
and resawing hardwood and making flooring, 
ceiling, molding, trimming, and roofers from 
North Carolina pine. Each machine is driven 
by an individual electric motor, and in con- 
nection with this equipment the company op- 
erates the latest type Moore cross-circulation 
dry kiln, kiln drying hardwood and pine down 
to a specific moisture content. The company 
announces that it is prepared to supply fur- 
niture squares or cut-to-length stock in several 
varieties of hardwood, as well as in North 
Carolina pine. 


British Columbia Group Organ- 


ized for European Exports 


Vancouver, B. C., March 23.—The Sea- 

board Lumber Sales Co., with a membership 
comprising a large majority of the British 
Columbia lumber manufacturers, has entered 
the export lumber business. This organization 
was formerly engaged in the intercoastal lum- 
ber business selling and shipping to the At- 
lantic coast of the United States. Following 
passage of the United States excise tax on 
lumber about two years ago, the company be- 
came. inactive. At that time its manager, C. H. 
Grinnell, organized the Grinnell Export Lumber 
Co., of which he has been president. Mr. Grin- 
nell is now leaving the Grinnell Export Lum- 
ber Co. to take over the mamagement of the 
Seaboard Lumber Sales Co. 
_ The Grinnell Export Lumber Co. organiza- 
tion will continue its business as in the past, 
maintaining offices in Vancouver, B. C., and 
Seattle, Wash. 

The Seaboard Lumber Sales Co. will handle 
the export business of its British Columbia 
mill members to United Kingdom and the Con- 
tinent exclusively. It is not definitely known 
just how many mills will eventually have mem- 
bership in Seaboard Lumber Sales Co., but 
judging from the number already enrolled, it 
will comprise from 80 to 90 percent of the 
British Columbia production. 

Associated Timber Exporters of British Co- 
lumbia (Ltd.), which has for many years han- 
dled all the export business for a number of 
British Columbia manufacturers, will continue 
in that capacity for all export business except 
the United: Kingdom and Europe. 

Membership in these two selling organiza- 
tions, although not identical, is composed in 
the main of very much the same group. 











To Increase Plywood Output 
by 50 Percent 


SEATTLE, WasH., March 23.—An expansion 
to take care of the normal growth of the Elliott 
Bay Mill Co. here, which will increase plywood 
manufacturing capacity by more than 50 per- 
cent, is announced by Bruce Clark, vice presi- 
dent and sales manager. The work is near 
completion. Capacity of the plant will be 
raised from 38,000,000 feet to 60,000,000 feet 
annually, and close to 100 more men eventu- 
ally will be added to the staff of the mill. 
Elliott Bay has 22 hundred dealer representa- 
tives throughout the country, and sells 98 per- 
cent of its product outside Washington. The 
company is also entering the export market. 
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Giant Log Gives 8,500 Feet 
Fine Lumber, Plus— TF 
BELLINGHAM, WasH., March 23.—One Of the 
most unusual and finest logs ever cut jn 
cargo mill of Bloedel Donovan. Lumber Mills 
was 70 feet long, measured 59 inches at the 
small end, 68 inches at the butt and scaled ORN 
12,040 feet. From this log were cut 27 piece CALA ret 
214x12% inches by 70 feet vertical grain B&het. the local ma: 
ter clear; eight pieces 3x8 inch by 70 feet Jad. ay ‘Lum 
der stock; sixteen pieces 3x3-inch by 70 feet filding Cc. A 
ladder stock; one piece 16x16-inch by 70 feet Cotati 
select merchantable; two pieces 6x6-inch by 70 Heanta Bar’ 
feet select merchantable—these items totaling sorbed by © 
8,490 feet of fine lumber. The rest of the log GEORGI: 
was cut into merchantable and No. 2 common *LLINOIS. 
No tally was kept on anything but the high purchased 
grade side lumber. It required approximately | "tke Blut 
three hours to cut this one log, and the B&be. |  Mancheste 
ter clear sold at a price of approximately gy; f eto, © | 
per thousand feet. oun ‘pur 
eit Fat 
Storm Damages Michigan | ki ’here 
° Downs, Kar 
Retail Yards Hardee 1 
Granp Rapips, Micu., March 25.—A severe ey 
wind and hail storm worked havoc on lumber " 'WICHIGA 
yards in this district. Struck by lightning, the Co. succeed 
Belding Lumber Co., of Belding, suffered , MINNES‘ 
loss of $10,000 when the main office, the stor- eer 
age shed, and part of the main lumber yard Co. 
were destroyed by the resultant fire, according ee 
to Harry Dimmick, manager. In Dutton, E. Hennep 
southeast of Grand Rapids, part of the sheds MISSOUI 
of the Dutton Lumber Co. blew on to the Ca. —? ' 
tracks of the Michigan Central railroad just el 
an hour before a westbound flier was scheduled & Coal Co 
to pass, and the train was stopped to permit re- By 
moval of the wreckage. Omaha— 
01 
Sandusky 
who W 
Enjoins NRA From Taking Away} 38% 3 
Blue Eagle os 
N 
San Francisco, Carir., March 23.—The Supply a 
Smith Lumber Co. was granted a temporary | Li, — 
injunction this week against the Government in head offic 
its action to deprive the firm of its Blue Eagle. open a lc 
The Smith company was recently accused of BP nin 
selling lumber below the market figure estab- 7 Crafteme’ 
lished by the Liimber Code Authority. The OHIO. 
regional council recommended that the firm's | »>y¥ Enoct 
Blue Eagle be removed. The United States on eee 
attorney’s office consented to the return of the ciates fr 
insignia to the firm in the Federal court here, | et 
this week, pending final outcome of the case. .. PENN: 
er 
. ’ —— wonilad 
Bookings Justify Optimism ceeded 
San Francisco, Catir., March 23.—Signifii Shame 
cant of at least the beginning of a return to & Wilke: 
more nearly normal conditions in the lumber y J. E 
industry is the fact that one of the big Califor- ent 
nia operators, the Red River Lumber Co. of samen | 
Westwood, has reported a substantial increase 3 
in orders, its unfilled order files being larger se 
now than at any time for the last several years. Sange 


Since last fall, a season during which the lum- § wy i 
ber industry normally experiences a decline, 





WISC 
the Red River Lumber Co., according to Wil- erated | 
lis J. Walker, president, has been averaging | P ~ 
shipments of 300 carloads a month. While | ber ya; 
this is still considerably below its capacity and | 
its normal shipments, it is indicative of af 
improved condition and is a harbinger of 4 
much bigger demand for lumber as the National oa 
Housing Program gets into full swing. A rather §  Floya 
startling fact mentioned by Mr. Walker is that B® Sly 
the amount of new construction under way at mg 
present is not equal to the losses by fire and rels, } 
natural obsolescence. = 
MIC 
CLEAN-UP, Paint-up, and Fix-up campaigns ~~ ~- 
have been in vogue, with good results, for many South 
years. Let’s not let the Better Housing com- or 
munity drives submerge the time-tested ap manu! 
to householders that has worked so well. B ay 









movements are good, each in its field. 
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|THE BUSINESS RECORD 


Business Changes 


RNIA. Elsinore—Elsinore-Pioneer Lum- 
purchased by Fred H. Smith, who has been 
the local manager for eleven years. 

Los Angeles—Harvey F. Colman succeeded by 
amatax Lumber Co., 5511-15 Whittier Boulevard; 
Hilding C. Anderson, proprietor. 

Cotati—Cotati Lumber Co. succeeded by Henry 
Hess Lumber Co. of San Francisco. 

Santa Barbara—Santa Barbara Lumber Co. ab- 
sorbed by Boyd Lumber & Mill Co. 


RGIA. Keysville—Russell Lumber Co. ab- 
aa by Russell-Hall Lumber Co. 
ILLINOIS. Bluffs—Hunter-Allen Lumber Co. 


a by Elmer Wolford, who has been in 
— of that company, and it will be known 
as the Bluffs Lumber Co. 

Manchester—Charles S. 
Heaton & Sooy. 

IOWA. Whiting—Whiting Lumber Co. lumber 
division purchased by Mr. Paulson of Aurelia. 

Wesley—James A. Smith Lumber Co. local yard 
sold to Farmers Co-operative Society. 

KANSAS. Hill City—Mid-West Lumber Co. 
stock here purchased by Hardman Lumber Co. of 
Downs, Kan., and the stock will be moved to the 
Hardman Lumber Co. yard. 


Heaton succeeded by 


MASSACHUSETTS. Westhampton (P. O.: at 
Northampton)—F. Loud succeeded by Francis 
A, Loud & Son. 

MICHIGAN. Coldwater—Pratt Manufacturing 


Co. succeeded by Pratt Corporation. 


MINNESOTA. Hanley Falls—C. M. Youmans 
Lumber Co. lumber shed and coal bins, but no 
merchandise, purchased by Hanley Falls Lumber 


Co. 

Minneapolis—Brooks Parlor Furniture Co. 
changed name to Charles Manufacturing Co., 1115 
E. Hennepin Ave. 


MISSOURI. Braymer—Dascomb-Daniels Lumber 
Co, local yard purchased by Cowley-Lanter Lum- 
ber Co. 

NEBRASKA. Beaver Crossing—Paine Lumber 
& Coal Co. sold to Mr. Parker of Crete, Neb. 

Lincoln—P. L. Yost Co. sold yard to J. H. Yost 
Lumber Co. 

Omaha—Omaha Cooperage Co. plant at 3610 I 
Street South Side, has been purchased by the 
Sandusky Cooperage & Lumber Co. of St. Louis, 
who will operate it as a branch factory. 


NEW MEXICO. Albuquerque—Navajo Mill & 
Lumber Co. changed name to Ramshaw Lumber 
Co, (Inc.). 


NEW YORK. Buffalo—Walter Zoladz Lumber 
Co. succeeded by Walter Zoladz Lumber, Builders 
Supply & Fuel Corporation, 1108 Clinton St. 

White Plains—J. Mahistedt Co. yard taken 
over by Interstate Lumber & Mill Corporation, with 
head offices in East Port Chester, Conn., who will 
open a local branch here. 


NORTH CAROLINA. Hillsboro—Bivens Novelty 
Furniture Co. changed name to Orange Furniture 
Craftsmen. 


OHIO. Coalton—Enoch Wood & Sons succeeded 
by Enoch Wood. 


OREGON. Sweet Home—Santiam Lumber Co. 
mill purchased by Charles McCready and asso- 
ciates from George Miller of Portland and C. E. 
Pratt and A. B, Bernes of Cascadia, and have 
opened the mill. 


PENNSYLVANIA. New Holland—Reliable Lum- 
ber & Planing Mill Co. changed name to New 
Holland Planing Mill; John H. Musser, proprietor. 

Philadelphia—Benson & Taransky Body Co. suc- 
ceeded by Dun-Wel Commercial Auto Body Co., 
3610 Wallace St. 

Shamokin—Korbich & Co. changed name to Kor- 
bich Lumber Co. 

Wilkes-Barre—J. E. Griffin (Estate) succeeded 
by J. E. Griffin Sons. 


TEXAS. Del Rio—Cameron Lumber Co. pur- 
chased by Grant Lumber Co., and stock: will be 
moved to the Grant Lumber Co. yards. 

Houston—Lingo-Hendon Lumber Co. succeeded 
bY ,Lingo-Christian Lumber & Building Co., 8101 


Sanger—Waples-Painter Lumber Yard purchased 
by T. C. Wilson and George O. Hughes, and the 
stocks will be consolidated. 

WISCONSIN. Embarrass—The sawmill here, op- 
erated in recent years by C. Mott, was sold to the 
Embarrass Lumber & Manufacturing Co. 

CANADA. ALBERTA. Vermilion—Superior Lum- 
ber Yards (Ltd.) succeeded by R. H. Norton. 


7 
Incorporations 
INDIANA. Muncie—Wert Lumber & Supply Co., 
507 W. Memorial Drive; retail. Incorporators: 


Floyd O. Wert and Alta C, Wert of Muncie, and 
F. Clyde Boner, Huntington, Ind. 

MARYLAND. Batimore—Baltimore Barrel & Box 
Tank (Inc.), 110 West Fayette St.; to deal in bar- 
rels, kegs and other wooden containers. Incor- 
porators: Charles S. Perry, John B. Emory and 
Daisy R. Benhoff. 


MICHIGAN. Allegan—Allegan Furniture Manu- 
facturing Co.; $10,000. 
gvetroit—a merican Tight Cooperage (Inc.) 200 
outh Rademacher St.; to manufacture and deal in 
liquor barrels. 

Detroit—Reproductions (Inc.), 5203 Martin Ave.; 
wtanufacturer and dealer in wood, fiber and steel, 


Grand Rapids—B. & G Recovery Corporation; 


$500,000. Organized to acquire furniture plants, 
manufacture and deal in furniture. Officers are 
W. J. Wallace, former treasurer of Berkey & Gay, 
president; Kenneth J. Stanford, vice president; and 
E. A. Wallace, secretary-treasurer. 

NEW JERSEY. Garfield—Atlantic Material Cor- 
poration; retail. 

Jersey City—Paramount Lumber & Supply Cor- 
poration; care of Morris F. Pearlman, 591 Summit 


Ave. 
Plainfield—K-Z Lumber Co.; $5,000. 
products, 


NEW YORK. Jamestown—Nelson Bros, Lumber 
& Millwork (Inc.); building materials. $25,000. 

New York City (Bronx)—Walter Ipsen Wood- 
working Co.; furniture, 


NORTH CAROLINA. Elkin—Carolina Furniture 
Manufacturers (Inc.); $100,000. Ted Brown inter- 


ested. 
Lincolnton—Lincolnton Lumber Co.; $100,000. 
Builders and contractors. Incorporators: S. S. Car- 


penter, Ed, Painter and G. B. Goodson. 


OREGON. Portland—Wheeler Logging Co.; $50,- 
000. J. H. Wheeler, Jr.; P. J. Graham, and W. A. 
Schafer interested. 

Yamhill—Yamhill Logging & Lumber Co.; $10,- 
000. Carl Klinge and Charles E. Nelson interested, 


TENNESSEE. Knoxville—McBride & Paxton; 
$2,000; lumber dealers; 130 Dale Avenue. Incor- 
porators: F. J. McBridge, Charles E. Paxton and 
Walter D. DeVault. 

Nashville—Davis Sash & Door Co. Incorporators: 

S. Davis; C. C. Kimsey; and W. C. Davidson. 

TEXAS. Houston—Lingo-Christian Lumber & 
Building Co. Incorporators: Florence Lingo, O. W. 
Herndon, and G. L. Christian. 

Kilgore—Langford Lumber Co.; $10,000. 
porators: Ed. A.; C. and N. Langford. 

Mineral Wells—Home Lumber & Wrecking Co. J. 
H. Richards of Fort Worth is president and E. L, 
Dodson of Perrin is secretary-treasurer; A. P. 
Samanie will serve as vice president and general 
manager, 

WASHINGTON. Everett—Ames & McGovern 
(Inc.), P. O. Box 737; $10,000. To engage in timber 
business, Garry W. Ames is interested. 

Grand Coulee—Center Lumber & Warehouse Co.; 
$10,000. Charles Massar interested. 

Seattle—Coos Bay Pulp Corporation, Hoge Build- 
ing. K. O. Fosse and W. L. Raymond interested. 

CANADA. BRITISH COLUMBIA. Vancouver— 
Malaspina Timbers (Ltd.); $10,000. Timber mer- 
chants. Offices at 5 Bank of Toronto Building. 

Vancouver—Powell Lake Shingle Co. (Ltd.); $25,- 
000. Shingle, timber and lumber merchants. Offices 
at 410 Seymour St. 

Vancouver—Seaboard Lumber Sales Co. (Ltd.); 
$100,000. 913 Metropolitan Building. Importers and 
exporters of forest products. 


New Ventures 


CALIFORNIA. Colton—Colton Lumber Co., 10th 
and I Streets. Walter Decker and R. R. Proctor, 
well known San Bernardino and Bloomington lum- 
bermen, respectively, proprietors. 

Manteca—Tom ller and Joe Christensen will 
cose a lumber yard and building material business 

ere. 

IOWA. Mason City—West-Hart Lumber Co., 528 
N. Monroe St. 


NEW YORK. Bath—Heckman Bros. Lumber 
Co.; retail. 

Brooklyn—Fox Lumber Co., 340 Sutter Ave.; re- 
tail. Max Fox and Ralph Garlin, proprietors. 

Brooklyn—Universal Lumber & Trim Co.; 504 
Metropolitan Ave.; retail. William Pollack and 
Charles Albert, proprietors. 

New York City—Frederick J, Lang Lumber Co., 
233 Broadway; wholesale. 

New York City—Berdich Lumber & Trim Ce.; 
222-18 Merrick Boulevard (Laurelton); retail. 

OKLAHOMA. Enid—E. W. Banks Lumber Co. 
constructing new lumber yard and office at Third 
and Main Streets. 

TEXAS. Coolidge—Davidson Lumber Co., with 


Lumber 


Incor- 
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headquarters in Teague, has opened a yard here, 
Dallas—Taylor Casket Co. has engaged in busi- 
ness at 1836 Chestnut St, 


Casualties 


CALIFORNIA. Long Beach—The plants of the 
Harbor Mill & Panel Co, and the Henzler Wood- 
working Co., housed in the same structure, were 
destroyed with all equipment, in a fire March 16. 
The loss was estimated at $25,000. Both announce 
that they will seek new locations. 


FLORIDA. St. Petersburg—Sunshine Lumber & 
Supply Co. razed by $60,000 fire. Most of the loss 
was covered by insurance, 

NORTH CAROLINA. Olivia—H. C. Cameron 
Laat Co. destroyed by fire. The plant will be 
rebuilt, 


WISCONSIN. Minocqua—Minocqua Lumber Co. 
factory building, containing a planer, rip saw, band 
saw and other equipment, together with a large 
stock of sash and doors, was destroyed by fire. Loss 
$8,000, covered by insurance. Will probably be re- 


built. 
New Mills and Equipment 


ALABAMA. Mobile—Bush & Bros. Co. of Louis- 
ville, Ky., establishing a manufacturing plant and 
concentration warehouse for dogwood, persimmon 
and hickory blocks. 

MISSISSIPPI. Woodville—W. A. Ransom Lum- 
ber Co. contemplates erecting a lumber mill here, 
to cost $28,000 with equipment. 

NORTH CAROLINA. Elizabeth—Betty Lumber 
Co. constructing a planing mill; contemplate build- 
ing two dry kilns. 

OREGON. Marshfield—L. A. Martinez, San Fran- 
cisco lumberman, has purchased the old mill prop- 
erty on the waterfront at the foot of Broadway and 
will repair the docks and buildings, install new 
machinery and engage in the manufacture of cedar 
lumber. 

TENNESSEE. Pikeville—Federal Wood Products 
Corporation will erect plant to cost about $28,000. 


WASHINGTON. Olympia—Buchanan Lumber 
=. rebuilding burned sawmill and lumber 
plant. 


CANADA. ONTARIO. Whitby—Canadian Boat 
Industries, 372 Bay St., Toronto, plan boat manu- 
facturing and repair plant here. 





Hymeneal 


MALLOCH - STANLEY. — Douglas Malloch, 
whose Lumberman Poet department has been 
a feature of the AMERICAN LUMBERMAN for 
many years, and Helen Miller Stanley, of 
Elgin, Ill., editor of juvenile publications, 
were married March 23 at the residence of 
the bride’s sister in Elgin. The ceremony 
was performed by Rev. A. J. Milmine, pastor 
of the First Congregational Church, Elgin. 
Mr. and Mrs. Malloch will be at home at 1532 
Thome Avenue, Chicago, after Sept. 4. 


WHITESIDE-PEARSON—A romance which 
began in the office of the Sutherland Lumber 
Co., Kansas City, Mo., where both were em- 
ployed, culminated March 12 in the marriage 
of Dale B. Whiteside, now a member of the 
White House secret service detail, and Miss 
Emma J. Pearson. The groom, who was with 
the secret service in Kansas City until he 
was transferred to the capital, left his bride 
in Kansas City while he accompanies Presi- 
dent Roosevelt on his vacation trip to 
Florida; on Mr. Whiteside’s return to Wash- 
ington he will be joined there by his bride. 





Mopiryinc the shape of the bathtub for the 
first time since the Romans “invented” the 
conventional oblong tub, a manufacturer has 
recently placed on the market a four-foot 
square tub, with built-in seats diagonally across 
two opposite corners—for shower use and for 
ease in entering and leaving bath. 








Woop PResenvaTion Gulbe 
SEND FOR YOUR COPY 


Our new wood preservation guide contains the answers to 
your questions on how best to prevent decay, dry rot and 
Here is presented in easily under- 
stood language, profusely illustrated with drawings and 
photographs, definite recommendations for the preservation 


the attacks of termites. 


of wood construction. 


lumber. 








Mi It 


Learn how to avoid the common causes of deterioration of 
Get all the facts—send at once for our free pres- 
ervation guide entitled "Preservation with NO-D-K." 


KINGSPORT, 


TENNESSEE EASTMAN CORPORATION rennessee_ 
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Window Signs That Sell—lf 


You Give 'em a Chance 


One of the best pieces of sales-promotion 
and sales-method-suggesting literature that this 
whole FHA campaign has caused is the March 
edition of “Stanley News,” bright and snappy 
sheet published by the Stanley Works at New 
Britain, Conn. FHA officials at Washington 
aided in its preparation, and this coupled with 
the merchandising prowess for which those 
fellows at New Britain are noted has resulted 
in a sales help that any lumber dealer who 
really wants to make profits instead of play 
checkers would do well to send for. 

There are signs that you can cut right out 
of the sheet and put up in your display win- 
dow, and if you surround them with a good 
display and back them up with good merchan- 
dising they should help get business. Also 
there are terse, practical suggestions on what 
a live merchant can do to help himself get 
customers and dollars, and brief notes on what 
has been done in some cities. And in that 
clever column “Butting In,” written by “Rod,” 
are three true stories that are real gems. The 
leaflet, we are told, is free if you ask for it. 





New High-Pressure, Pumpless 
Fire Extinguisher 


Newark, N. J., March 25——A new two- 
quart vaporizing liquid fire extinguisher, an- 
nounced this month by the Pyrene Manufac- 
turing Co., 560 Belmont Avenue, Newark, of- 
fers unusual advantages in fighting fire in con- 
gested space, or in or near flammable liquids, 
or electrical fires. The case is in two com- 
partments, the inner holding air under pressure 
(renewable on any air line having pressure of 
100 pounds or more) and the outer containing 
fire extinguisher liquid. 

When the nozzle is fully opened it produces 
a solid stream; but when it is only partially 
opened the result is a fan-shaped spray that 
instantly vaporizes the liquid, thereby displac- 
ing oxygen and smothering the fire. The fully 
charged extinguisher weighs only 16% pounds, 
is 18 inches high and 5 inches in diameter. De- 
tailed description may be had by writing the 


manufacturer. 
(a e 


Where the Shingles Come From 


Lumber dealers who have had occasion to 
learn, by buyers’ experience, of the fine qual- 
ity shingles and excellent service offered them 
by the Grays Harbor Sales Corporation, Ho- 
quiam, Wash., will be interested to know 
something of the four mills which supply Man- 
ager D. L. Swetnam and his organization with 
these shingles. These mills own their own 
timber and, independent of outside sources of 
log supply, their thirty-eight machines have 
a combined capacity of four carloads of shingles 
a day. 

The Aloha Lumber Co., Aloha, Wash., has 
nine shingle machines, latest-type dry kilns, 
and a capacity of a carload a day from its 
old-growth, fine-texture timber. W. H. Dole, 
secretary and general manager, is a native 
of Hawaii, and as one might gather from the 
firm name, he is intent on making Aloha 
shingles truly the “last word” in quality. 

R. D. Mackie is president and general man- 
ager of the Mackie Mill Co., founded at Mark- 
ham by his father, who was a pioneer manu- 
facturer of red cedar shingles. The com- 
pany, one of the oldest in the Pacific North- 
west, has an eye to the present and future 
in maintaining its product up to the levels 
which needs do and will require. It has nine 
machines, and dry kilns of the best. 

The Northwestern Logging Co. was or- 
ganized by the late George H. Bmerson, 
founder of the city of Hoquiam, and since his 





arrival on Grays Harbor in 1881 and his con- 
struction of the harbor’s first sawmill the 
company has maintained a policy of keeping 
its plant equipped with the latest and most 
efficient machinery, a policy that is reflected 
in the resultant fine quality shingles which 
the six machines produce. 

The Woodlawn Mill Co., also at Hoquiam, 
has the only all-electric mill in the district, 
and from its eleven machines and carefully 
tended kilns come shingles that are consist- 
ently high in quality which, like those of the 
other mills in this group, are capable of 
maintaining the good name of red cedar shin- 
gles on the roofs and sidewalls of the homes 
of America. 


A Factory-Assembled Wood 


Casement 


Popular delight in the beauty and charm of 
wood casement windows is well known to lum- 
ber dealers, but practically equally well known 
have been the uncertainty and difficulty of 
achieving a casement window that would con- 
tinue to look attractive and that also would be 
practical in operation. 

The trade therefore will doubtless be es- 
pecially interested in a new type of wood case- 
ment that has been developed by the Farley & 
Loetscher Manufacturing Co., of Dubuque, 
Iowa, as described in its catalog No. 35, just 
received. With scores of illustrations it de- 
scribes how “Unipak’ wood casements are 
made, and shows how they are designed to fit 
bodily into the rough opening prepared for 
them in the wall. For new construction, only 
the outer frame of the window is installed as 
the walls are erected; then the inner parts, as- 
sembled at the factory, are lifted into place and 
fastened there by screws. 

Probably this window will be adaptable to 
certain types of modernizing jobs, also, and 
it should offer another selling point and an- 
other avenue of profit. Copies of the catalog 
will be supplied AmMertIcAN LUMBERMAN read- 
ers on request to the company. 








Folder Describes New Insulation 


An attractively illustrated folder has been 
prepared by the United States Gypsum Co., of 
Chicago, to describe its new product, Insulating 
Rocklath, which combines the advantages of 
the well known Rocklath with the insulation 
offered by a thin metal foil attached to one 
face of the panel. Copies of the folder may 
be obtained by writing to the company. 





Devices for Counteracting 


Shrinkage in Wood 


Two new devices designed to overcome the 
effects of shrinkage of wood have been put on 
the market by the Frank R. Walker Co., 536 
Lake Shore Drive, Chicago, as integral parts 
of what the company terms “Walker’s ‘Shrink- 
proof’ method of wood construction,” for which 
patents have been applied for. It is intended 
to market them through retail lumber dealers. 


One is a pressed steel shoe, elongated U- 
shaped, which fits over the top of floor or 
ceiling joist and is fastened near the bottom 
of the joist; the plan is that the partition stud 
rests on top of this shoe, and although the 
joist may shrink as moisture leaves it the 
weight of the stud and the partition it sup- 
ports will be borne by the steel shoe, and that 
thus the frame structure will not settle with 
shrinkage. The other device is an angle iron 
(or rather, angle-steel) which is fastened to 
exterior wall studs at second floor and eaves, 
supporting the joists of the second floor and 
the roof rafters, respectively; it also may be 
employed on partition walls to allow one long 





NEW PRODUCTS — MERCHANDISING HELPS | 


stud to extend through both floor 
afford adequate bearing for all joists, 


Further details of this method of Constry, 

tion—which, the manufacturer asserts, 

sultant wall cracks and other difficulties—y,, 

be found in illustrated literature which the 

Walker company will supnly on request, 
——— 


New Credit Rating Book 


The 107th edition of the “Red Book,” cregi 
rating manual published by the Lumbermer, 
Credit Association, Chicago, will be receive 
by subscribers April 1, and will be a summ. 
tion of the nearly 12,000 changes which hay 
been published since the last issue. 

During the past year the association increase 
its staff to nearly a hundred persons in 
Chicago headquarters and New York branch 
and it is evident that this enlarged personnd 
was quite necessary, for during the past sy 
months the twice-a-week supplements hay 
chronicled 11,723 items regarding factors jy 
the lumber and woodworking industry. 

Naturally this is a small number as con. 
pared to the more than 50,000 listings in th 
Red Book but it is a sizable number of item: 
and 7,294 of them were changes in rating. No 
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. - : entirely 
eliminates settling due to shrinkage, and the 





all of them were changes downward, however, § 
for although association officials did not com.) 


pile the figures necessary to exact information 


they did estimate that at least 20 percent of the J 
credit changes were revisions upward, and 4- 


though they cautiously admitted that it is only 
a guess, not based on tangible facts (which to 
a credit agency executive means having th 
exact figures before him), they believe this 2 
percent is higher than last year’s figure—a 
encouraging indication of new customers for 
the lumber and material industry. 


_ The 1,882 other items in the supplements cor- | 
sisted of listings of new businesses, successions, 


and changes of names. 


Realm of the Retailer 


(Continued from Page 29) 








this is an unusually good time to have th § 


bearings loaded. 
means many sales that otherwise couli 


not be made; and Mr. Bailey is satisfied | 


that he has made many sales these last 


A well selected stock) 


few years because he had the stock fr} 


prompt delivery when the competitor, t 
whom the inquirer first went, did not. 
There is a well equipped planing mill; 
not bigger than necessary but capable o 
doing any kind of work. 


A reasonable 


amount of machinery, in Mr. Bailey’s opit 


ion, helps make the particular kind of sale 
needed by his community. Naturally he 
does not try to compete with big mills 


stock items but buys these things in car f 


lots. 
power. 


city of Huron. 


Lumber Plant Is Rebuilt 


Datras, Tex., March 25.—The new plant 
the Blessing & Fuller Mill & Lumber ©, 
here, replacing one which was destroyed by 
fire last January, has been completed. It we 





recently formally opened with a celebration i J 


the form of a buffet supper given at the mill 
with 140 architects, contractors and lumber 
men as guests. At cost of approximately $20; 
000 the building has been completely restore 
and new machinery installed. 


The mill is operated with electrit | 

Mr. Bailey has built the entire a 
yard. The paving in the alley of the mail 
warehouse was the first paving laid in the J 
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How to Sell Better Housing 


(Continued from Page 25) 

i one of our men tried to sell a car 
pr gro to one of the four dealers, but the 

an would not buy a car, because he had 
por a small order in prospect and knew the 
weather was too cold to seli much more; but 
he didn’t want to buy l.ec.l., so suggested 
the salesman try to sell the other dealers. 
4 carload order could not be obtained, how- 
ever, for always the same reason—the stock 
could not be sold in that season. Last month 
I learned that a salesman for an applicator 
company, who never had been in that town 
pefore and who was not known there, had 
sold $6,800 worth of roofs there during Janu- 
ary (and they were all applied within two or 
three days after they were ordered) and did 
even better in February. But all these four 
dealers, with their advantages of being 
known for reliability, could not sell one car 
of roofing! 

Roofing has been sold on the time-payment 
plan for the past eighteen years, and if it 
can be done for roofing, it can be done for 
other things that go into the building or 
modernizing of a home. 

Don’t let go of the prospect’s hand until 
the order is signed and the bank has agreed 
to make the loan. If you don’t follow through 
in this manner you can’t be sure of holding 
your prospect. 


What One Dealer Did 


I know of one dealer whose financial situa- 
tion was such that all his orders had to be 
bought on sight draft, bill of lading attached. 
But when the Home Owners Loan Act was 
passed he studied it from all angles until he 
knew it so thoroughly that even the local 
HOLL officials themselves went to him occa- 
sionally for advice. He knew just how to go 
about it to get business, and for some time 
past he has been discounting his bills regu- 
larly and is making money. Now he is be- 
coming just as familiar with the operation of 
the National Housing Act, and he will really 
benefit from it. 

A St. Louis dealer who has studied FHA 
knows it thoroughly, and when he goes to 
the bank with a prospect (and he always 
does go when an FHA loan is sought) and 
there is any hesitation about that loan, this 
dealer is ready to defend the applicant and 
his qualifications. He knows all about why 
the prospect should be entitled to borrow, 
and he knows all about FHA. The bank re- 
ports that the applications this dealer brings 
in are the “cleanest” they have and the 
banker could almost shut his eyes and accept 
them, because the dealer recommends only 
those to whom he himself would lend. 

Roofing manufacturers did not want to get 
into the finance business but they had to, in 
some localities where the banks and other 
financial institutions were not able or not 
willing to lend money for this purpose. 

_ When you start your house-to-house sell- 
ing don’t be too easily discouraged. They 
tell us that in Oak Park one out of ten was 
a live prospect for modernization. Suppose 
you had the first five, or even the first nine, 
say “No” and then you got an order from 


the tenth one, wouldn’t it be a profitable 
business? 


How an Architect Sold 


Carl E. Heimbrodt, of Chicago, local secretary 
American Institute of Architects, who designed 
the high-speed modernization of an old house at 
A Century of Progress last year, gave from his 
experience numerous valuable sales pointers 
among which were: 

If there has been a community housing 
survey by FERA workers, look it over and 
s0 after the best prospects. You won't find 
many of them out of debt, for practically all 
of us nowadays owe somebody something, but 
select those who owe the least, and get their 
credit standing in the usual way. 

man wouldn’t go downtown with a hole 
in his pants; he won’t continue to live in a 
home with a hole in the roof, either, if you 
show him the disadvantages of it. 

You can’t do anything in your selling if 
the prospect’s wife isn’t around so you can 
sell her, too. Otherwise she will probably 


Want a new hat before she gets the new 
bathtub. 


Ask your prospect about what he needs for 
his home, and then by your knowledge of 
the business and of his resources try to get 
him what he needs most.-If he can buy only 
one, it is folly to sell him a pink bathtub 
when he needs a new roof, for the simple 
reason that the tub will not hold all the 
water that will leak through the roof. 

I try to get prospects to have actual bids 
on jobs whenever possible, but if they refuse 
this and demand to know what it will cost 
before they will go any further in the sale, 
I give them what I call a ‘“guestimate”’— 
that is, I guess it will cost about so much. 
I usuaily can guess closer than they could. 


$22,000 Worth of Jobs in One Block 


I once surveyed fourteen houses in a square 
block, for electrical work (as consultant and 
executive of the Electic Association), and 
found that in those houses three “major 
operations” of modernization were needed, 
and that work totaling $22,000 worth, based 
on ability to pay, was needed. That was be- 
fore FHA was established; since the advent 
of FHA I called back on them, found they 
were all eligible under Title I, and I have 
those jobs. 

A friend of mine in the construction indus- 
try thought this talk of modernization and 
repair needed in so many homes, and money 
to pay for it, was just a lot of talk. I took 
him with me on a drive and at random we 
selected eight houses, without knowing who 
the occupants were; I said I could get some 
work out of at least one of them, and he was 
so doubtful of it that he promised he would 
buy me a drink if I could. I picked out the 
most likely-looking house and called on the 
owner. They needed a new roof; all their 
children had grown up and got married so 
they wanted to convert some small bedrooms 
into one large bedroom; partitions had to be 
removed or changed and new windows had to 
be put in. It was an old house and the elec- 
trical wiring was a combination of several 
systems; I marked the places where they 
would need new outlets, and an electrical 
contractor came to give an estimate on that, 
too; later the woman called on the phone to 
let me Know they could have the wiring job 
done, too, and I went with them tothe banker 
to arrange the loan. Now if you’ll excuse 
me I'll get off this platform and go hunt up 
that friend, who is going to buy me a drink. 


Leo M. O’Neill, of Chicago, vice president Air 
Conditioning Corporation (General Electric sub- 
sidiary), advised that “all this FHA campaign 
of advertising and publicity is not worth a tink- 
er’s dam unless you follow through with your 
own merchandising,” and asked for a show of 
hands by those who had done any work under 
FHA. To the others he frankly said, “I think 
you're asleep.” He urged that each operator 
conduct his own survey, analyze its results care- 
fully, organize his business to take care of it, 
and then by strict supervision see that this sell- 
ing job is done. 


$220,000 in Title Il Loans 


Title II loans are being made for both new 
construction and refinancing, the builders were 
informed by K. Darrow, cashier of the 
Prairie State Bank, Oak Park, who said that 
of 137 applications for these loans the bank had 
sent 94 to the FHA office and had had commit- 
ments on $220,000 worth, of which $60,850 worth 
is for new construction (six new homes). The 
procedure is quite similar to other banking prac- 
tice, Mr. Darrow said, and added, “The only 
disadvantage we can see is, we can’t handle all 
the loans.” 

Gerhardt F. Meyne, prominent Chicago con- 
tractor, told of some of the opportunities in 
“Modernizing Main Street,” saying that owners 
of commercial properties must keep these build- 
ings in good condition to hold good tenants and 
* keep “Main Street” from moving somewhere 
else. 


L. C. Courtemanche, of Springfield, FHA as- 
sociate director for southern Illinois, conducted 
the question-and-answer discussion, reviewing 
the conference, 
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ARROW 
BRAND 
TIDEWATER 
RED 
CYPRESS 


is the key to greater sales 
volume this Spring. Its suit- 
ability for almost every home 
building use opens the door 
to more diversified outlet. 
Dealers will find Arrow 
Brand Cypress a profitable, 
quick-moving item to stock 
now. 


To be sure of immediate 
shipment and quick delivery 
always order your cypress 
requirements from the 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 









































BURTON -SWARTZ 
CYPRESS CO. 
PERRY, FLA. 


Tidewater Red Cypress 





THE BEST 
OBTAINABLE 


The Largest Stock in the 
Entire Industry 











CYPRESS 


We annually produce 40,000,000 feet of 


Louisiana Red Cypress Lumber, 
Lath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 














RAPID LUMBER MEASUREMENTS 


All Woodworkers, Contractors, Architects 
OWN THIS FAMOUS LITTLE BOOK 


+1 vatue — FOR ]Q° 


including Our New 1935 Price List 
Covering hundreds of Various Kinds Tropical-Fancy and 
Domestic Hardwood Lumber-Veneer and Plywood. 
SAVE TIME and MONEY—and MAIL [0c in Coin or Stamos to 
NELSEN LUMBER CO., 819 Gravier St., NEW ORLEANS 
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QUERY AND COMMENT 


Building a Boat With Balsa 


I have an idea that if I could buy some 
balsa wood in proper dimensions'I could have 
a boat built that would be light enough to 
handle easily getting in and out of the lakes. 
Can you refer me to a source of supply?— 
Inquiry No. 3171. 

[The above inquiry comes from a Judge of 
the District Court in North Dakota, who evi- 
dently is looking forward to vacation days. He 
has been given the name of a concern specializ- 
ing in balsa, which is a tropical wood of ex- 
treme lightness. It grows in several South 
American countries, the most important source 
of supply being Ecuador, where it is commer- 
cially grown on plantations. Because of its 
buoyancy it is largely used for life preservers, 
life rafts, boats and other aquatic purposes. 
With reference to the use of balsa for the pur- 
pose mentioned by above inquirer, a Chicago 
specialist in this wood says: 

“If balsa wood is properly treated with an 
asphalt compound, or some waterproof paint, 
it will absorb very little moisture. It is impos- 
sible to waterlog balsa, even if it is not treated. 
It has been approved in the untreated form by 
the United States Government for life preserv- 
ers. One can easily construct a boat with balsa 
as a filler, by using some protection on the 
outside, such as heavy ducking or a light veneer 
panel. Depending upon the quantity used, balsa 
makes a boat unsinkable, and perfectly sea- 
worthy, due to the physical strength of this 
wood in proportion to its weight, which is about 
one-fourth that of the average American soft- 
wood, varying from 6 to 10 pounds per cubic 
feet, with strength approximately one-half that 
of spruce.” 

Balsa may be obtained as rough or dressed 
lumber in thicknesses up to 4 inches, widths 
up to 8 inches, and lengths up to 14 feet. It 
also is supplied in manufactured panels made 
with water-resisting (casein) glue, in various 
thicknesses, widths and lengths.—Ebprror.] 


"Strips" and "Squares" for Export 


The writer would like to contact Ameri- 
can manufacturers interested in supplying for 
the export trade the following items: Strips 
1x3% inches and 1x4 inches, 2 feet and up, 
No. 1 common and selects, in tupelo, black 
gum and birch; 1%x1l% inches and 2x2 
inches, 30 inches to 48 inches in length, birch; 
2%x2%, 3x3 and 4x4 inches by 30 inches in 
length, birch; and 5x5 inches by 27 inches 
in length, maple, these squares to be in the 
rough. Also birch bobbin squares %x%, 
1%x1% and 1%x1% inches, 20 to 40 inches 
and longer.—INquriry No. 3167. 


[To hardwood manufacturers in position to 
supply this material and interested in following 
up this export market, the name of this in- 
quirer in New York City will be given upon 
request.—EpITor. ] 


Measuring Hardwood Logs 


I buy and sell logs by the Doyle-Scribner 
rule, and there is a disagreement between 
me and a customer on the proper basis for 
measuring a log 19% inches in diameter. He 
called it 19 inches; I contended for 20 inches, 
as it was nearer 20 than 19. I contended 
that it was right to give and take. For ex- 
ample, if a log measured 19%, it should be 
measured as 19 inches; but 19% should be 
measured as 20 inches. Please tell me 
whether or not I am right and also whether 
you have the national rules of inspection on 
logs.—INquirRY No. 3169. 


[The National Hardwood Lumber Associa- 
tion has no rules governing grading and inspec- 
tion of logs. In its issue of May 12, 1934, the 
AMERICAN LUMBERMAN published all of 
the grading rules of hardwood logs about 
which it has been able to secure information. 
One set of these rules was adopted several 
years ago by the Lumbermen’s Club of Mem- 
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phis and another was adopted by the Northern 
Logging Congress.- In each of these there is a 
provision that “all fractions of an inch must 
be called back to the next lowest figure.” Any 
reader having more definite information as to 
rules for the measurement of hardwood logs 
is invited to so advise the AMERICAN LUMBER- 
MAN.—EDpiTor.] 





In Market for Osage Orange Posts 

We have an inquiry for several cars of various 
sizes of both split and round osage orange posts. 
Please give us the names of several producers.— 
INquirRyY No. 3164. 


[Only a few names of producers of osage 
orange posts are listed in the files of the 
AMERICAN LUMBERMAN. To this inquirer, a 
large wholesale and retail lumber concern in 
Nebraska, were given the names of these con- 
cerns, Osage orange, in some sections gen- 
erally known as bois d’arc, is one of the most 
durable woods ‘and especially desirable for 
fence posts. While its natural range is from 
southern Arkansas, through southeastern Okla- 
homa, central and southern Texas, it seems 
to reach its best development in Texas and 
Oklahoma. To any reader who is in position 
to supply its requirements, the name of the 
company making this inquiry will be given 
upon request.—EbiTor.]} 


Wants Ski Poles of Hazel Wood 


We are making up ski poles, using Tonkin 
eane for the sticks. We have noticed that 
hazel wood is being used for this purpose 
in the East and are trying to locate some of 
this material. If you can give us the names 
of concerns who handle them, we would like 
to have a couple of samples and also quota- 
tions in lots of 1,000 to 5,000—INnqurry No. 3165. 


[This inquiry comes from an outing supply 
company in the State of Washington. To any 
reader in position to supply these ski poles or 
who can give helpful information, the name of 
the inquirer will be given upon request —Enbrrtor. ] 
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In Market for Hickory Sawdust 


We wish to know the nearest AaVailab): 
sources of hickory sawdust to the New Yor, 
City area, and also mills which produce ; 
Can you give us this information?—Iygy, 
No. 3162. 

[In its files the American LuMBermay hy 
a list of concerns which have from time to tin, 
advised that they were producers and selle, § 
of sawdust. Only three of these, however, jp. 
dicate that species are separated in prepay; 
the sawdust for shipment. This inquirer, locate 
on Long Island, has been given the names ¢ 
concerns listed as producers of sawdust. Shox; 
any reader be in position to supply its requir. 
ments in hickory sawdust, the name of the jp. 
quirer will be given upon request.—Ebrtor.] 


White Cedar for Decoy Ducks 


You recently published grading rules fo 
southern juniper or white cedar. Perhay 
you can help us with this problem. We ay 
in the heart of a duck hunting region ani 
a builder of decoy ducks has asked us fy 
a price on cedar for this purpose. One of \; 
thought he wanted western red cedar 
another northern white cedar, and now you 
article projects the possibility that thi 
southern cedar is the article. Can you giy 
us any information?—INaqQurirRy No. 3170. 


[This inquirer, a well known lumber ani 
building material dealer in Illinois, was advise 
that northern white cedar is the preferred woo 
for decoy ducks. Because decoys made fron 





northern white cedar float rather high in tk® 


water, sometimes they are weighted with lei 
in the bottom, in order to have them sit lowe 
in the water and to prevent their turning over 
Concerns who are large shippers of cedar pols 
and posts usually are in position to supply this 
material. These concerns have an accumulation 
of short cuts and culls, and it is from this m 
terial that many of the makers of decoy ducks 
secure their supply. To any reader interested 
the name of this inquirer will be supplied- 
Eprror. ] 
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Stoneboats.—Fuller & Goss, 
of Colton, N. Y., have entered 
extensively into a novel wood 
manufacture, They make stone- 
boats for farmers’ use in clear- 
ing the land of stones, and 
have received orders for 2,000 
of them. 


Regarding the Band Saw.— 
Rockland, Ont.—I have read 
with great interest what has 
thus far been published in the 
LuMBERMAN regarding the 
band saw. Being a practical 
millwright and sawyer of 25 
years’ experience with circular 
and gang mills sawing yellow 
pine, I know full well the 
necessity of using thin saws. 
But the query in my mind is, 
Will the band saw stand a 
speed of 10,000 feet per min- 
ute? Can I feed it 3-inch to every 
19 feet the saw will travel? This 
speed would be required here 
to cut 25,000 feet in 10 hours, 
as our logs would not average 
more than 12 feet to a cut, or 
a board 12 feet in length and 
12 inches wide. The above rate 





of speed is the same as a 66- 
inch circular we ran last sea- 
son. We fed it from 6 to 10 
inches to a revolution, cutting 
on an average 50,000 feet per 
day of 11 hours. If the band 
saw taking one-twelfth of an 
inch kerf can be successfully 
run, it would pay immensely on 
the Ottawa, and I am certain 
the majority of Canadian lum- 
bermen would change their 
mills if they were sure they 
could cut and make good lum- 
ber at the rate of speed I have 
mentioned.—I. N. Kendall. 
eo « 


Michigan Hardwood.— The 
LumserMAN, from time to time, 
called attention to the prospect 
that a hardwood lumber busi- 
ness of great magnitude would 
grow up in that portion of the 
north and of the lower Michi- 
gan peninsula convenient to 
water shipment. It is stated 
that last year 15,000,000 feet of 
hardwood lumber was shipped 
from the vicinity of Charlevoix, 
and heavy contracts have been 
made for this year’s delivery. 





A Question of Measurement 
—Mount Hope, Kan. — Pleas 
give an answer to the follow 
ing question: How many fetl, 
board measure, are there ins 
stick of timber 18x18 inches i 
one end, 6x6 inches at the other, |” 
and 12 feet long? Several dif F 
ferent answers have been giver, 
and we have agreed to abide by 
the decision of the LumBeRMas. 
—S. M. J. 

[The mathematically correc 
answer is, 156 feet; based m 
the fact that the cubical cor 
tents of a pyramid is equal 
the area of the base multiplied 
by one-third of its altitude 
The stick in question is t& 
frustum of a pyramid 18 fet 
in height; that is, from a py 
mid 18 feet high a smaller py 
ramid, 6 feet high, and wi 
a base 6 inches square, has beet 
cut off. Subtracting the cor 
tents of the smaller from t 
contents of the larger there 
left, as the contents of t 
frustum, 13 cubic feet, or the 
answer in board measure # 
given above.] 
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100 Home Renovizing Jobs 


(Continued from page 23) 

s himself on the lookout for busi- 
_ — No, (to a question) we don’t 
pay extra for these sales, but the result has 
heen that there have been no layoffs, and 
instead we have had to put on more help. 

As a glance at the illustrations shows, 
most of the remodeling jobs involved the 
use of stained shingles on sidewalls, and 
for the great majority of these, in turn, the 
stain was applied in the Paddock yard. 
When a prospective customer discovered 
how small was the amount of cash needed, 
after all, to get the advantages of these 
shingled walls, he began to consider home 
repairs and modernization as a bargain, and 
he acquired the nerve to find out what other 
features, such as hardwood floors and new 
windows and the like, would cost. Cus- 
tomers must have found that these, too, 
were not so expensive, for Mr. Paddock did 
not mention one job that involved shingles 
alone. Sale of one product led to sale of 
another. A man might come in to buy a 
gallon of paint, but Mr. Paddock or Mr, 
Seiler or Miss Friebe would grasp that op- 
portunity to mention shingles, perhaps, or 
hardwood floors, with the result that the 
paint became only one of the items of his 
purchase. 

Money? Pay for all this material and la- 
bor? Yes, there was money, and it did not 
all come from the Great White Father in 
Washington, either. Surprising, the num- 
ber of people who had the cash or near-cash 
for their home repairs. There was the 
HOLC for some, and building and loan for 
others, and more recently the FHA came 
in to help the cause along. 

One way or another there was money 
available, and thanks to the selling ability 
and energy of the Paddock organization, a 
good share of it has gone into lumber, shin- 
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gles, millwork, paint, hardware, and other 
items which Paddock has for sale. A hun- 
dred house-remodeling jobs! Now the Pad- 
dock folks can “rest on their oars” a while, 
one might suppose. But don’t suppose it 
out loud, for here’s what Mr. Paddock said 
about it: 

“We've just scratched the surface! When 
I look at all these workingmen’s houses that 
need modernizing, and see other houses like 
this one [No. 6], and then realize that people 
who couldn’t fix their homes up before can 
do it now, with FHA loans, I see wonder- 
ful opportunities ahead for us. We have 
displays of shingles, siding and roofing on 
our outside walls, and now this year we’re 
going to tear down two of our old sheds 
and build new ones, so we'll have display 
space for other products. Pana people will 
improve and modernize their homes.” 





"In the Spring the Young Man's 


Fancy—" 
(Continued from Page 14) 


rather than of fear. In the spring the 
young man’s fancy lightly turns to 
thoughts of love; and it is but a step 
from that pleasant emotion to the build- 
ing of a house. The thoughts of the 
rank and file are returning from the long 
sojourn in the wilderness and are taking 
account once more of the business of 
living; and we submit that this change 
of attitude is quite as important as any 
formal policy in influencing the course 
of business. 

Anyway, it looks like a promising sea- 
son. 
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Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows the 
revenue freight for the -two weeks ended 
March 16, 1935, totaled 1,184,702 cars, as fol- 
lows: Forest products, 49,747 cars (a decrease 
of 2,096 cars below the amount for the two 
weeks ended March 2); coal, 263,607; coke, 
13,322 cars; ore, 6,959 cars; livestock, 23,445 
cars; grain, 52,759 cars; merchandise, 320,780 
cars and miscellaneous, 454,083 cars. ‘The total 
loadings for the two weeks ended March 16 
show a decrease of 27,164 cars below the 
amount for the two weeks ended March 2. 





Compact, Efficient Layout 


(Continued from Page 27) 


fixture placed on each side of the window in 
the hardware department and covering the win- 
dow casing. This is the width of the casing 
and is about 6 inches deep and the full height 
of the window. It is divided into a series of 
shelves, each spaced just the thickness of a 
tube of color in oil, and the tubes are stocked 
horizontally. 

Dry colors are carried in the tall cartons in 
which rolls of screen wire come. These are 6 
inches square and 28 inches high, and each will 
hold a 25-pound bag of material. Fourteen of 
them are grouped around the corner of the 
counters in the paint and hardware depart- 
ments, by the scales. This makes it very con- 
venient for serving customers who want only a 
small amount, because the entire carton may be 
raised and its contents poured into the scale 
scoop until the required amount is indicated. 

A portion of the front of the roof of the 
building serves as a display of prepared roofing. 

“The ground space was all | could obtain in 
this location,” Mr. Giles explained, “so I had 
to make the best of it and try to make every- 
thing compact, but accessible.” 
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Flooring— 
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Ceiling— 

56x4, 1x4 and 1x6 
double beaded or 
double vee two 
sides. Grades: 
B&Btr., C and D. 





















































Siding— 

1x4, 1x6 and 1x8, 
Patterns Nos. 106, 
116 and V-Rustic, 
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Try This New Sales Stimulator 


Mumby’s New End-Matched Lumber is a powerful 
It eliminates waste— 
saves time and labor—reduces construction cost— 
encourages new building, modernizing and repair jobs 
—and that means more sales and more profit for the 


sales stimulant for Dealers. 


Dealers. 


Aside from the saving, it makes stronger, firmer, 
tighter, more durable jobs—every piece is interlocked 
on four sides forming a solid, continuous sheet of 


lumber. 


We want you to see the perfect job of End-Matching 
Mumby is doing—then you'll appreciate fully the 
advantage of being in position to deliver this modern 
innovation to your trade. Send TODAY for samples 
and full information—or get in touch with our near- 


est representative. 


All of the items illustrated are available in Doug- 
las Fir or West Coast Hemlock in Speciul Tite 


Grade permitting 100% utilization. 


MUMBY 


Mill A—Bordeaux, Wash. 


LUMBER & 
SHINGLE CO. 


General Sales Office ; BORDEAUX, WASH. 


Mill B—Malone, Wash, 


For information about 
Mumby stock or service 
write, phone, or wire our 
nearest representative: 


TLLINOIS: Chicago Territory: 
Fraser-DeSale Lbr. Co., 11 
So. La Salle St., Chicago; P. 
Paddock, Springfield; A. W. 
Pearsall, Peoria. 


SOUTHERN ILLINOIS and 8t. 
$ ins Lam 


: ns - 
ber Co., 7823 Greensfelder 
Rd., $t. Louis, Mo. 


NORTHWESTERN IOWA and 
Sioux City Territory: Thos. 
Mould Lbr. Co., Sioux City. 

MICHIGAN: Claude G. Wirick 


Lumber Co., 402 Hanselnian 
Bldg., Kalamazoo; 


MINNESOTA: P. H. Beotzer, 
300 Wilmac Bldg., Minne- 
apolis. 


NORTH DAKOTA and North- 
western Minnesota: Murfin & 
Trace, Fargo. 


COLORADO. WYOMING and 
UTAH—Henshaw, Etlwanger- 
McCaddon, 1301 Wazee S8t., 
Denver, Colo. 


TEXAS: W. F. Nelson, Dallas; 
Guy M. Chisolm, Amarillo, 
Northwest Texas and Eastern 
New Mexico. 


NORTHERN INDIANA: Claude 
G. Wirick Lor. Co., 402 Han 
selman Bidg., Kalamazoo, 
Mich. 


NEBRASKA: Prestegaard Lom- 
ber Co., Lincoln. 


SO. DAKOTA: L. W. Armin, 
Sioux Falls. 


10WA, MISSOURI, KANSAS, 


OKLAHOMA: Gunter Lumber 
Co., Kansas City, Mo. 


WISCONSIN: A. F. Krapfi 
Madison; W. A. ~4 
Plankinton Bldg., Milwaukee. 
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National Production, Shipments and Orders Cali 
Wasutncton, D. C., March 25.—Following is the National Lumber Manufacturers’ Association report for two weeks ended March 16, and for SAN arm 
eleven weeks ended that date, covering mills whose statistics for both 1935 and 1934 are available also percentage comparison with Statistics oj jowing tt 3 
identical mills for the corresponding period of 1934: reports i 
TWO WEEKS: Av. No. Production Percent Shipments Percent Orders Percent Associatl 
Sestwoodne Mills 1935 of 1934 1935 of 1934 1935 of 1934 
Southern Pine Association....... énenases cooe «69956 49,825,000 99 44,491,000 107 47,422,000 %® 
West Coast Lumbermen’s Association........ 438 182,965,000 98 165,453,000 114 181,588,000 105 duction 
Western Pine Association.........sseeeeeees 118 54,054,000 89 89,611,000 127 109,458,000 13 fer Oments 
California Redwood Association........... 16 11,951,000 90 14,513,000 132 13,392,000 98 ay use -- 
Southern CYPTOSS cccccccccccccsccccccccecoce 17 3,391,000 167 4,587,000 oo 4,614,000 12 Pies Dow 
Northern Pine .......... aietn teen See 8 863,000 240 2,853,000 104 1,744,000 53 | Receive 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 2,581,000 95 2,353,000 113 1,896,000 69 On hand 
Northeastern .........000. puvadeesdhetuasees 13 748,000 92 1,636,000 93 1,528,000 48 | stock on 
Total SOttweedsS. cccccccccecccscccceces eee 787 306,378,000 96 325,497,000 116 361,642,000 106 Detai 
Hardwoods: Northern C 
Hardwood Manufacturers’ Institute.......... 123 18,360,000 95 19,198,000 93 20,523,000 94 | Southern 
Northern Hemlock & Hardwood Mfrs, Assn.. 21 5,384,000 144 3,895,000 110 3,605,000 115 | Western 
POOEMOOSESER cc cccccceceecececesccceccovee — 13 1,335,000 126 851,000 111 358,000 107 Easternt 
coment none ———_—_——_ a= —_—_—- — | Foreign 
Total hardwoods ......... ° Sebevevaenes O08 25,079,000 104 23,944,000 96 24,486,000 97 
Grand totals .......0csceccess ones ; 910 331,457,000 97 349,441,000 115 386,128,000 yg | Totals 
ELEVEN WEEKS: ae 
Softwoods: San hin 
Southern Pine Association.......... ossescoce 260 283,630,000 104 287,454,000 124 299,308,000 115 tWas 
West Coast Lumbermen’s Association........ 438 886,453,000 100 908,380,000 126 958,234,000 113 tAll oth: 
Western Pine Association........ eocccecce 121 225,155,000 91 450,392,000 139 532,820,000 148 
California Redwood Association............. 15 62,734,000 95 63,490,000 99 76,597,000 136 
DOUEROGE CHUUGES coccccccteceeceeceeceores eee 17 15,214,000 121 23,826,000 107 22,437,000 114 
POGTEROTE FIMO cocccccceccceee ecosece cecccece 6 3,419,000 220 13,953,000 101 13,279,000 87 Lum 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 23 10,566,000 2 9,809,000 85 16,661,000 123 
WOOTENORSUETR cocccccccesccoecsee Vaneeee jasees 5 5,163,000 152 4,846,000 92 4,828,000 72 
ne eoteweete TTT eoeese ° cecccece 774 1,492,334,000 100 1,762,150,000 127 1,924,164,000 122 WaSsHIN 
Hardwood Manufacturers’ Institute......... 167 133,575,000 104 144,592,000 120 156,561,000 123 lowed lum 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 23 33,938,000 142 22,270,000 130 28,489,000 140 | of 19385 w 
Northeastern ....--e+eeees ceccccccceseces eee 5 4,379,000 108 2,349,000 87 2,163,000 %6 National 
EE, . ccicnccevddesssarseenves 195 171,892,000 110 169,211,000 121 187,213,000 4a5 | Code Aut 
Grand totals ....... eccccccccccccccccccscs§ 694) 1,664,226,000 101 1,931,361,000 126 2,111,377,000 122 ey 
300; e 
Western Pine Summary | Bookings 13 Percent Above Output | 
OO in Ss of softwoc 
[Special telegram to AMERICAN LumBERMAN] g ove u pu pected co’ 
PorTLAND, Ore., March 27.—The Western , [Special telegram to American LumBerman] feet. Tal 
Pine Association reports as follows on opera- Wasuincton, D. C., March 28.—Ten groups for the two weeks ended March 23, reported) was stat 
tions of member mills during the two weeks | as follows: Week No. of ; ' proved, 1 
ended March 23: Softwoods ended Mills Production Shipments Orders | last Octo 
: Southern Pine Association (North March 16 153 23,920,000 23,799,000 23,454,000) The qu 
Weekly average of identical mills, average Carolina mills included March 23 160 26,702,000 30,486,000 31,871,000 
——- as eee tee a March 16 53 90,894,000 $6,915,000 88,2060) om, hand 
> ti -_- , 4 3 i i 2 2 v ’ , , ’ ’ ’ ° 
alg eg Eg FF ~ en elie (Washington and Ovenoeppociation® March 23 539 89,413,000 86,178,000 9352000) industry, 
three previous yards).......... 30,420,500 ngton an POGON) ...cccccee 
, Western Pine Association (Inland March 16 108 25,164,000 44,306,000 48,616,000) that tota 
Average per week during i n@ March 23 118 27,689,000 44,428,000 41,093,000 d na 
two weeks ended Empire and California)............ 9059, 408, 1999, anced na 
March 23 March 24, | Northern Pine Manufacturers*....... March 16 11 497,000 1,310,000 am of expect 
Ie, sell ee | 
ProGuction <.cccccce 26,426,500 34,197,000 Northern Hemlock & Hardwood Manu- 4 ‘ , ae rich 
Shipments .......... 44,367,000 38,402,500 facturers’ Association ........ voeee March 16 16 8/365,000 6792000 «GasTONp o 
Orders received... .. 44,854,500 43,634,000 | California Redwood Association..::: Mare 369'000 8569 7536 00 Lum 
For 118 mills: —a & 1607000 2/52 000 27585, 
On March On March Southern Cypress Manufacturers’ As- re z = a rth + rettyt} 9'576, 000 Softwoo 
- 23, 1935 24,1934 IN kai de vias 'Ac ee sv at ale i ch nr March 16 14 523000 848000 "922000 Region- 
Unfilled order total. 188,004,000 141,373,000 | Northeastern Softwoods ............. March 23 16 612,000 1,099,000 969,000 — 
Till. I 
March 16 880 149,913,000 167,506,000 171,837,000 
West Coast Review SOAs, BOELWEOE 2220.2 seceeeeees - March 23 902 155,362,000 176,903,000 180,199,00) jest 
; Hardwoods 017,000 Cypre 
(Serial tegram tp Aumncax Lownenwav | Appatachian and'Soutiemn Hardwooas March 18 87 S44saup tae7an  gauat Nori 
SEATTLE, WasH., March 27.—The 539 West | eae March 16 19 2)405,000 1,532,000 1,178,000 cane 
Coast Lumbermen’s Association mills giving orthern Hardwood .............+. ** March 23 23 1,620,000 2,156,000 1,636.5 North 
production, shipments and orders during the two | Northeastern Hardwoods ........... ‘ el z. 7 eit eee oes aoe 316,000 Apps. 
weeks ended March 23 reported : March 16 7 583,000 624,000 609,00 ™ 
roduction 180,307,00 XV 5 468,000 637,000 578,000 
Shipments 178,093,000 4.01 % under production | North Central Hardwoods........ .... March 23 65 —n me 
s 181,727, 4 i 038,000 
oe ne eae oor ee Totals, Hardwood ............ee00- = aap 2S as Bg tryt+ Barry t+ “3 Hp 000 Appa 
A group of 539 mills, whose production re- March 16 1,039 158,856,000 176,458,000 178,875,001 Nort! 
ports for 1934 to date are complete, reported as Total Lumber .........+++++++eee++ March 23 1,170 170,595,000 194,052,000 —194,785,00! age 
follows : *American mills. Nort! 
Average weekly cut for twelve weeks: 2 eee one 
Pe Stee Sarednennveeseesae hewes 83,442,0 ° e MISC 
it Rie Relation of Unfilled Orders to Stocks Sust 
ME ME kb cocccdscderanneedtes 90,153,000 Wasuincton, D, C. March 25—Following is a statement for six groups of identical mills ant To 
A group of 539 mills, whose production for , flooring factories of the gross stock and unfilled order footages in thousand board feet, March 16: Tota 
the two weeks ended March 23 was 180,307,000 . No. of Gross Stocks Genes Orasat Alle 
feet, reported distribution as follows: Unfilled sctweste- ’ Mills 1936 rity _— 71,621 than 1 
Shipments Orders Orders Pe Ml ccs baaviewnceiemnanc ae 476,323 480,218 60,540 381.342 below, 
Rail . 65,531,000 66,698,000 106,881,000 West Coast...... teteeeeeeeeeseccees 488 1,279,194 1,304,545 tat} 130,501 
Domestic Western Pine............... ccateeca ‘ae 993.083 1,020,654 180,836 kth 
cargo ... 65,747,000 69,028,000 168,692,000 California Redwood...........: pane ae 296,642 284,021 35,230 44340 Oak } 
Pxport ... 23,037,000 27,223,000 121,918,000 | Southern Cypress.....2.222220122221 16 206,673 237,930 ret 5,800 § Maple 
Local ; 18,778,000 18,778,000 ........ Northern Pine.......c.scccccccsesees 8 80,820 107,234 oa 3,653 ing 
Northern Hemlock .............. : 14 64,127 66,795 4,907 6,346 West. 
173,093,000 181,727,000 397,491,000 ED. a.icaciewiernaoewénnesdoowe 13 32,624 37,315 4,732 ae (L. 
A group of 438 identical mills, whose reports Total Softwoods ................ 762 3,429,486 3,538,712 685,724 638,888 Red t 
of production, shipments and orders are com- | Hardwoods— 752,700 122,498 97,228 
plete for 1934 and 1935 to date, reported as fol- So. & ADPAl....-22sseeeeeeseeeereee 204 bait ; + 8,476 1845 Redw 
EE, ie see winien ne cdwawean 14 101,698 108,667 , 165 Redy 
lows: Aver. for two Northeastern ....... ae.” ae 21,397 22,516 5,519 3, Easte 
weeks ended Aver. for 12 weeks ended ee 136.493 —F06.238 Bo 
arc a arc , arc , Total Hardwood......... ’ 231 920,890 883,883 ’ ‘ 
1935 1935 1934 meet Feegwees ... "T5''" 966 © 4,350,376 4,422,595 822/217 745,108 § Deus 
Production 89,830,000 81,468,000 81,710,000 | georimg— oo + °°  '''*° oe 452 Broo 
Shipments 86,105,000 8219371000 66,239,000 on Se eS 61,454 64,265 10,683 21, ; 
Orders 90,302,000 86,972,000 76,872,000 Maple, Beech, BireR...cccscccccccccce 24 17,226 17,062 276 ° 
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California Redwood 


San FRANCISCO, Cauir., March 23.—The fol- 
lowing information is summarized from the 
reports of 30 mills to the California Redwood 


ciation for February: 

- —Redwood— White 
Percent of Wood 
Production Feet 


tion ..-.-- 22,915,000 4,563,000 
reements sown 18,311,000 ) 3,375,000 
Plant use .------ 2,182,000 § 89 469,000 

s-—— 
Ordeceived eT 24,380,000 106 3,150,000 
On hand ..... 29,767,000 coe 4,202,000 
Stock on hand. .284,225,000 16,891,000 


Detailed Distribution of Redwood 





Northern California*... 6,653,000 7,902,000 
Southern California*... 3,247,000 4,865,000 
Westernt ..-----+eeeee 170,000 153,000 
Eastern} ...----+-eeeeee 7,393,000 10,503,000 
Foreign .----+++eeeeeee 848,000 957,000 

MONE. occas ctvscensses 18,311,000 24,380,000 


*North and south of line running through 

San Luis Obispo and Bakersfield. 
Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 





Lumber Quotas Increased 
4.5 Percent 


WasuinctTon, D. C., March 25.—Total al- 
lowed lumber production for the second quarter 
of 1935 was fixed at 4,489,900,000 feet by the 
National Control Committee of the Lumber 
Code Authority, in session last week, an in- 
crease of about 4%4 percent over the 4,299,- 
300,000 feet prescribed for the first quarter of 
the year. The amount includes 3,791,300,000 feet 





8 
23,454,000 
31,871,000 
88,206,000 
93,520,000 
48,616,000 
41,093,000 

922,000 
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71,837,000 
80,199,000 


5,017,000 
12,067,000 
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7,038,000 
14,586,000 
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5,845 
3,165 
106,238 
745,126 
27,452 
7,16 





of softwood, and 698,600,000 of hardwoods. Ex- 
pected consumption was placed at 4,558,500,000 
feet. Taking into account seasonal variation, it 
was stated that lumber shipments have im- 
proved, month over month, every month since 
last October. 

The quotas contemplate a reduction of stocks 
on hand at the mills in some Divisions of the 
industry, and an increase in others, to the end 
that total stocks on hand may present a bal- 
anced national inventory calculated to take care 
of expected demand. 

The production quotas in detail for each Di- 
vision of the industry follow: 


Lumber Quotas Second Quarter 1935 


Million 
Softwoods— Board 
Region— Feet 
| a eee 1,237.9 
NE fo shel bigs ina ard a oe ame oe 1,184.6 
. SSR aT eee eer 45.0 
MIN eo: os Sis vos nibidec we SAGA ovale rani 907.7 
ee! sp ce eine irae mone 103.5 
I sah ie oct ical go nts ai dns Goalie eee A 60.0 
I I sth dato ac wo SN Cw 35.0 
I is sw aes 0b eee meer 79.5 
eee ee ae 1.5 
PEE ai. 5:ctiwin sie 6 -d.cie Kemwn elite 92.6 
CO EN a rer 27.0 
.. See 17.0 
TOtEl Bett WOOES ooc.o sc cccccvvcces 3,791.3 
Hardwoods— 
Appal. & Southern..............-+6 495.7 
_ RRR Se IRE cant eae nene Maya 103.6 
a peer 1.6 
re ern 32.0 
NS DOE OE 50.0 
I oo oor ee P xe aia hca annua Gesk Sone 5.2 
ore ed ra ated ee ae SS 7.5 
MNES IR Sara iccovhirm: Gnstaveiena sided oaaare 3.0 
TOtal TRAPRWOOES ooo ccviicdviccviaces 698.6 


po ee 4,489.9 
Allowed production of other forest products 
than lumber for the second quarter are given 
below, with a comparison with the first quarter : 


Pd = 
uarter Quarter 
Oak Flooring, MM Ft...... 32 40 
Maple, Beech & Birch Floor- 


. | ¢ Serra 20 24 
West Coast Logs MM Ft. 
L.S.) (exclusive of Tilla- 
PO TOMY ccs cecweeee ce 1,162 1,451 
Red Cedar Shingles, 
a ...., ea 750 900 
edwood Shingles, M Squares 40 30 
Redwood Split Prod., MM Ft. 9 6 
astern Shook & Wooden 
peo: oS , Bre 40 41.5 
Ouglas Fir Plywood, MM 
Bet wt. (9" baeled... oc. 40 90 
Ttoom & Mop Handle, MM 
iscsi nit te ell 17 18 
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Where do you 
find TERMITES? 


RE you in a territory infested by these 

wood consuming insects? Until re- 
cently, you probably would have answered 
definitely “No.” But in recent years, people 
have suddenly become conscious of their 
existence, and today it is not uncommon for 
a community in most any state to report 
termite damage in wood structures. 


When termites are actually known to 
threaten, preventive measures are necessary. 
Remember that other people have faced this 
problem for generations. It is nothing new. 
The value of preservatives to resist termite 
attack has been adequately demonstrated 
over generations of time. It requires long- 
time tests to warrant definite conclusions in 


this field. 


Two preservatives stand out as time-tested 
—creosote and zinc chloride. These treat- 
ments are available, backed by the long ex- 
perience of this leading organization in the 
field of wood preserving. Gct the established 
facts about termite control. 
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News Notes About the Codes 


(Continued from page 33) 


York State community, who requests that his 
name be not used, says with reference to the 
removal of the Blue Eagle: 

Last July we began to question the benefi- 
cial effects of displaying the Blue Eagle. 
During the fall months we became convinced 
that the emblem was no longer helpful to 
our business and at that time we ceased to 
display it. Our trade is rural and suburban. 
Several of our customers suggested that the 
Blue Pagle was distasteful to them. We be- 
lieve that price fixing was the largest single 
factor in bringing the Blue Eagle into ill 
repute in our community. 


F. D. McKendall Lumber Co., retail dealer 


of Providence, R. I., who was reported as hav- 
ing had its Blue Eagle removed, said that this 


was not a fact although it has been “in a 
threatening stage.” This dealer said: “If you 
care to check up you will find that we have 
not had the Blue Eagle removed and are sup- 
posedly running in strict accordance with the 
NRA Code.” . 


Retail Authority Asks That 
Prices Be Filed 


Kansas City, Mo., March 25.—J. E. John- 
ston, secretary for Missouri, Kansas, Oklahoma 
and Arkansas for the Retail Lumber Code Au- 
thority, has asked all dealers in the district to 
file their price basis with Subdivision agencies. 
“The need for the recognition of ethics and fair 
trade practices, as provided in the Lumber 
Code, is greater than ever before,” Mr. John- 
ston said. “The modal mark-up is a worth- 
while guide for the individual dealer.” 
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Heavy Hauling in Tough Going 


Hauling logs out of the woods, and freight- 
ing the heavy loads of supplies into camp, 


are two jobs that in the chill hardwood 
forests of the North are not “soft snaps.” 
For years it was taken for granted that only 
shod hoofs could obtain sufficient traction 
on these rough trails, and that loads must 
be limited by the strength of the teams of 
great draft horses. Trucks and tractors have 
piled up impressive records under such con- 
ditions, however, and the gasoline engine 
penetrates ever more remotely into the wil- 
derness. 

An interesting evidence of this was a clip- 
ping of an Associated Press dispatch, re- 
ceived early this month by the AMERICAN 





LUMBERMAN, which announced that the little 
Ontario hamlet of Elsas had just acquired 
its first motor vehicle—the first automobile 
many of even the adult population had ever 
seen, for Elsas is just a little station on the 
Canadian National Railway, 170 miles north- 
west of Sudbury and about 150 crow-flight 
miles north-by-west of Sault Ste. Marie. 

The modern novelty that thus suddenly in- 
vaded Elsas is a lumber truck, used chiefly 
for hauling supplies to the nearby logging 
camps maintained by Donald A. Clark, tim- 
ber contractor of Port Arthur. In answering 
some questions about the truck Mr. Clark 
told the AMERICAN LUMBERMAN: 

“This is a Four Wheel Drive truck which 
we have had for several years, and find it 
very efficient for hauling freight over bad 
roads. Horses can not compete with this 
type of truck in this kind of work.” 

Horses can not compete! Abundant evi- 
dence, that seems, that with the push of the 
motor acting on all four wheels this FWD 
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has the traction, the speed, and the economy 
of operation that loggers demand. But there 
is no lack of other evidence, for now comes 
the information that FWD trucks supply the 
transportation for the Menominee Indians, 
between their twenty-three camps and their 
fine modern sawmill at Neopit, Wis., as well 
as for other work on the reservation. 

The accompanying illustration shows one 
of these Model H6 trucks on the way to the 
mill with a load of hardwood logs, and gives 
an idea of the tremendous load the equip- 
ment can carry. Loads have been as heavy 
as 3,564 feet (over 12 tons). and the roads 
are not the smooth, level pavement of city 
streets, yet the design and power and sturdi- 
ness of the FWD trucks keeps them rolling 
along. Semi-trailers are used, and the load 
is so distributed that practically all the 
weight of the engine and cab, and part of 
the load itself, are carried on the front axle, 
taking full advantage of the four-wheel trac- 
tion which the Four Wheel Drive Auto Co. 
originated a quarter-century ago and has 
been developing ever since. 

Incidentally it is interesting to note that 
this manufacturer does not confine its ac- 
tivities to heavy equipment but also makes 
lighter, high-speed trucks with the economi- 
cal four-wheel-drive features. One of these, 
also, is in use at Neopit, maintained always 
in readiness to rush tractors, fireplows, and 
water pumps to forest fire areas. All the 
able-bodied Menominees not engaged in lum- 
bering are employed in an extensive con- 
servation program being pushed by Ralph 
Fredenberg, a Menominee who for a year has 
been superintendent of the reservation. One 
result is that a clean-cut fire break, eighty- 
four miles long, around the _ reservation 
boundary, is practically completed. 


Speed, “Swank'' — and Sales 


On pages 22-23 of this issue of the AMERICAN 
LuMBERMAN is an illustrated story of some of 
the sales activities of the efficient organization 
maintained by the O. H. Paddock Lumber Co. 
at Pana, Ill., and here, in the accompanying 
illustration, is shown the delivery part of this 
organization. 

Note the bright white uniforms; if the men’s 
backs were turned the name “Paddock” would 
be seen printed on the uniforms, as shown in 
another story about this firm which appears on 
page 17. R. H. Seiler, manager of the yard 
(who in this picture is furthest to the left), is 
responsible for the idea of having uniforms for 
all employees contacting the public. This token 
of the company’s pride in the kind of products 
and service it sells seems to have taken the 
fancy of Pana people, who of necessity think 
“Paddock” when they see a lumber truck whose 


— - 








Delivery equipment and crew of O. H. Paddock Lumber Co., Pana, Ill, 
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driver is wearing white coveralls. Then, whe, 


the truck is neatly and clearly lettered with 7 


the firm name and products—and is kept clean 
so the lettering can be read—the result is aq. 
vertising doubled and redoubled, with prac. 
tically no added expense. 


The 1¥%-ton truck in the center was inter. | 


rupted in its task of unloading a car of timber; 


when this picture was taken, but the other 14. | 


ton truck and the 34-ton “pick-up” were ca 
between loads. Incidentally, Mr. Seiler was 
quite laudatory concerning the pick-up truck, 
and the value of this kind of equipment to ; 
retail lumber and material merchant. It ha 
been the busiest truck the company has, par- 
ticularly because of the large number of sale; 
of specialties and other comparatively smal} 
items; also, by the use of the brackets on the 
fenders, this truck is able to carry a consider. 
able quantity of lumber on the sides, along with 
the paint, hardware, panels and such things that 
fit into the box of the express body itself, 
Maintenance of these trucks is cared for 

a local garage, on contract. They are taken 
into the garage once a week for thorough lubri- 
cation and mechanical inspection, and this pre- 
vents undue deterioration of the truck which 
carelessness or thoughtlessness might cause: 
for if one of the trucks is not brought in often 
enough, the garage owner calls to find out 
about it. In a community of this size a truck 
will not travel more than 500 miles a week, so 
this inspection and lubrication is frequent 
enough. 


Make Hairpin Curves With 100- 


Foot Poles on Two Trucks 


Vancouver, B. C., March 23.—Outstanding 
among recent shipments of big timbers by mo- 
tor truck was a contract completed at Ter- 
race, B. C. The Intervalley Lumber & Supply 
Co., of Terrace, took a contract to get out 
fifteen outsize cedar poles, each to be at least 
100 feet long. The trees were found some 
miles along the lake road, and great care had 
to be exercised in making the selection, as well 
as in bringing the timbers to the ground with- 
out damage. Four days were taken up in fall- 
ing and swamping, and another six in skidding 
out to the road—hauling in the woods being 
done by a tractor. 

Once on the roadside, each stick was loaded 
on two trucks, and road conditions offered 
considerable obstacles. On the deck of each 
truck a platform was built with square timbers 
to sufficient height to carry the lengthy trees 
above the cabs of the trucks. 

When the superstructure was completed, the 
poles were loaded by means of rigging strung 
between trees on the roadside, a tractor fur- 
nishing the lifting power. An overhang of 
about twenty feet of the butt projected in front 
of the foremost truck, while twenty feet of-the 
tree top projected past the reaf of the back 
vehicle. 

The route lay around the “S” curves of 
Snake Hill, coming up out of Spring Creek 
Valley, and at one place the pole was at an 
angle of 45 degrees with the lines of drive of 
the trucks, while the centre of the stick hung 
over the gulley on the downhill side of the 
road. 

Extra men were carried on both vehicles to 
act as signalers in rounding the bends, and to 
assist in readjusting the load as awkward cor- 
ners were reached. The whole operation was 
carried through without a hitch, and the big 
oo have already left for the eastern United 

tates. 








Manchukuo Changes Tie Sizes 


Raymonp, Wasu., March 23.—A change in 
specifications for railroad ties intended for 
shipment to the Orient was received this week 
by local tie mill operators. The new specifica 
tions call for ties eight by nine inches in cross 
section and nine feet long. This is an increase 
of a foot in length and more than one inch im 
width. Most of the railroad ties shipped from 
here recently have gone to Manchukuo. 
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Wood Structural Design Data 


Wasuincton, D. C., March 25.—The first 
yolume of Wood Structural Design Data, com- 
prising 296 pages of information and tables 
dealing with structural design and use of lum- 
ber, has just been published by the National 
Lumber Manufacturers’ Association. It collates 
for the designer much information for which 
he heretofore must have resorted to several or 
many other publications. The manual is made 
up primarily of factual and mathematical data 
in such a form that it can be applied to any 
wood. It makes no attempt to influence the 
choice of the kind of wood, nor does it usurp 
the place of the architect, the engineer or speci- 
fcation writer. It provides him with informa- 
tion whereby he can reach a conclusion quickly 
and easily. This volume treats in logical conti- 
nuity with the first fundamentals with which 
the architect and the engineer and building de- 
signer must be acquainted in order to use wood 
structurally in a safe and economical manner. 
The general subjects included in the book are: 


Physical Properties of Wood 

Chemical Properties of Wood 

Mechanical Properties of Wood 

Timber Quality-Strength Relations 

Glossary of Lumber Terms 

Abbreviations of Lumber Terms 

Board Measure 

Lumber Quantity Costs. 

Sizes of American Standard Yard Lumber and 
Timber 

Notations and Technical Symbols 

Properties of American Standard Lumber 
Sizes 

Wood Beams—Design; Maximum Loads 
Limited by Deflection; Safe Loads Deter- 
mined by Bending. 

Wood Columns—Design; Safe Loads on 
Dressed Sizes; Safe Loads on Rough Sizes. 

Plank and Laminated Floors—Design; Safe 
Loads. 

References. 

Decimal Equivalents. 


The material was abstracted, compiled, com- 
_ and arranged by R. G. Kimbell, A. T. 

pson and M. Ahern, with the assistance of 
L. N. Ericksen and H. R. Northup, all mem- 
bers of the association staff. During the prep- 
aration of the book Mr. Kimbell consulted with 
many architects and engineers. Publications 
and information from the Forest Products 
Laboratory, Forest Service, U. S. Department 
of Agriculture, and standard works on mechan- 
ics of materials were used as sources of 
information. 


Physical Properties—There is given a de- 
scription of wood structure, a definition of 
hardwoods and softwoods, an explanation of 
heartwood and sapwood, a description of 
tings of annual growth, of springwood and 
summerwood, and density and rate of growth. 
Then follow grain and texture, weights of 
wood, moisture in wood, heat transmission, 
and electrical properties. 


Mechanical Properties —It is pointed out 
that most mechanical properties of wood 
are important in structural uses and enable 
it to resist deformation, loads, shocks and 
forces. A brief description of these is pre- 
sented, and tedious detail of extensive mathe- 
matical tables is avoided. 


Timber Quality-Strength Relations—Wood 
characteristics and quality in relation to 
strength can be determined by visual inspec- 
tion both before and after installation, and 
4 comprehensive statement of the principles 
on which strength determinations are made 
has been included in this book. With its 
help, individual pieces or lots of structural 
timbers can be graded, grade descriptions 
can be and have been prepared by lumber 
manufacturers and by users, and working 
Stresses for grades described in lumber as- 
So¢iation rules or elsewhere can be de- 
termined or checked by the engineer, the 
architect, the contractor or the building in- 
spector. This chapter discusses factors af- 
fecting strength, the determination of work- 
ing Stresses, the computation of working 
Stresses, a discussion of commercial grading 


provisions, and a series of tables showing 
the infiuence of slope of grain, size of knots, 
shakes and wane on the strength of a piece 
of lumber. 


Lumber Trade Terms and Measurements— 
A glossary of lumber terms and a list of 
abbreviations are given. A table of board 
measure, shows the board feet content for 
various nominal sizes. This is followed by 
a table whereby an estimator may readily 
convert the price per thousand feet to the 
cost per piece or per quantity. The explana- 
tion of the sizes of American Standard yard 
lumber and timber is followed by definitions 
of the technical notations and symbols used 
in the balance of the book. 


Properties of Standard Lumber Sizes—The 
properties or elements of wood structural 
members of various shapes, for the various 
conditions of stress or load, with the load 
applied to either the narrow or the wide 
face are given in tables; these expedite the 
computing of safe loads. 


Saving Months of Mathematics—Design of 
simple structural parts as beams and col- 
umns involves computations—on which this 
book would save months of mathematics, 
not only because of the comprehensiveness 
of its data, but because of the convenience 
and logical form in which it is presented. 


Beam Load Tables Unique—These tables 
give the safe loads for most combinations of 
stress, size, and spans encountered in the 
structural use of wood. The tables give 
the safe uniform loads, both total and per 
linear foot of span, with a series of factors 
by which they can be converted to other 
loading conditions. 


Innovation in Manner of Load Data Presen- 
tation—Desirable span is usually the first 
thing determined in designing a structure, 
and then a search must be made to find a 
beam size which will support the expected 
load over that span. The designer in using 
the beam load tables here given, under the 
table for a span, and under the stress for 
the wood he wants to use, reads down until 
a tabular load equal to or greater than the 
load to be caried is found, and opposite that 
load is the minimum size of beam which 
should be used. To assist the designer in 
selecting the most economical size, the tables 
give the load carried per board foot of 
beam, and also give the board foot content 
of a beam of the length involved. By re- 
ferring back to the lumber quantity costs, a 
designer can readily ascertain which size 
it would be to his advantage to use. As 
in designing for deflection, the load also 
should be within the safe limit of the beam’s 
bending strength, and also its resistance to 
horizontal shear; the tables provide infor- 
mation on these facts along with the rest. 


Wood Column Loads—Extensive tables of 
loads for wood columns are given in sequence 
of length and for representative working 
stresses. Data are provided whereby loads 
for columns of sizes, and for stresses, not 
given in the tables may be readily and 
quickly computed. 

Structural Floors—Safe loads for plank 
floors of various thicknesses of different 
spans are given for representative combina- 
tions of working stresses. 

For “Wood Structural Design Data,” 
standard letter size, 84x11 inches, was chosen, 
and by the method used for its binding, the 
book, in spite of its many pages, lies flat when 
open on a desk or drafting table, and can be 
folded over and actually occupy less space than 
most other books when open. “Lumber Grade 
Use Guide,” also recently released by the 
association, provides the user with information 
on the proper selection of lumber; and “Wood 
Structural Design Data” provides the engineer- 
ing data on how to use it to the best ad- 
vantage. Copies of Wood Structural Design 
Data, 296 pages, may be obtained at cost, $1, 
and of the Lumber Grade Use Guide for $1.50, 
from the National Lumber Manufacturers’ 
Association, 1337 Connecticut Avenue, Wash- 
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Tacoma, Wash. 


West Coast Woods.—Lumbermen here are 
confidently predicting an improvement in 
prices. Except in the export market, which 
has been rather spotty, the trend during the 
last fortnight has been quite favorable, lum- 
bermen declare. Although production is run- 
ing slightly behind figures for the corre- 
sponding period last year, new business is 
showing a gain. Inventories are for the 
most part somewhat lower than they were 
at this time a year ago, for orders and ship- 
ments have steadily exceeded production 
since the first of the year. In consequence, 
plants are short of many staple items. 


Seattle, Wash. 


West Coast Woods.—The past fortnight has 
seen little change in the general market pic- 
ture. Production control is helping to keep 
stocks down and maintain prices, so that the 
industry as a whole is in a favorable position. 


Rail.—There are few orders, and little in- 
quiry, and prices are weaker, say most in- 
formants, but others report a little more 
business. A rail shipper said: “We find struc- 
tural cutting can be purchased from fifty 
cents to $1 less than two weeks ago. Cutting 
has been firm up to now. Most rail items are 
$1 less.” Kiln dried dimension, and No. 2 
grade of 2x4s, are scarce. 


Intercoastal.—Some pick-up is noticeable 
the past few days, and mill prices are firm- 
ing. Buyers are unable to place orders at the 
low prices of a week or more ago. Stocks 
here are not large. Prices on dimension run 
around $12 bottom; many mills are quoting 
$12.50 wholesale. Ship space is easy, and the 
$12 rate is firm; some tramps are giving con- 
cessions, but otherwise there is no chiseling; 
talk of a higher rate has petered out. 


Export.—Some improvement is noted. China 
is more active, lumber moving to Shanghai, 
Takubar, and Dairen, the latter being the 
principal shipping port of Manchukuo. Jap- 
anese trade is very quiet. Lumber to Shang- 
hai, Takubar, and Dairen moves at $6, $6.50, 


and $6.75, respectively. Large squares to 
Japan go at $5.75, while baby squares move 
at $5.25. All Oriental ship rates are weak, 
and space is plentiful. Both east and west 


coast of South America are consuming more. 
Lumber to the United Kingdom and Conti- 
nent moves in small volume. 


Western Red Cedar Lumber.—There 
fair demand, orders coming from all 
Prices are unchanged. 


is a 
over. 


Logs.—Prices are unchanged, though sup- 
plies are below normal. Clear logs are very 
scarce, and small logs are none too plentiful. 
Medium fir logs are in ample supply. Produc- 
tion of hemlock is increasing, and the de- 
mand is not as great. Cedar demand is quiet, 
pending re-opening of shingle mills, now 
down because of having used up their quotas. 


Shingles.—Many mills are reported over- 
sold, and large numbers are down as a result 
of exhaustion of their production quotas. 
Prices are firm to very strong. Mills on both 
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Market News from Anleric 


sides of the line are taking orders for de- 
livery after April 1, when new quotas will 
be announced. Shingle stocks are low and 
any large volume of orders would find the 
mills unprepared for quick shipment. Pre- 
miums are paid for No. 3 Perfections and 
No. 2 Royals. It is practically impossible to 
get shingles for immediate shipment now. 


Portland, Ore. 


Douglas Fir.— Demand continues quiet, 
both domestic and export. Japan is reported 
overstocked, and China has stopped buying 
as a result of the silver situation. Purope is 
showing little interest. Retail yards are buy- 
ing little, and largely in badly mxed cars. 
Some railroad business is being placed. Log- 
ging in the Columbia River district became 
active again after the winter shutdown, but 
has been slowed down as result of a cold and 
stormy spell. The demand for logs is re- 
ported to be quite active. 


Sitka Spruce manufacturers report demand 
active, from both the Atlantic seaboard and 
foreign countries. The United Kingdom and 
Italy are the best buyers, although France 
too is in the market. Quotations are firm, 
and it is said some are advancing prices, al- 
though a new list has not yet been issued. 


Western Pines.—While not quite as active 
as it was two weeks ago, busineSs is holding 
up very well, with quotations on all items 
very firm. Stocks are badly broken, but more 
mills are getting into action. 


San Francisco, Calif. 


Californian Market—Business 
California is in the annual income tax dol- 
drums. Any buying for other than emergency 
needs is being deferred. Building permits 
have shown some slight increase. In the 
fruit and vegetable districts, crops continue 
good, although somewhat adversely affected 
by a late cold spell. 


Douglas Fir.—Demand 
slow and prices are weak. 
been still 


throughout 


for fir continues 
The market has 
more upset recently due to the 
appearance of a certain amount of distress 
stock. Some report that yards throughout 
the northern California territory are doing 
less business than they ever imagined pos- 
sible. 


Shook—Prices are firm and demand heavy. 
One firm reports the best orders on file since 
1928. The slight falling off in sales due to 
recent cold weather has not been of sufficient 
importance to affect the generally excellent 
condition of this branch of the industry. 


Redwood — Exports to Australia continue 
heavy. The domestic market continues in 
excellent condition, although somewhat 


slower than last reported. The late winter 
continuing in California is resulting in a de. 
pletion of mill stocks, and a shortage of dry 
lumber may soon be encountered. Some 
firms report bookings thirty to sixty days 
ahead, and one company reports sales already 
this year amounting to almost seventy per. 
cent of last year’s total volume. 


Western Pine — The market continues 
strong with prices holding up pretty wel, 
Sales to the Mid-West and the East have 
decreased slightly due to dust storms as wel] 
as snow. Some firms expect difficulty from 
badly depleted stocks, for continuing winter 
weather is preventing the reopening of coun- 
try mills. Some firms report heavy demand, 
others that the activity of the first few months 
of the year has not been maintained. 


Warren, Ark. 


Arkansas Soft Pine.—There has been a 
large increase in inquiries for practically all 
items. Most are coming from retail trade, 
Industrial demand is holding up fairly well, 
as is railroad business. Some mills have re- 
cently been booking orders for stock on 
which they are already oversold. Buyers 
apparently have not yet abandoned their 
cautious attitude, and are waiting until they 
move the stock before placing orders. Floor- 
ing, flat and edge grain, B&better 3-inch 
along with end-matched stock in _ these 
items, continues scarce. Sales of 4-inch flat 
grain flooring are limited by most mills to 
6,000 or 8,000 feet to the car. Finish, B&bet- 
ter 12-inch, in all thicknesses, is in limited 
supply, and some mills are limiting sales of 
5/4x10- and 8/4x10-inch to 1,000 feet a car. 
Stocks of common are fairly well assorted, 
except that in No. 1 boards, 6-inch, 16-foot 
and longer; and also 12-inch, 12-, 18- and 
20-foot; and 10&20 foot in 12-inch No. 2, 
are in very limited supply. Small operators 
report prices have softened considerably on 
common items, but quotations of larger op- 
erators are not greatly affected, though some 
slight concessions have recently been made 
on straight cars of surplus No. 2 and 3 boards, 
and certain items of surplus dimension. For 
the most part, the large mills have limited 
log supplies, whereas several of the small 
mills have excessive supplies, which they can 
not hope to cut up without some damage 
from worms and blue stain. 


Hardwood operators are having a fairly 
steady business, made up largely of mixed 
ear orders. Hardwood flooring is moving at 
a fair rate. Demand for No. 1 and better 
short flooring, and No. 2 flooring in all thick- 
nesses and widths, is far in excess of avail- 
able supply; flooring mills are declining ad- 
ditional orders. Several items of better 
grades of flooring are in actual surplus. Red 
oak flooring is scarcer in most all grades 
than for some time past. More flooring oak 
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Just Try Clover Valley Quality and Service 








The way to learn about Clover Valley stock is to TRY 
IT. We know you'll like the fine quality, straight grain and 
soft texture of our lumber. It's produced from large mature 
timber grown in the Rich Clover Valley and our mill equip- 
ment is adequate and modern. Depend on us for: 


YARD STOCK, BOX SHOOK 
SHOP AND CLEAR SHED STOCK, 















CHIGAG® REPRESENTATIVE: M. L. Hansen, 308 W. Washington St.. Chicago, til. 
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CLOVER VALLEY LUMBER CO. saiSiie: Loyalton, Cal. 


H 
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nas been sold the past ten days than for any 
similar period the past six months. The mills 
are confining purchases where possible to 
No. 2 common and 3B, preferring not to 
purchase No. 1 where they can pick up a 
plock of the lower grades without having to 
take the No. 1. Some improvement is no- 
ticed in the demand for white oak, red oak, 
and 5/4 FAS gum in kiln dried stock, also 
for these items in trim with some sap gum. 
Demand from industrial concerns has eased 
up slightly. Several mills report fair orders 
for export, but that prices are not satisfac- 
tory. 


Houston, Tex. 


Commitment on Houston’s first Title II loan 
was made last week by the Federal Housing 
Administration, creating better feeling among 
all building material dealers. Building per- 
mits were a little over $85,000, all of which 
covered residences, and Houston is leading all 
the cities in the State on permits. Rental 
properties are very scarce but rents have 
not advanced to a point that the building of 
rental property is attractive. There is plenty 
of money available for building of houses 
if a market can be found for FHA notes. 
Those connected with FHA feel results will 
be forthcoming shortly. 


Southern Pine.—There was a considerable 
improvement in demand last week. The de- 
mand is very strong for lower grades and 
many of the mills find themselves rid of their 
surplus items of these and have better as- 
sorted inventories. Prices have held firm. 


Hardwood.— The domestic market con- 
tinues dull; prices are holding firm, but are 
too low. Export demand has slowed up 
a but prices seem to be holding 
rm. 


Shingles and Lath.—Shingle demand is 
good, and sales are being made at Code 
prices. Some of the mills endeavored to ad- 
vance prices, but met with a great deal of 
resistance. Hail storms in sections of the 
State have increased the demand; San An- 
tonio district was visited with a severe hail- 
storm about two weeks ago; the city prohibits 
the use of wood shingles, but the surround- 
ing territory required a considerable volume 
to make repairs. Lath continue in demand 
and prices are a little above Code, with mill 
stocks very scarce. 


Norfolk, Va. 


North Carolina Pine.—The last two weeks 
have been a little more encouraging. A lot 
of repair work and remodeling is being done 
and industrials have taken a lot of construc- 
tion timbers. There has been a better de- 
mand for mixed cars of B&better, rough and 
dressed. The New England market has not 
opened up very well. The southern yards are 
buying more No. 1 common lumber and also 
other planing mill lumber, but often rely 
on truck deliveries from nearby small mills. 
The box makers appear to be doing a better 
business. Box plants do not have large 
yard stocks, but hold off for lowest obtain- 
able quotations. In air dried, there is not 
available much good bright dry stock box 
in the rough. The same is true of dressed 
and resawn stock. There has also been a 
better demand for 4/4 No. 2 box for water 
shipment, and some large mills have sold 
out all they had of this grade within the past 
week. Most good mills are sticking to 
Group 2 prices on better grades, and do not 
seem to have much trouble moving their 
stock. Of course, there is possibly a sur- 
Plus of 6- and 8-inch widths, and some 5-inch, 
but other widths are scarce. In the No. 1, the 
situation is about the same, for most large 
mills use No. 1 to rip into flooring ete. For 
the price situation of box lumber, many kiln 
drying mills blame small air drying mills, 
but the quantity of good air dried stock 
available in the rough is very limited. 
Many air drying mills without planing mill 
facilities are sold out on all widths for 30 to 
60 days. The price on kiln dried No. 2 box 
is stiffening, due to the increased demand 


recently; good No. 1 box could not be ob- 
tained recently except at much higher prices. 
Demand for dunnage of all kinds continues 
good. The weather has been ideal for log- 
ging and manufacturing, but mills can not 
afford to pile up lumber indefinitely in the 
face of a slow demand, and lower prices, so 
there is not a large unsold surplus at mills, 
large or small. Spring showers have delayed 
seasoning. 


Minneapolis, Minn. 


Northern Pine.—Earlier buying had 
rounded line yard stocks into shape and, as 
the weather is now inclement, sales have 
slowed up. The mills already have booked 
a volume of business greater than that 
booked up to this time last year, and their as- 
sortments are the lightest in years. Low 
grade boards are particularly scarce, al- 
though there still is a good supply of selects 
and Nos. 1 and 2 boards. Prices continue 
strong, and are considerably increased in 
most cases over former cost-protection quo- 
tations. Higher prices on competing lumber 
have helped bolster the northern pine list. 
Mills will swing into operation in the near 
future, although several weeks must elapse 
before newly manufactured material is in 
shipping condition. 


Northern White Cedar.—Dust storms have 
so far missed this section, and with plenty 
of moisture in the soil it now appears that 
the Northwest should become one of the 
chief crop producing areas in the country, 
so it is believed that farmers will be willing 
to invest a considerable sum in new con- 
struction and repair work. 


Millwork.—Some of the best informed sash 
and door manufacturers are estimating that 
sales will show a gain of 20 percent over 
those of last spring. Some price changes 
are in sight—reductions as well as increases. 
These are expected early in April. Retailers 
already are ordering a considerable volume 
of material, buying earlier this year than 
for several years. 


Kansas City, Mo. 


Southwest Market.—The lapse in the cost 
mark-up feature of the Retail Lumber Code, 
and the 4.5 percent increase in the lumber 
quotas for the second quarter of 1935 over 
production allowable for the first three 
months of the year, were the chief subjects 
of comment among lumbermen here last 
week. The current open-price filing basis 
among retailers apparently has resulted in 
little or no change in retail prices compared 
with the various rates for the different mar- 
keting centers set up by the NRA. The con- 
struction business has begun to show signs 
of seasonal activity, but, while inquiries 
have been active, actual sales are character- 
ized as small by producers and wholesalers 
It is realized generally, however, that retail 
and wholesale inventories are quite low, and 
any demand of importance would have the 
tendency to accelerate demand on the mills 
and boost prices. Lumber sales in the South- 
west were less than production totals for the 
first time since Feb. 16, a condition which 
was more serious than it might first appear, 
since production has been lagging under a 
restricted production quota, and in addition 
rainy weather has curtailed even this re- 
duced production. The quota increase will 
bring production to about 49.5 percent of 
normal in the southern producing area. Since 
current demand is more or less on a hand- 
to-mouth basis, danger of shortages is ever 
present, producers have pointed out. Vol- 
ume of modernization and repair work since 
the first of the month has been encouraging. 
Industrial business was fairly good and, with 
motor car plants far behind in their orders, 
good lumber buying for several weeks to 
come was forecast. With factory inventories 
low, any further expansion in motor car out- 


put, or an increase in furniture production, 


would be reflected almost immediately in 
better mill sales, it was believed. Most rail- 
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road orders continued to originate in the 


Car repair material was in good de- 
mand, There was some buying of heavy 
items for river construction work in this 
area, but generally the bulk of this business 
already has been booked, and engineers are 
awaiting further appropriations before let- 
ting more contracts. 


East. 


Southern Pine.—Inquires were good, but 
sales continued below production, Line yards 
were in the market on a hand-to-mouth basis 
last week. Industrial business was generally 
quiet, with low grades in fair demand. Prices 
were irregular. 

Western Pines shipments were heavy, as 
mills are now able to fill nearly all orders. 


Douglas Fir.—Most yards in this area 
showed little interest. Inquiries from rail- 
roads were fairly good, and some piling was 
purchased for Missouri River work. 


Hardwoods.—A sizable backlog of orders 
exists for ash, gum, magnoiia and oak for 
shipment to furniture manufacturers and the 
tarm implement trade. Demand for southern 
hardwoods covered principaily mixed cars at 
steady prices. It was reported some whole- 
salers were unable to fiil orders tor badly 
broken cars. Surplus stocks of cheaper 
grades dwindled rapidly, and price conces- 
sions were almost unheard of. 


Shingles and Lath.—Shingle prices tended 
to slough off slightly. Demand held up re- 
markably well. Lath were not active. 





Birmingham, Ala. 


Southern Pine demand is spotty, but has 
increased steadily. Sales of Bé&better floor- 
ing, ceiling and siding have gained, but No. 1 
common continued the leader, with No. 2 
common and dropping grade moving well. 
Sales of large-mill dimension were limited to 
few scattering items, but demand for small- 
mill rough green stock was good. Price 
levels were maintained on longleaf, but some 
weakening was reported on shortleaf. Items 
not reduced were dense rift, drop siding and 
the wider widths of finish. No. 3 flooring, 
1x3- and ix4-inch, is $10, with some few 
orders being placed at $9; while No. 2 com- 
mon sold at $15 for 1x3-inch and $16 for 
1x4-inch. For No. 1 flooring, 1x3-inch, prices 
are $26@31; and for I1x4-inch, $28@32. 
Bé&better and No. 1 common sold at the same 
price in the past few days. Shortage of 
1x4-inch common flooring is reported; some 
manufacturers now limit sales to 2,000 feet a 
car. No. 1 and C rift, 1x3-inch, continued a 
leader, with stocks low and price climbing; 
substitution of other woods, as well as higher 
grade of rift, was found necessary in some 
instances. No. 2 common shortleaf siding is 
$19, and No. 1 is $27@30; No. 3 shiplap, 1x8- 
inch, is $10, and No. 2 is $16; air dried $19. 
Kiln dried B&better finish, 1x6- and 8-inch, 
is $33@36, with 10-inch $39@42, and 1x12- 
inch, $52@60. No. 2 shortleaf dimension, 
2x6-inch, is $16; 2x8-inch, $17, 2x4-inch, 
$17.50; this is S4S standard dry dimension, 
and $2.50 is added for No. 1 common, based 
on random mixed widths. For 4x4- to 8x8- 
inch timbers, $18 is considered a good price. 
Timbers in both shortleaf and longleaf have 
sold steadily. Special cutting was in in- 
creased call. Car decking and siding were 
sluggish, with offers being made to reduce 


prices. 
Baltimore, Md. 


North Carolina Pine—Demand is slow, with 
inquiry better but buyers very cautious. 
Stocks on the wharves are somewhat larger 
than they were. Some of the distributors 
have been handling larger quantities than 
for a time. Prices reflect more or less un- 
certainty, though they are on the whole 
fairly well sustained, 


Longleaf Pine—Construction items are be- 
ing called for in increasing quantities. 


Douglas Fir—More lumber from the West 
Coast is being sought to meet the needs 
occasioned by various building projects un- 
der way, and the quotations rule fairly firm. 
The recessions have not taken the pro- 
nounced form that had been feared in some 
quarters. 


Hardwoods—Most yards here report that 
their business went off somewhat. The mar- 
ket is believed to be in process of readjust- 
ment. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., March 25.—Permits granted 
in February for construction jobs in the 39 
cities and the 16 larger towns in the State 
show a gain over January of 24.1 percent, and 
over February, 1934, of 60.6 per cent. Of the 
total, 11.3 percent of the estimated outlay was 
for residential structures, 41.3 percent non-resi- 
dential, and 47.4 percent for remodelling and 
repairs. In 41 of the 55 municipalities, not a 
single permit was issued for a residential struc- 
ture. Speculative building is definitely out of 
the picture, but the success of the drive for 
remodelling and repair work is evident. 


For “Regularity” in Distribution 


Two weeks ago in this column was repro- 
duced the official statement of the National 
Oak Flooring Manufacturers’ Association 
pledging “regularity” in its distribution activi- 
ties. ‘Lhe New England Wholesale Lumber 
Association has since proposed to the Western 
Pine Association of Portland, Ore., co-opera- 
tive action to rid transactions in western pine 
of all taint of irregularity. The latter organ- 
ization has broadcast this proposal to its mem- 
bership for study. Its executive officer under 
date of March 5 wrote: “We know it is the 
desire of the mills of our (Western Pine) Di- 
vision to in future limit the granting of the 8 
percent discount to legitimate wholesalers only.” 
Two leading California shippers have already 
studied the plan and under date of March 15, 
in letters to the New England organization, 
have unqualifiedly endorsed its laudable pur- 
pose. 

All shippers of eastern spruce, particularly 
those located in the Maritime provinces of 
Canada, were especially pleased when they 
learned a few days ago that the British Gov- 
ernment had exercised its right to set aside 
the contract between the Russian (Soviet) 
Government, and Timber Distributors (Ltd.) 
of London for the delivery during 1935 of 
400,000 standards of Russian spruce, or 800,- 
000,000 feet. One year ago the contract was 
for 435,000 standards. Protests from Canadian 
officials to the British Government based upon 
reciprocity agreements between the two coun- 
tries caused the British Government to scale 
that allotment down to 350,000 standards, or a 
cut of 170,000,000 feet. The British outlet 
last year for Canadian spruce was the best 
in many years, and the shippers did not take 
kindly to this attempt to increase this year the 
deliveries of Soviet spruce in England by 100,- 
000,000 feet. A vigorous protest went over- 
seas, with the result that under the ‘Fall 
Clause” permitting cancellation and a revision 
of prices and amounts, a new contract less fa- 
vorable for the Russians must be made, call- 
ing for a sharply reduced volume of lumber, 
in an effort to appease the wrath of the Cana- 
dian shippers. This change will mean a heavy 
cut in Soviet income and a sharp drop in rev- 
enue to the British Government, which col- 
lects a 10 percent duty on all Russian forest 
product imports. 

West Coast Fir and Hemlock.—The local 
wholesale distribution yards are moving 
quite a volume of fir dimension and boards 
in small lots, but orders in round lots calling 
for prompt mill shipment have not yet 
reached normal spring volume, and the price 
range between high and low is so wide and 
unsteady that the wholesale offices are quite 
at sea. Local stocks at the distribution yards 
have melted steadily through March, and, 
with but three cargo arrivals thus far this 
month, including few unsold lots, visible 
stocks are held in proper balance with cur- 
rent demand. Small dimension hemlock, 2x3- 
to 6-inch, sells at $23.50 c. i. f. at the Boston 
docks, with the same sizes in fir No. 1 com- 
mon 15 percent No. 2, available at $1 to $1.50 
higher. 

Eastern Spruce.—The larger Maine and 
Canadian mills have succeeded in holding the 
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price basis at or above the old Code level, 
with bookings three to four weeks aheaq of 
production. ‘ihe base is $32 for the small 
Scanliing Sizes, 2X$- LO 6-inCch, With the - 
inch at $35; 1U-inch at $37, and 12-incy at 
$39. The Maine mills have a full supply of 
logs at the headwaters, which with favorable 
driving conditions should reach the mij 
booms early in May. Dry boards are Sold out 
and deliveries can not be made inside of six 
to eight weeks. Most sales of 5-inch ang up 
covering boards are at $23@29, with the 
dressed and matched boards in 6- and 7-ingy 
stock widths at $31@382, and the &-inch Sell. 
ing at a range of $33@45, with most sales at 
$34. The action of the British Governmen 
in cutting down the permitted shipments of 
spruce into England from Soviet Russia dur. 
ing 1935 will mean a wider market for Cana. 
dian spruce overseas, and absorb the surplus 
of mill product which might otherwise seek 
an outlet in New England and New York, 4s 
an oltset to this, several large Nova Scotia 
operations are booking New England ang 
New York orders, one of large capacity 
located in southern Nova Scotia and the other 
with mills in northern Kings County, and 
shipping trom Port Williams and Scotts Bay; 
all are newcomers in the field. 


Lath and Shingles.—Spruce lath are a trifle 
more active, but do not show price strength, 
with the 1%-inch selling at $3.60@3.80, and 
the 15-inch at $3.90@4.25. Eastern white 
cedar shingles sell freely at $4.50 for the 
Extras, and $3.75 for the Clears. For West 
Coast red cedars, mills are reported to be in 
a strong position, with output sold well 
ahead of production—and yet the all-rail de. 
livered prices to New England points re- 
main at $4.04 for the 16-inch XXXXX and 
$4.43 for the 18-inch Perfections. For water- 
borne lots at the docks or distribution yards, 
f. o. b. prices do not vary. For kiln dried 
16-inch XXXXX No. 1, per square, $3.73; No. 
2, $3.19; No. 3, $2.85. For Perfections, $4.06. 
Air dried prices 15 cents lower. 


Pine Boxboards.—Mill stocks of good inch 
round edge are not heavy, and the mills are 
inclined to hold rigidly for the $16 base 
f. o. b. mill yard, but sales are reported at 
$1 and $2 under that figure, with the inch 
square edge box at a range of-.$24@26. Code 
enforcement field service is being withdrawn, 
and the mills and shippers are clearly drift- 
ing back to a basis of open market individual 
action, both as to mill operation and prices. 


Maple Heel Stock.—As the active season at 
the shoe plants and heel shops draws toward 
a close, there have been rush orders for 
maple in small lots to be used in clearing 
all heel orders in hand, but there have been 
few if any contracts closed to cover next 
season’s requirements. Most current sales 
have called for 2-inch long maple plank with 
defects all in at a price range of $60@68. 


Buying Repair Material for CCC 


Gen. Fox Connor, from the Army Base in 
Boston, announced on March 25 that he is ask- 
ing for bids on 1,626,000 feet of lumber and 
500,000 feet of wallboard to be delivered to 
CCC camps in New England, to be used in ex- 
tending and improving old camps. Bids for the 
wallboard will be opened March 29, and for 
the lumber on March 30. 

















The Morse & Buffum Co., wholesale dealer 
at Providence, R. I., has moved its office from 
171 Westminster Street to 87 Globe Street. 


Capt. Oscar C. Nickerson, head of the Nick- 
erson Lumber Co., at Chatham, Mass., on Cape 
Cod, with branch yard at Orleans, was elected 
president of the Cape Cod Chamber of Com- 
merce at its annual meeting held on March 20. 
He is a leader in the lumber group of the Cape 
district, with a model yard at Chatham. The 
branch at Orleans is in charge of his son 
Joshua A., a graduate of Harvard and a vice 
president of the Massachusetts Retail Lumber 
Association. 

C. Fred Smith, executive head of Brockway- 
Smith-Haigh-Lovell Co., wholesale distributors 
of sash, doors and trim, with main warehouse 
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and offices in the Charlestown district of . Bos- 
ton, with Mrs. Smith is devoting February 
and March to a visit at Nokomis, Fla., south 
of St. Petersburg. He will return to his office 
about April 1. Elmer L. Gibbs, of E. L. Gibbs 
Lumber Co., 79 Milk Street, Boston, with Mrs. 
Gibbs motored back from a ten weeks’ so- 
journ in Florida, making the run in easy 
stages and arriving at their Newton home on 
Monday, March 25. Fred Brooks, of the 
Newell Coal & Lumber Co., is back from a 
two weeks’ sojourn in the South. William 
Morse, formerly of the Morse & Buffum Co., 
of Providence, R. I., is now a permanent resi- 
dent at Daytona Beach, Fla. He was joined 
by Nelson H. Walcott and G. Waldo Parrott, 
of Providence, for a motor tour to the south- 
ern Florida resorts. The latter two returned 
to Providence on March 11, and Mr. Parrott 
has since been a patient at the Jane Brown 
hospital, where he is seriously ill. Mr. Wal- 
cott, a former president of the old National 
Wholesale Lumber Association, had picked up 
some sort of a germ and for a time was at the 
Homeopathic Hospital for treatment, but is 
again at his desk. George E. Smith, of the 
E. E. Smith Co., of Providence, is returning 
from a winter season spent at Miami, Fla. 
W. H. Sawyer, well known Worcester retailer, 
accompanied by Mrs. Sawyer is enjoying a 
yacation trip to the Pacific coast. 


NEW YORK, N. Y. 


New York, March 26.—Activity in lumber 

is disappointing, from the standpoint of both 
retail dealer and wholesaler, for the consuming 
demand is far less than it should be at the 
opening of the spring season. In the outlying 
districts, most yards report liberal sales for 
remodelling and repair jobs, but thus far have 
succeeded in booking very few house schedules. 
Yard stocks are low, and any material increase 
in sales would bring immediate replacement 
orders to the wholesale offices or the inter- 
coastal distribution yards. The fir and hem- 
lock interests are concerned over wage dis- 
putes and strikes that have caused the laying-up 
of a number of intercoastal vessels, and the 
signing up of new crews in order to keep 
other regular boats active. Offices here in- 
sist that the movement of West Coast lumber 
during the next sixty days will be sharply cur- 
tailed on this account, but receivers feel that 
the stock at Atlantic coast terminals will be 
ample to supply the demand, and some wel- 
come the opportunity to reduce surplus hold- 
ings. Most of the active ships are limiting 
their loadings to mill order parcels, and are 
filling balance of space with general cargo and 
pulpwood, to avoid assembling an excess of 
wane lots at any of the Atlantic coast mar- 
ets. 

At the offices of Intercoastal Lumber Dis- 
tributors Association in East 44th Street re- 
ports have been tabulated from all of the larger 
distributors along the Atlantic seaboard, show- 
ing total deliveries to dealers in the fourth 
quarter of 1934 of 145,529,000 feet, and this 
compares with 150,756,000 in the preceding 
quarter. For the full year the total was 486,- 
553,000 feet. Executive Secretary R. T. Titus 
is directing an intensive campaign to establish 
in each market acceptable rules for the delivery 
of fir and hemlock to the dealers. Joint meet- 
ings have already been held in New York, 
Boston, Newark and Philadelphia, and as a 
tule all points at issue have been promptly ad- 
justed. A general meeting of the association 
was held at headquarters on March 12, at- 
tended by the managers of twenty distributing 
yatds along the Atlantic coast. It was agreed 
that the group at each market center should 
handle the problems as they arise upon a 
purely local basis, but that all should be 
guided by and adhere to the original “Distribu- 
tion Statement” as set forth in the proposed 
‘Rules of Fair Trade Practice” as adopted by 
the Lumber Code Authority, and should not 
accept or be guided by any new “statements” 
that have since been promulgated by a strictly 
Partisan group. 

Secretary Schupner is devoting much of his 
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time to .the development of the program for 
the forty-third annual convention of the Na- 
tional-American Wholesale Lumber Association 
to be held at the Ambassador Hotel, Atlantic 
City, May 15 and 16. This will be the ninth 
annual held at this famous shore resort. The 
secretary was in Washington last week at- 
tending a series of Code hearings, and inci- 
dentally getting in touch with some proposed 
Federal legislation that would regulate and 
maintain an open market for the sale of com- 
modities in interstate commerce. 


Buffalo, N. Y. 


The lumber trade does not show much im- 
provement. Some inquiries are coming to 
the wholesalers, but buying by retailers is 
confined largely to small lots. Prices on 
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most items of southern pine are easy, but 
some of the Pacific coast woods are holding 
firm. 

Hardwood trade is called quiet at most 
yards. Northern hardwoods are maintaining 
a firm tone, but some of the southern hard- 
woods are easy. Consumers’ stocks are small, 
but they are not disposed to increase them 
unless orders for finished material are in 
hand. 

Western Pine—Ponderosa pine stocks at the 
mill are broken, and some leading items are 
hard to find. Prices are well maintained, 
after a recent advance of $1 to $2. Sugar 
pine is holding steady. 


Northern Pine demand is not showing much 
increased activity. Low grades are not mov- 
ing as well as in some seasons, owing to the 
lack of industrial activity. Home remodel- 
ing has not started as briskly as was hoped 
for. 









"We are thoroughly convinced that 
the two-cutter saw is exactly what we 
need in this territory. 

Signed: J. W. POWELL, 
Purchasing Agent.” 


E. C. ATKINS AND COMPANY 


INDIANAPOLIS, INDIANA 


BRANCHES: - 





ATKINS 
SILVER SAWS 


STEEL 
Let the actual experience of other cross- 
cut saw users be your guide to the most 
efficient sawing ever known. You'll agree 
there are none better than ATKINS New 
"Blue End" Crosscuts No. 55 and No. 77. 
Orders can be filled promptly. 


AN 
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Newsy Notes of Persons and Places 


and OFFICE 








Frank L. Smith, superintendent for the Peter- 
man Manufacturing Co., Tacoma door and 
veneer manufacturer, has been re-elected vice 
president of the Lakeside Country Club. 

The Buffalo Lumber Exchange on March 15 
re-elected Major H. Morton Jones president, 
Shirley G. Taylor vice president, and Benson 
H. Briggs secretary-treasurer. 

The Fruit Growers’ Supply Co. has an- 
nounced the removal of its accounting depart- 
ment from San Francisco to the new building 
being erected by the California Fruit Growers’ 
Exchange in Los Angeles. The sales and saw- 
mill staffs will remain in San Francisco. 

The large furniture factory (former automo- 
bile body factory) operated by the Murray 
Wood Products Co. at Memphis will be, after 
April 1, under the management of Thomas J. 
Toomey, a Detroiter who succeeds W. H. 
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332 S$. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 
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Telephone Randolph 4893 Collection and Mechanics Liens 



















DOWNTOWN ST. LOUIS 
Fine Food at Reasonable Prices 
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OUTSTANDING ROOM VALUES 
$2.50 up 








Greenwalt as vice president and general man- 
ager. Mr. Greenwalt has resigned and ex- 
pects to go into business for himself. 

E. H. Ruhmer, president National Lumber & 
Cedar Co., Park Falls, Wis., accompanied by 
Mrs. Ruhmer, left recently for a combined busi- 
ness and pleasure trip through the South. They 
expect to spend some time in Florida before 
returning to their home in Park Falls. 

W. W. Woodbridge, of Seattle, secretary- 
manager Red Cedar Shingle Bureau, plans to 
leave, immediately after the bureau’s annual 
meeting March 29, for a three-month visit 
through the Southwest, the South, the East and 
the Middle West, returning early in June. 

Among the visitors to Buffalo lumber offices 
last week were: E. H. McGill, of Electric Mills, 
Miss., sales manager Sumter Lumber Co.; 
R. C. Winton, of the Winton Lumber Co., 
Minneapolis; and Charles J. Harris, Winton 
representative in New York City. 


Mark Finley, of the McFarland Lumber Co., 
Philadelphia, who returned last week from an 
eight-day business trip to the South, reported 
that he had wonderful weather for the trip and 
that he was greatly impressed with the evi- 
dences of prosperity throughout the territory 
below the Mason and Dixon line. 

Lumber dealers of Noblesville, Ind.,_re- 
cently were hosts to lumber dealers of other 
communities in Hamilton and Tipton counties, 
including representatives from Westfield, Sheri- 
dan, Carmel, Fishers and Tipton. The chief 
speaker was Willis Dye, of Kokomo, past pres- 
ident of the State association, who was optimis- 
tic concerning business prospects for lumber 
this spring. 

J. J. Fitzpatrick, of Madison, Wis., is the 
lumber representative on a general building 
construction committee recently organized in 
that city to direct a campaign for the modern- 
izing and building of homes with FHA assist- 
ance. In a recent address before the local 
retail lumber dealers’ association H. M. Wade, 
FHA representative, predicted a marked re- 
vival of home modernizing and new home build- 
ing. 

R. M. Ingram, sales manager of the E. C. 
Miller Cedar Lumber Co., Aberdeen, Wash., 
left that city March 12 on a selling and lum- 
ber promotional trip that will continue until 
the latter part of May. His itinerary will take 
him south through Oregon and California, east 
to Texas, north through the middlewestern 
States, east again through Wisconsin and IIli- 
nois, thence south and north through the New 
England States. 


G. A. Biesecker, formerly manager in charge 
of dealer and paint sales in the Chicago terri- 
tory for E. I. du Pont de Nemours & Co., Wil- 
mington, Del., on March 1 was promoted to 
western regional manager in charge of the 
finishes division of the company’s fabrics and 
finishes department, succeeding L. P. Nemzek, 
resigned. He will remain in Chicago, where 
he is widely known in the trade, having spent 
the greater part of his life in the paint business. 

—_—_—_—_—_—_— 


Baltimore Items in Brief 


Battimore, Mp., March 25.—C. E. Eichel- 
berger, of Bogalusa, La., assistant sales man- 
ager Great Southern Lumber Co., and Harry 
Lawrence, the company’s Virginia representa- 
tive, called on Baltimore distributing yards last 
Friday. The visitors were taken around and 
introduced by Robert MacLea, of the MacLea 
Lumber Co. 

H. L. Demuth, of the Demuth & Germaine 
Lumber Co., Jacksonville, Fla., stopped in Bal- 
timore last Thursday on his way back home 
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from a trip to New England and ca’ 
number of local wholesalers. He a 
business is quite fair in New England, as jt ; 
in the South, but not quite so good in the i 
tion between Baltimore and New York. j 
Robert Thanes, of the J. R. Thanes Lumber 
Co., Birmingham, Ala., last Thursday paid Bal. 
timore his first visit in some time. On his 
rounds of the trade he brought encouraging’ news 
as to the condition of the industry. 
Keith Gibson, of Farnworth & Jardine (Ltd.) 
Liverpool timber broker who had been in th; 
United States for the past month on a tour of 
the southern territory, stopped in Baltimore last 
Wednesday to visit Dwight Hartlove, of Pric. 
& Heald, whom Mr. Gibson’s firm has repre- 
sented for a long time. He left here for New 
York, expecting to sail for home Friday, 











Residential Occupancy in Chicago 


At a recent meeting of the renting and man. 
agement division of the Chicago Real Estate 
Board, reports on residential occupancy showed 
south side apartments approximately 9714 per. ; 
cent rented. Out of 12,856 apartment units jn 
Evanston, only 299 are vacant. Oak Park re. 
ported a shortage of some types of flats; also 
that since Jan. 1 more than $500,000 has been 
spent in that suburb on the purchase of sixty 
homes. 





Expects Early Building Revival 

J. E. Mackie, manager Western Red Cedar 
Lumber, Seattle, Wash., who is making an 
extensive tour of the country in behalf of a 
group of manufacturers of western red cedar, 
was in Chicago several days this week, con- 
tacting particularly mill representatives and 
distributors of cedar lumber. In his extensive 
tour, Mr. Mackie has been impressed with the 
evidence on every hand of an impending build- 
ing revival. Everywhere he has been he has 
found a shortage of homes, and in many places 
he found some building already in progress. 
He is returning to the Coast quite optimistic 
as to the outlook for the lumber business gen- 
erally and well pleased with the attitude of 
buyers toward western red cedar lumber par- 
ticularly. 





bis 


Opens Texas Branch Factory 


The C. J. Tagliabue Manufacturing Co., of 
Brooklyn, N. Y., has opened a new branch i 
factory at 1916 Jackson Street, Dallas, Tex. 
to take the place of its plant at Shreveport, La., 
which has been closed. A. G. Koenig, south- 
western district manager, is in charge. 

Repair work, with special attention to emer- | 
gency orders, is the prime function of this 
branch factory, and the company believes that 


aoe 





the trade in the South Central States will find s. 


service considerably speeded up by the move 
to the more convenient location. Also it will 
permit better repair facilities and greater stocks 
of all TAG standardized indicating, recording 
and controlling instruments. 


Will Woodsmen Go Nudist in the 
Brambles? Help Wanted 


Six big, husky woodchoppers who think they 
are tough have jobs waiting—or at least they 
were waiting—in Santa Cruz County, Califor- 
nia, but these men must really be of the fear- 
less type. It is not enough that they be un- 
afraid of bears—they also must be unafraid, 
and unshocked, and preferably unblushing, at 
the sight of bare skins. And brambles. 

For this is a nudist camp, and it has a Prob- 
lem. Last week Nature’s Recreation Associ- 
ation, which has headquarters at 1033 Guerrero 
Street, San Francisco, sent eighty tried a 
true nature lovers to the camp for its spring 
opening. But when they arrived and got into 
their uniforms and started to cavort among 
the trees and the flowers that bloom in the 
spring, tra-la, they learned suddenly that they 
couldn’t find the trees, what with a supef- 
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abundance of brambles, bushes, nettles and such 
things that so nettle a nudist. ; 

One reached for his pocket knife, and an- 
other made a motion toward his belt axe, and 
then they both remembered with dismay that 
they didn’t have any pockets nor any belts, and 
therefore neither knife nor axe, And there the 
eighty were, faced with the bare facts—they 
had to hire somebody. 

“We'll pay regular wages, but we want to 
be sure we get the right type of men,” a 
Maurice Allard, president of the association 
of nature communers. “We don’t want any- 
body to come in and have his fine woodchopper 
sensibilities shocked by anything he sees.” 

Bare skin and brambles—wow! 





Open Bids for C. C. C. Lumber 


Bids to supply about 2,250,000 feet of rough 
and finished lumber fgr ten C. C. C. camps in 
the sixth army corps area were opened Tuesday 
by the quartermaster at the Federal Building 
in Chicago. 

Nineteen bids were submitted, and only three 
of them were for the entire lot of ten camps, 
others confining their offers to individual camps. 
The bids are being analyzed and it is thought 
probable that awards will be made in about 
ten days. 





Opens Los Angeles Branch 


SeaTTLE, WasH., March 23.—Opening of a 
branch office in Los Angeles is announced by 
Puget Sound Associated Mills of this city. 
This organization consists of twenty mills 
formed to sell and ship lumber to the Atlantic 
Seaboard. The Los Angeles office is in charge 
of George Melville, formerly with Schaefer 
Bros. of Montesano, Wash. Its business will 
be more retail than wholesale. 





Made Executive Assistant to 
Southern Pine Leader 


New Orveans, La., March 25.—O. N. 
Cloud has resigned from Long Leaf Yellow 
Pine (Inc.), of which he has been secretary- 
manager since its organization. He will be- 
come executive assistant to A. J. Peavy, 
Shreveport, La., head of the Peavy-Wilson 
Lumber Co., which, with its allied companies, 
has operations in Texas, Georgia and Florida. 
This new activity will be “like going home” to 
Mr. Cloud, for he was with the Peavy organ- 
ization for many years, having been general 
sales manager when he resigned to go with 
the Long Leaf concern. 

Long Leaf Yellow Pine (Inc.) was a new 
kind of instrumentality for merchandising lum- 
ber. There was an active market for timbers 
and structural lumber at the time of its or- 
ganization, many schedules being offered to 
manufacturers that had to be declined be- 
cause the numbers of items and the quantities 
were so many that it was impossible for 
an individual mill to get them out within 
the time limit prescribed in the schedules. Sev- 
eral manufacturers of longleaf pine conceived 
the idea of a wholesale company owned by 
themselves that could accept the schedules of- 
fered, and distribute to the mills such portions 
as they could manufacture and ship within the 
time limit of the schedules. Such items as the 
mills owning stock could not furnish, would 
be bought from other longleaf mills. By this 
method all mills would be assured of desirable 
business, which otherwise would have to be 
refused. 

In order that the Sherman anti-trust and 
the Clayton Acts would not be violated, a new 
kind of company was incorporated. Instead of 
the usual provision of selling lumber being 
written in the charter, it was specifically stated 
that the corporation could not sell in quantities 
of less than five million feet. When the com- 
Pany was ready to seek business, it had rep- 
resentatives in important cities. It carried on 
a trade promotion campaign in the interest of 
longleaf lumber with architects and engineers, 
and kept in close touch with projects all over 
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the country that were specifying lumber. In 
some instances where competing woods had 
been specified, a change in specifications was 
secured, giving longleaf an opportunity to pre- 
sent bids. 

The company will now be liquidated, but cer- 
tain of its activities will be continued by mills 
through collective effort wherever necessary 
to serve the consumers of southern pine prod- 
ucts in the most acceptable manner. 

Mr. Cloud expects to take up his new duties 
between April 1 and April 15, with headquar- 
ters in Shreveport. In addition to his work as 
assistant to the president, Mr. Cloud, in a gen- 
eral way, will direct production and sales, as- 
sisting both departments as much as possible. 





Makes New Sales Connection 


PorTLAND, Ore., March 23.—George Black- 
well has joined the organization of the Gris- 
wold Lumber Co., one of the best known whole- 
sale lumber companies in Portland. Graham 
Griswold, the head of this concern, has been 
engaged in the lumber business since he was a 
young man and has friends and acquaintances 
in the industry throughout the country. George 
Blackwell was for many years engaged in the 
wholesale lumber business in Seattle. Later 
he headed an organization of sawmill owners. 





Chemical Treatment Company 
Opens Chicago Office 


New Or.eans, La., March 25.—An an- 
nouncement of especial interest to the lumber 
industry, made recently by Dale Chapman, is 
that the Chemical Treatments Co. has been 
succeeded by A. D. Chapman & Co. (Inc.). 
Mr. Chapman announces that his company will 
continue the distribution of the Dowicides to 
the forest products industry and other fields as 
well. In addition he plans shortly to place on 
the market a refined wood preservative designed 
chiefly for use on sash and other millwork 
products. The company is opening an office in 
Chicago, from which point, Mr. Chapman ad- 
vises, it can better handle the distribution to 
the trade of Dowicide and other Dow chem- 
icals. Dowicide treatment for the prevention 
of sap stain is popular among the mills of the 
South particularly, and its use is becoming 
more general. It also is being introduced on 
the West Coast, where it has had a gratifying 
reception. 


Open New Retail Yard 


Tacoma, WasH., March 23.—Percy McCor- 
mack and Roy V. Rostedt, widely known Ta- 
coma business men, have opened a retail yard 
at 4102 South Tacoma Way. These men, under 
the firm name McCormack-Rostedt, have con- 
ducted a lumber brokerage business here for 
some time, and plan to continue as mill repre- 
sentatives. Mr. McCormack was formerly asso- 
ciated with McCormack Brothers department 
store here, and Mr. Rostedt was for many 
years associated with his father in the Fern 
Hill Lumber Company. Their new yard car- 
ries a full line of paints, hardware and other 
ne materials as well as a complete lumber 
stock. 








Maryland Considers Sales Tax 


Battrmore, Mp., March 25.—It looks very 
much as if, in addition to their other difficul- 
ties, the lumbermen of Maryland will be called 
upon to contend with a tax of 2 percent on 
their sales. The sales tax also is encountering 
very influential hostility, but there are those 
who see no other way out of the dilemma, and 
there is a fair chance that such a tax will be 
put through. The general sales tax has passed 
the House; in the Senate it has been put off 
again and again in the hope that something 
will occur to prevent a final vote and placate 
the business interests, especially of Baltimore; 
the governor indicates that he would sign a 
sales tax bill. 
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Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 
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LUMBER MARKET REVIEW 


Southern Pine Bookings Make an Impressive Gain; 
Lowers and Shortleaf Are Weaker 


Southern pine sales showed gratifying expansion in the 
week ended March 23, and were about 20 percent in excess 
of the production. Indications are that the gain was 
largely in business from retail yards, but that orders run 
strongly to lower grades, on which competition from small 
mills has been more severe, with consequent weakening in 
quotations, especially in shortleaf. Increased interest in 
repair and remodeling has brought many yards into the 
market for sorting up lots, but in some parts of the sales 
territory, the drouth and dust storms have made retailers 
hesitant about prospects. Buying for public works has 
slowed down to await the passage of new Federal appro- 
priations; doubtless this will result in heavier buying. 


North Carolina mills have had a better sale recently for 
mixed lots of yard items for repair and remodeling needs; 
but they find stronger competition in southern sales terri- 
tory from the smaller air-drying mills. Though these small 
mills are said not to have a great deal of stock on hand, 
their competition has been depressing prices on box lum- 
ber. Box makers for the most part are holding off, but 
those able to use water shipments have taken some large 
lots recently. Seasoning has been delayed by wet weather. 


Arkansas Soft Pine mills report an improvement in the 
inquiry for shed stock, but that buyers continue quite hesi- 
tant; mill stocks of these are so broken in assortment that 
it has been necessary to limit sales of some items. Prices 
on these uppers are quite firm. Commons, however, are 
reported to have softened under the pressure of small-mill 
competition, concessions having been made on straight cars. 


Western Pine Output Is Small; and Quotations Are 
Firmly Maintained 


Orders booked by western pine mills in the two weeks 
ended March 23 were about 70 percent above the current 
output, and larger than those booked by the same mills in 
the corresponding period of 1934; production recently has 
been a good deal less, and shipments a good deal heavier, 
than last year’s. Mill stocks are about three percent under 
last year’s level, and unfilled orders are about fifty percent 
larger than last year’s, so that the industry is in a strong 
statistical position. In its normally important Northwest 
market, it apparently faces another unfavorable year, be- 
cause of recent dust storms. Seasonal improvement is 
noted in middle West and eastern markets, with quotations 
firmly held at recent advances. In California, it is reported, 
the local market is less receptive than it was earlier in the 
year. While with good weather there will be an expansion 
in operations, indications are that the mills will follow 
a course that will maintain the stability of their market. 


West Coast Market About Holds Its Ground Under 
Adverse Conditions 


West Coast bookings in the two weeks ended March 23 
were almost 1 percent above production, there having been 
a slight decline in both production and new business. A 
decline in domestic cargo orders was made up by a gain 
in rail trade; export volume kept at about the level of the 
preceding period; and local buying declined. 


Rail trade is apparently suffering to some extent from 
the drouth and dust storms in the middle West; inquiries 
from retail yards are few. Some softening of prices on 
yard items is reported. A good number of the orders call 
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for heavy construction items for public works projects, ang 
steady pressure for lower quotations on these seems t 
have succeeded in forcing concessions of 50 cents to $1, 

On the Atlantic coast, no large volume is being called 
for, as practically all yard sales are for repair and moderp. 
ization jobs. The market is quite disturbed by irregular 
distribution, which tends to undermine the price structure 
and by the weakness of competing Southeast pine products, 
Tramp steamers are undercutting the intercoastal rate, byt 
it holds at $12, though there is now no talk of advancing 
it to $12.50. Mill prices, with surpluses disposed of, seem 
to be somewhat firmer than Atlantic coast. 


Foreign markets are in a disturbed condition. Europe 
feels the threat of war, and its gold block is fighting de. 
valuation. China is in political turmoil and its silver prob- 
lem is the subject of international conference. Trans-Pa- 
cific freight rates have been declining. Soviet Russia, hay- 
ing lost part of its British market, may reach for others, 
There is at least a possibility of larger imports from Canada 
under a new trade treaty. 


Business in Northern Pine, Hemlock and Eastern Spruce 
Is Fair, With Prices Steady 


Northern pine mill reports for the week ended March 
23 show a seasonal pick-up in orders. The Northwest 
States to which the bulk of their output goes have not been 
seriously affected by the drouth and dust storms. In the 
Niagara area, both yard and industrial business continues 
slow. The mills are reported to have lower assortments 
than in years, but are better supplied with uppers than with 
low grades. The firmness of western pine quotations is 
a strengthening influence in the Northern pine market. 


Northern hemlock demand continues seasonally slow, but 
retailers are expected in the market soon for their spring 
requirements. Production is under last year’s level, mill 
stocks are smaller, and unfilled orders are larger. 


Eastern spruce manufacturers have been cheered by one 
and discouraged by another foreign development; com- 
peting Canadian spruce is to find a larger market in Eng- 
land, but some Maritime producers have begun water ship- 
ping to the now open-price eastern markets. The possi- 
bility of larger Canadian imports under a reciprocity treaty 
is a threat. Meanwhile bookings are much ahead of pro- 


duction, and quotations are firmly maintained at above 
Code level. 


Hardwoods Moving Less Actively, at Home and 
Abroad; Floods Hinder Southern Logging 


Demand for the hardwoods, domestic and export, has 
been dull. Foreign demand was expected to be stimulated 
by the recent reductions in trans-Atlantic rates but, as 
these are to be in effect for some time, foreign buyers are 
now seeking the bottom of the market, and their offers 
have been very unsatisfactory. Domestic demand seems 
to be easing off a little, though furniture and automobile 
concerns are still placing a fair volume of orders and there 
has been a stronger call from the building trades interests, 
chiefly for the less expensive grades. The market on Ap- 
palachian and northern woods seems to have been main- 
tained at about recent levels, but some softening has been 
reported in southern prices, and naturally the larger buyers 
have become hesitant. In the South, however, spring 
floods are reported to have stopped logging in the lowlands 
in many sections, and this is a strengthening influence; as 
is the fact that stocks of consumers have been kept to the 
minimum necessary for current needs. 
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LOUIS NAPOLEON PILLIOD, 175, head of 
the Pilliod Cabinet Co. and a leading citizen of 
Swanton, Ohio, died March 11 at his home 
after two years’ ill health of heart disease. 
His widow, three sons, two daughters and 
three brothers survive. His birthplace was 
the county seat of Henry County, and it also 
was named Henry until the young future lum- 
berman arrived, when his French father 
named him Louis Napoleon and the name of 
the village was changed to Napoleon in honor 
of the occasion. In 1881 Louis and his 
brother, F. E. Pilliod, moved to Swanton, 
bought a milling company and subsequently a 
sawmill, and operated both as L. N. Pilliod & 
Brother until 1900, when they dissolved part- 
nership, L. N. taking the lumber property and 
his brother the milling company. Louis N. 
Pilliod took a vigorous part in building up the 
community and was known to his fellow citi- 
zens as the “father of Swanton industries” 
because of his activities in organizing firms of 
his own or inducing others to locate in Swan- 
ton. He was prominently identified with the 
local bank and was credited with saving it 
when its parent institution, a Cleveland bank, 
failed. The Pilliod Lumber Co., which subse- 
quently became the Pilliod Cabinet Co., en- 
tered first into the manufacture of tool chests, 
then cedar chests, and other products which 
necessitated frequent expansion. Recently he 
turned over to his two sons, T. J. and L. L. 
Pilliod, the management of the box business 
and devoted his own attention to the organiz- 
ing of a golf club and the building of its 
course, while continuing many of his civic and 
philanthropic activities. 


ALEX. WILLSON, 67, president Willson 
Bros. Lumber Co., Pittsburgh, Pa., died March 
22 at St. Petersburg, Fla., where for the last 
eleven years he had maintained his winter 
home. Mr. Willson had been identified with 
the wholesale lumber business in Pittsburgh 
for forty years and had been in the building 
industry for eight years before that. In 1888, 
just graduated from Rochester Business Uni- 
versity, he entered the employ of a Philadel- 
phia building contractor, but a year later went 
to Kansas as examiner of lands for the Union 
Mortgage & Trust Co. Three years later he 
went to Little Rock, Ark., to manage a heading 
and stave plant for the Ash Grove White Lime 
Association, of Kansas City. After three years 
in that capacity he returned to Pennsylvania, 
as office manager for E. V. Babcock & Co., 
at Pittsburgh, and two years later, in 1898, 
the Willson Bros. Lumber Co. was organized. 
He is survived by his widow and two daugh- 
ters, Mary and Frances Willson; a son, Alex- 
ander Robertson Willson; and two brothers, 
W. H. Willson, of West Newton, Pa., and J. 
Roland Willson, of Hendersonville, N. C. 


WILLIAM H. SMITH, 76, president and 
treasurer P, Smith Sons Lumber Co., Newark, 
Ohio, died March 13 at his home; he had been 
active in business until ten days before, al- 
though he had been in ill health all winter. 
His father, the late Patrick Smith, founded 
the lumber company in 1865, eleven years 
after he came to this country from Ireland, 
and in 1878 the firm name was changed to P. 
Smith & Son when William H. Smith returned 
from De La Sala School, Toronto, Ont., and 
was made a partner. In 1894, after the father’s 
death, the business was incorporated as the 
P. Smith Sons Lumber Co., with William H. 
as president. Under his direction the busi- 





RED CEDAR SHINGLES 


Seattle, Wash., March 23.—Prices below rep- 
resent the average of sales, as figured from 
reports of a large number of mills: 


To the Trade— No.1 No. 2 No. 3 
BP scinastevemosenes $2.55 $2.01 $1.67 
18” ee 2.69 2.01 1.52 
24” (4 bdl. sq.)..3.18@3.30 2.21@2.50 1.57@2.00 
18” (5/2%) .....2.79@2.90 2.11@2.20 1.52@1.75 
Dimensions— 

Oe fe 2.94 2.40 

(6”-5/24%4"-18) ..... 3.22 


To Wholesalers (Less discount)— 
16” 2.35 1 


m Sogeeesee cecees -85 1.51 
oe Se. stecaneonnps 2.47 1.83 1.24 
on” 46: Be Mb Ss cence 2.88 1.76 1.32 
| ae’: |} ee 2.57 1.93 1.34 
Dimensions— 
CESSES D - saccccees 2.74 2.24 
(6"-5/2%"-18) - 2.96 


Mixed Oars—Add 15 cents per square where 
shingles are shipped in mixed cars—except 
when mixed with cedar lumber. 


Kiln Dried Shipments by Water—For kiln 
dried shingles shipped by vessel, add 15 
cents a square for 16- and 18-inch; and 20 
cents a square for 24-inch. 


ness grew and expanded to the operation of 
two yards in Columbus (Steelton Lumber Co. 
and South Side Lumber Co.) and other yards 
in Hebron, Buckeye Lake, Millersport, Thorn- 
port and Pleasantville. As his sons reached 
manhood they were taken into the business, 
including the late Emmett Smith; and Gerald 
A., Norbert W. and Joseph E. Smith; the last 
three, with two daughters, five grandchildren, 
a brother and three sisters, survive Mr. Smith. 
While he was busy with lumber retailing he 
also found time to give a generous share of 
work to civic affairs—was a former president 
of the board of trade—to other business enter- 
prises (including the vice presidency of the 
Newark Trust Co.), and to fraternal activities. 
He was a charter member of the Newark 
council, Knights of Columbus, and was its 
first Grand Knight. 


GEORGE C. GRIFFITH, 79, president and 
treasurer of the Geo. C. Griffith Stave Co., 
St. Louis, died at a local hospital March 21, 
of pneumonia, which developed after two 
weeks’ illness. As a young man he operated 
portable sawmills in Michigan and, moving to 
Arkansas, he operated mills near Russellville. 
He acquired a short line railroad, added to it, 
and later sold it to the Rock Island Lines; 
the town of Griffithville, Ark., on that branch, 
was named after him. He moved to St. Louis 
and became a member of the Bagnell Timber 
Co., whose principal business was supplying 
cross ties for the Iron Mountain System and 
the Missouri Pacific Lines. In 1921 he helped 
organize the National Lumber & Tie Co. and 
became president of the firm, which for over 
nine years supplied all the ties used by the 
Southern Pacific Lines in Texas and Louisiana. 
In recent years he had devoted most of his 
attention to the stave company, which manu- 
factures oak flooring as well as ties and staves 
at its mills at Ellington and Ballard, Mo. He 
also was treasurer of Boyd-Welsh (Inc.), a 
St. Louis shoe manufacturing firm. He be- 
longed to Masonic lodges in Bald Knob, Little 
Rock and Pine Bluff, Ark. Surviving are his 
widow, Frieda H. Griffith, and a son, George 
A. Griffith, of Houston, Tex. 


B. HUDSON BOLINGER, 50, vice president 
S. H. Bolinger Lumber Co. and president 
Bolinger-Gain-Yay Lumber Co., Shreveport, 
La., died March 23 after several days’ illness; 
he had been in failing health a long time but 
had continued his business and other activities 
until recently. He is survived by his widow 
and one daughter, and by his father, S. H. 
Bolinger, president S. H. Bolinger Lumber Co., 
two sisters and a brother, John. Born at 
Grenola, Kan., Hudson Bolinger as a boy 
moved with his parents to Bolinger, La., 
where his father operated a sawmill, and later 
to Shreveport, and in the years that followed 
was associated with both wholesale and retail 
lumber. He also took a leading part in civic 
affairs, as president of the Shreveport Cham- 
ber of Commerce and in other capacities, and 
was especially active in the Boy Scout pro- 
gram. He was a member of the local Scout 
council, represented this area on the national 
council, and was awarded the Silver Beaver 
for outstanding services to the Boy Scouts. 
At his funeral March 24 Eagle Scouts served 
as an escort of honor, and a special tribute 
was paid by one of the Scout officials who is 
a minister. 


AMOS GOODJOHN, 71, secretary-treasurer 
Goodjohn Sash & Door Co., Leavenworth, 
Kan., died at his home March 13 after two 
weeks’ illness, of pneumonia. For several 
years he was associated with the Kansas City 
branch of the former Broadway Manufactur- 
ing Co., which maintained headquarters in 
Leavenworth, until 1897, when he and his 
brother William bought the Broadway com- 
pany and moved to Leavenworth, to operate 
as the Goodjohn Sash & Door Co. He was 
active in Masonic lodges in both Leavenworth 
and Kansas City, and in Modern Woodmen, 
and in the trade was widely known in the 
Southwest. Surviving are his widow, two 
sons, Mark D. and Harvey Goodjohn, both of 
them associated with the company, one daugh- 
ter. a brother, two sisters and six grandchil- 
ren, 


H. BROOKS GRAFTON, 58, part-owner of 
the Builders’ Supply Co., Toledo, Ohio, died 
suddenly March 16, as a result of a heart 
attack, at his home in Charleston, Ill. After 
his scholastic education (completed at Val- 
paraiso University) he taught school for ten 
years, was with the U. S. Weather Bureau 
three years, and then, on the death of his 
father, Alonzo Grafton, he took over the man- 
agement of the lumber yard in Janesville, IIL, 
and later in Lerna, Ill. More recently he had 
turned over to his son Garnet the manage- 
ment of the Lerna business and had given 
most of his attention to the Builders’ Supply 
Co. in Toledo, in which he was associated 
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with E. B. Cutts. Surviving him besides th 
son are his widow, a daughter, a brother ani 
a sister. 


oO. J. SWANSON, 41, assistant manager 
Underwood Veneer Co., Wausau, Wis,, was 
accidentally drowned March 19, when his aytp. 
mobile left the highway and ran down g 
embankment onto the ice of the Wisconsin 
river. Witnesses said Mr. Swanson had appar. 
ently been stunned by the drop and had agg. 
dentally stumbled into open water a few fee 
ahead of his automobile after wandering aboy 
the ice with his hands to his head. His body 
was recovered several hours later by firemen 
The accident was attribtued to a faulty steer. 
ing gear—for which he was driving to , 
garage for repair at the time of the accident 
He. had been assistant to O. C. Lemke, pregj. 
dent and manager of the Underwood company 
for nearly eight years. His wife and thre 
children survive. 


FRANCIS ALBERT BOWDEN, 79, president 
Bowden Lumber & Coal Co. (Ltd.), Toronto 
Ont., died March 19 at his home. He was 
one of the city’s oldest lumber retailers, hay. 
ing entered into a partnership, DeLaplante 
& Bowden, in 1880. After this was dissolved 
in 1900 he continued the business alone, later 
changing to the present title. He was ag. 
tive in church and fraternal work and was, 
past president of the Park School Old Boys 
Association, a group of outstanding Toront 
citizens, graduates of the famous old school, 
Surviving are three sons, Frank G., Harry 
and Arthur W. Bowden, one daughter, eleven 
grandchildren and one sister. 


ARTHUR U. HALL, 52, secretary-treasurer 
of the Midland Coal & Lumber Co., Miles City, 
Mont., and of the Richland Lumber Co., Sid. 
ney, and a director in both companies, died 
March 13 at Miles City. He went to Montana 
in 1911 to enter the employ of the Midland 
company, and shortly thereafter became sec- 
retary-treasurer of its subsidiary, the Rich- 
land company, which operates a number of 
yards in northeastern Montana. He entered 
prominently into civic and fraternal affairs in 
Sidney, was mayor for four years, and was 
a past worshipful master of its Masonic lodge. 
Eleven years ago he was transferred back to 
the general offices of the Midland company 
and became its secretary-treasurer and a 
director. 


THOMAS LAMAR DENMAN, 57, prominent 
lumber dealer of east Texas, died March 13 
after several weeks’ illness at the home of 
his son, Carr Denman, in Tyler. Other sur- 
vivors include another son, three daughters, 
three brothers and a sister. 
lumber business in 1906 when, forsaking rail- 
road work, he organized the Denman-Sanders 
Lumber Co. at Mt. Pleasant. This later be- 
came the Denman Lumber Co., with branches 
in several East Texas communities and head- 
quarters first in Dallas and then in Tyler. 
The firm was hard hit by the depression, and 
Mr. Denman, back in Mt. Pleasant again, was 
striving valiantly to recoup his fortunes at the 
time his fatal illness overtook him. 


SLAUGHTER G. MAJOR, 74, for forty years 
a partner with his brother, Weeden W. Major, 
in the retail lumber firm of Major Bros.; 
Kearney, Mo., died March 13 at a Kansas City 
hospital, after a brief illness, of pneumonia, 
which developed after a heart attack. He was 
a member of one of Kearney’s earliest families 
and one of its leading business men, for forty 
years an elder in the Kearney Christian 
Church, and prominent in fraternal circles. 
Besides the brother he is survived by his 


widow, a daughter, a twin sister, and a grand- s 


son. 


ALBERT LARRY BOYNTON, president A. 
L. Boynton Lumber Co., Carthage, Tex., was 
buried March 15. In 1902 he went to Angelina 
County with his brother, M. M. Boynton, and 
established a sawmill twenty miles up the 
Cotton Belt Railroad from Lufkin. Subse- 
quently other mills were added; in 1913 the 
firm, which had been incorporated, moved to 
Sturgis and in 1920 to Lufkin. 
A. L. Boynton moved back to Carthage to 
operate the original Boynton mill. He is sur- 
vived by his widow, one son, five brothers and 
a sister. 


HENRY W. MALEY, 32, only son of the late 
Claude Maley, one of the founders of_the 
Maley & Wertz Lumber Co., Evansville, Ind, 
and himself identified with the firm for 4 
number of years, was killed instantly whet 
on March 23 his car skidded from the highway 
and struck a telephone pole near Fowler, Ind 
Survivors include his divorced wife and their 
two children, who live in California, his sistet, 
and an uncle, Charles Maley, a Mississippi 
lumber manufacturer. His aunt is the wife 
of Frank Cutsinger, well known Evansville 
lumberman, 


ROBERT B. CAMPBELL, 73, owner-operator 
B. B. Campbell Lumber Co., West Newton, Pa. 
ied at a Pittsburgh hospital March 3 after 
a long illness. He had operated the retail 
lumber company in West Newton for forty 
years, and also had taken an active part im 
fraternal and church work. He is survived by 
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his widow, three daughters, one brother and 


two sisters. 





HERMAN McCERN, 59, sawmill operator of 
Benton, Pa., died March 10, of injuries sus- 
tained a month earlier in an automobile acci- 
dent. Mr. McCern was in the sawmill busi- 
ness practically all his life, specializing in 
timbers and mine props. His widow, a son 
and a brother survive. 


E. L. ESSLEY, police chief of Whittier, 
Calif., and father of D. C. Essley, secretary of 
the Retail Lumber Code Authority at San 
Francisco, died early this month after an 
appendicitis operation. 


J. L. LITTLEFIELD, 89, formerly a promi- 
nent Michigan lumberman, died recently in 
Long Beach, Calif. He was a great-grandson 
of Benjamin Franklin. 





ARTHUR E. BINGHAM, 82, formerly presi- 
dent of the old Marsh-Bingham Lumber Co., 





Chicago, died March 20 at his home in St. 
Louis. 
. 
Memphis, Tenn. 
Southern Hardwoods—Domestic demand 


has been rather slow, and export demand, 
while a little more active following the re- 
cent rate reduction, is still far from satis- 
factory. Prices Have slumped to below cost 
of production, but many items are becoming 
searce. In the domestic market, furniture 
and automobile plants continue to be the best 
buyers, with radio builders and a few other 
consumers occasionally in the market. The 
retail dealers throughout southern territory 
are beginning to buy as building gains. Sash 
and door plants have placed some nice sized 


orders. 


cause of lack of logs. 
gradually getting lower for some time. 


AMERICAN LUMBERMAN 








A fair demand comes from manu- 
facturers of boxes and crates. There is every 
indication that export buying will increase 
as the time nears for an advance in ocean 
rates; rates are at the lowest level for the 
past two years. Rains throughout Mississippi 


Valley territory are sending rivers out of 


their banks, and lowlands are flooded, so 
logging is difficult. Many mills are being 
shut down or are operating part time be- 
Stocks have been 





Government Inquiring for 


Fabricated CCC Units 


Kansas City, Mo., March 25.—Inquiries re- 
garding prices on prefabricated unit CCC camp 
buildings were received by several southwestern 
mills from the Government recently. All sup- 
plies would be manufactured at mills, and the 
mills would ship the complete knock-down 
buildings to any point designated. Mass pro- 
duction would be sought. Floors would be 
fabricated in panels, and roofs and sides con- 
structed in sections. 

It has been variously, estimated, lumbermen 
here said, that the Government’s program to 
erect CCC buildings and similar structures 
would require about 400 million feet of lum- 
ber, or approximately 20,000 cars. Should bids 
for this amount be placed on the market at 
once, the lumber industry would experience 
one of the sharpest revivals of activity in many 
years, one manufacturer said. 


Veneers Dried Successfully in New Kiln 


Waynesporo, Ga., March 25.—One of the 
most important industrial developments occur- 
ring throughout the country is the improve- 
ment in preparing wood products for the 
market, particularly in the matter of proper 
seasoning. In line with this development, the 
Waynesboro Veneer Co. recently has completed 


adopted in the South and East, where its low 
initial cost, low operating cost and high quality 
drying are particularly adapted to the needs 
of small and medium-sized veneer plants. A 
feature pointed out by the Moore Dry Kiln 
Co., manufacturer of this modern veneer dryer, 
is that in addition to being a highly efficient 





an 





the installation of a new Moore veneer dryer 
of the high powered, cross-circulation fan sys- 
tem. This new dryer is operated on the “pro- 
gressive” method. That is, loads of veneer 
are put into one end, and an equal number of 
uniformly dried veneer loads are removed from 
the unloading end each day. Veneer is stacked 
onto loads right at the clipper, and when the 
load reaches the proper height it is placed di- 
rectly into the dryer and a new load begun. 
This method of continuous, straight-line pro- 
duction eliminates lost motion, and it is claimed 
reduces handling cost to a very low figure. 

This type of veneer dryer is fast being 
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dryer of both thick and thin veneers, it may be 
installed at a much lower cost than the old 
time dryers common to the veneer industry in 
the past. 

K. W. Welborn is president; A. W. Welborn, 
secretary-treasurer ; and W. H. Weaver, super- 
intendent, of the Waynesboro Veneer Co., 
which manufactures rotary-cut veneer panels, 
plywood, box shooks, wire-bound box veneer 
etc., using principally gum and poplar. Mr. 
Weaver says that furniture veneers in 4x6 foot 
sheets and ys-inch wire-bound box veneers, 
17x72 inches, are being successfully dried in 
this new Moore veneer dryer, 
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f How to Figure Costs for Advertising 
; In Classified Department 





Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
| Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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Salesmen 


WANTED 


TWO EXPERIENCED WHOLESALE LUMBER 
SALESMEN under fifty years of age to sell a well 
diversified line of lumber products, one to cover 
WFSTERN MASSACHUSETTS and CONNECTI- 
CUT territory, one to cover NEW YORK STATE 
OUTSIDE NEW YORK CITY. 





Must be well acquainted with retail lumber 
trade and qualified to cover trade _ thoroughly. 
References and experience required. Address reply 


to Eastern office, 
Street, Boston, 


American Lumberman, 79 Milk 


Mass. 





LARGE SHORT LEAF Y. P. MANUFACTURER 


Desires connection with established and experi- 
enced commission salesman in Northwestern Ohio 
and Northeastern Indiana. Also for the State of 
Iowa, 
Address ‘‘K. 


54,"" care American Lumberman. 


WTD. RESIDENT COMMISSION SALESMEN 


To sell Southern Pine, Cypress and Hardwoods to 

Industrial and Contractor trade, in territories from 

Chicago east. Direct mill shipments—carload only. 
Address “J. 74,” care American Lumberman. 


WANTED: EXPERIENCED SALESMAN 


Acquainted with trade to travel Southeastern Iowa 
calling on lumber dealers for sash and door com- 
pany making general line of millwork. Give agé@ 
experience and salary expected. 

Address “K. 36,” care American Lumberman. 


WANTED: COMMISSION REPRESENTATIVES 


Cc. D. Johnson Lumber Company wants reliable 
wholesale and commission representatives in terri- 
tories not now covered. Write 330 American Bank 
Bldg., Portland, Oregon. See advertisement 0 
page 10. 




















Employees 


WANTED—YOUNG MAN STENOGRAPHER 


Lumber; prefer yellow pine and southern hardwood 
mill experience. Must have pleasing personality 
and thoroughly efficient; good opportunity; perma- 
nent . 


nt. 
ddress “K. 34,” care American Lumberman. 








WANTED 
Veneer (segment) Saw Operator. 
MANITOWOC CHURCH FURNITURE CO., 
Waukesha, Wis, 
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